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Built-in Appliance 
Sales Angle: 


‘Packaged Kitchens 
Mean Plus Business” 
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‘Complete Control Is 


Our Key to Profits’’ 
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“ECONOMY'"' Clip Type 


SxX-18 Used between joists from 14” to 18"... SX-26 for joists from 18" to 26 
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Built-In ’ —__ Travels Length 
Positioning Nail of Bar Hanger 


EXPANDABLE...UP TO 26” 


two models expand to fit between most joists or studding 








MOVABLE FIXTURE Stud Type 


SX-115 used between joists from 14" to 18 .. SX-160 used for joists from 18° to 26 





v-3 315-4 do 











Built-in —.__ Travels Length 
Positioning Nail of Bar Hanger 


@ These completely new APPLETON "SX" Series Bar 
CLIP BAR SETS 
Hangers and bar sets eliminate the old, aggravating box 
Le \— mounting problems. Just tap down the built-ia positioning 
§2 = —=_q nails, then secure with regular nails, and finally mount box 


‘ 


SX-18 - 4044 in position. No fumbling! No wobbling’ No mounting 


wipe : 
problems! Bar hangers take any standard box . . . require 


For EMT of 2” Conduit . . . No. SX-18—40¥2. Takes Box No. ; 

402, Use between 14”, 16”, 18”, 20” joists very little storage space. It’s the easy way to install ceiling 
For Non-Metallic Sheathed Cable or Non-Metallic Flexible Tub- outlets and junction boxes 

ing . . . No, SX-186—S61L. Takes Box No. 561L. Use between 14”, 


6” ” ” 
16”, 18”, 20” joists CLIP TYPE STUD TYPE 


STUD BAR SETS 
——* & oom 


’ 
SX-115—S61L 


For EMT or V2” Conduit . . . No. SX-115—40%2. Takes Box No. f : . Dacit ie il ‘Ae 
” ” ” ” Just loosen the captive screw, and Positive-locking f fixt 

4042. Use between 14”, 16”, 18”, 20” joists slide edge of knock-out hole over self stud. Fixture stud engages bar stud | in 
For Non-Metallic Sheathed Cable or Non-Metallic Flexible Tubing entering clip. Tighten clip down at seconds. Has all the fe pate urés of the 

. No, $X-115—S61L. Takes Box No. 561L. Use between 14” any position-on the bar and box is clip type hanger including safety lock 
16”, 18”, 20” joists , there t stay! Oo prevent arms from oming apart 
For Flexible Steel Conduit or Armored Cable . . . No. SX-115— : 
551L. Takes Box No. 551L. Use between 14”, 16”, 18”, 20” Clip and Stud Bar Sets available for those who want complete 
joists. assemblies. For conventional bar hangers and sets 
For Armored Cable, Non-Metallic Sheathed Cable, Non-Metallic 
Flexible Tubing or V2” Conduit. . . No. SX-115—571L. Takes f 

af r lletin No. TOB 

Box No. 571L. Use between 14”, 16”, 18”, 20” joists. Write for Bulle 
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nce cae — Electric Company 


1701 Wellington Avenue + Chicago 13, Illinois 





All your answers are in the bag 
with PYRAMID 
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Amprobe Test-Master Kit keeps 


all equipment right at hand...handsomely. 


Truly the sign of the professional, this rugged, 
good-looking, genuine cowhide case contains all the 
equipment you need to do all your electrical testing 
jobs with precision and accuracy. 


Compact, neat and sturdy, the Test-Master Kit is 
specially designed to hold any one of the famous 
Amprobe RS models, the Amprobe Deca-Tran, 
the Amprobe Energizer and the Test-Master has a 
separate covered section to hold your small hand 
tools easily, within reach. 


The Test-Master comes in two models: TM33 con- 
tains the world-famous Amprobe RS-3 snap-around 
volt-ammeter-ohmmeter: 5 current ranges, 3 volt- 
age ranges. Amprobe Deca-Tran: Extends amper- 
age reading 10x, as high as 1200 amps. Amprobe 
Energizer: Multiplies sensitivity of any Amprobe 
10x for readings on small appliance and fractional 
h.p. motors. $84.50 

TM11 contains the Amprobe RS-1, economy snap- 
around volt-ammeter. Amprobe Deca-Tran and 
Amprobe Energizer. $71.75 


The Amprobe Test-Master Kit, RS-3, Deca-Tran and Energizer are all products of 
PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N.Y. WORLD'S LARGEST MANUFACTURER OF SNAP-AROUND TEST INSTRUMENTS 
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TO OUR DISTRIBUTORS 


If we hadn't seen it, we wouldn't have believed it? 
We're talking about the way our distributors responded to 
Square p's Visible Blades Week program. 86% of them 
signed up for the week's activity: It wasn't at all 
difficult to sense the enthusiasm in reading the reports 
from both our qistributors and our field ghgineers. 

The originality and showmanship displayed was nothing 
short of amazing: : 

For instance, the’ mayor of.one city made Visible Blades 
Week official by issuing 4 proclamation. Miss "Visible 
Blades" won 4 beauty contest and a lot of attention. 

One distributor had giant footprints like these 


cm OD 


lead customers direct to 4 Visible Blade counter display 
and demonstration. There were dozens of outstanding ideas 
put into action. 

The response and the results prove jit -- our distributors 
like this kind of "packaged" promotion. We will be 


having more of them. 


sincerely, 


Ww. J- Moriarty 
Manager, Distributor Relations 





Print Order This Issue 
14,175 
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Close control 
sells the job. 


Vital facts on 
this problem. 


A workable 
sales idea. 


Here’s profit 
for one firm. 
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Times and Trends: ‘Convention Past: Electric Heat’’ and 
“Convention Present: NAED”’ 
A review of a past meeting and a view of a 


future conventior 
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Controlling Lighting Sales From Start to Finish 


All functions leading to commercial sales are handled carefully at 


What it Takes to Sell Steel Kitchens 


Personal 


Herb Cavanaugh 54 


and detailed customer contact is profitable for Larson Electrical 


‘Drive in and See Us—Anytime’ 


How Sterling Electric beat the problem traffic 


Where Agent Warehouses Are 


Statistics and details about manufacturers agent 


Solid Service Wins Sales 


Ontario Supply stresses nine precepts for service % 


A Lot of Effort Can Produce Good Results 


Here's how Englewood Electric prepared for a successfu 


Top Drawer Customer Service And Treatment Pay Off 
Electrical Equipment personnel sell products by using products 


The Salesman’‘s Technical Notes . w. 5. Novak and J. F. McPartland 


The subject this month: Industrial Electronic it 


“We Took the Bull By the Horns’ 


Top service and promotion at Hein Electric produces heating sales 


Electric Heat Spectacular 
Nearly 3,000 persons attend the three-day 


event in Chicag 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


Electrix 


CUBE TAPS 


The Original and still 
the Industry's Standard 


Completely unbreakable Elec 
irix Vinyl Cube Taps look better, 
they sell better. Cost you less 
And behind those facts is an un 
equalled quality story of service 
and satisfaction that builds repeat 
sales makes Electrix the most 


outstanding line in its field 


Why not sell the best espe 
cially when profits come bigger 


and easier. Sell Electrix Vinyl 


Cube Taps. 


UL 


APPROVED 


Cleetris 


Ashton + Rhode Island 
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Credits and Collections 
KEEPING PACE with the freshness 


of spring, this issue offers fresh angles 
on a number of important topics. Let 
look at a few 

e What's the best way to manage 
lighting sales? Dominion Electric, Ar 
lington, Va. has developed a technique 
that works like a charm, with an 
eye to real profit in a rough market 
See page 50 

e How to sell electric heat—that’s 
the question. Hein Electric, Mil 
waukee, believes it has a_ profitable 
answer. Turn to page 70 

e Where do you get warehousing 
ideas? Try the article on Sterling 
Electric’s new house, page 57 

e Who's got the agent warehouses, 
and where are they? Page 6/ holds 
the provocative answers 

e How can you make service more 
meaningful? You might try Ontario 
Supply's 9-point profitable experi- 
ence plan (page 62). 
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e Does red-carpet customer treat- 
ment pay off? It does for Electrical 
Equipment Co., Richmond, \ Check 

e 66 for this distributor's first 
class service touches 

e What's your electronics quotient? 
On page 68 is the third installment 
of the Sak ) lechnical Notes 
current series on Industrial Electronics 
If vou havent alread read the pre 
vious articles, now is a good time to 
backtrack and brin our 
up to date 

e Is the sale of packaged built-in 
kitchens the answer to the appliance 
profit problem? J. H. Larson Electrical 
Co., Minneapoli thinks it is. Why” 
See page .54. 

e What's all the hullaballoo about 
the recent electric heating show in 


> 


Chicago? It seems that 3,000 attendees 


; 
knowledge 


showed up when only 700 were ex 
pected And—vet this—22% were 
distributors. Youll find a 7-page re 
port starting on page 73 

For full contents, see page 3. 
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‘ ONLY ONE 


_ HIGHEST 





- 


The highest man-made G S 
structure in the world 

is the transmitter tower j 

of WGAN.TV, Portland, 


Maine. The 1,619 foot 
tower, put into full-time 
operation October 30, 
1959, is 154 feet higher 
than the Empire State 
Building (including its 
antennas), almost twice 
as tall as the Eifel 
Tower, and 9 feet taller 
than the KSWS.-TV tower 
in Roswell, New Mex 
ico. Of triangular cross 
section, just ten feet to 
a side, the WGAN-TV 
tower is guyed on all 
three sides to anchor 
points 1,200 feet from 
its base, has an eleva 
tor that rises to within 
40 feet of its top, is 
built to withstand 120 
m.p.h. winds. The an 
tenna radiates 316,000 
watts 














> Ys 









- 
a. 





= DC. 













* 
rs 
“= 






~~ 
rs ‘s 


L 






a 
oe 


SEND FOR 
NEW FREE 
CONDENSED 
CONTROL 
CABLE 

DATA FOLDER 


<r re ee ay 





WESTERN INSULATED WIRE COMPANY 


Los Angeles 58, California 
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Big in size... Big in sales! 


, LO 


No. 430 


>» BIG CHAMP 


. . _ wa Your best tool customers—home owners, 


worker tsio 


y tuian aoee eae { servicemen, mechanics of all kinds—have 
alae / been asking for a CHANNELLOCK plier 


nb tor added [ 


strength 
where you 
need it 


hanne ro 


big enough for big jobs . . . compact enough 
ii 4 for easy handling. Here is the answer 
* Me the CHANNELLOCK No. 430 BIG CHAMP 
Y This handy plier has a full 2” parallel jaw 
capacity yet can be carried easily because of its 
compact design. Best of all, BIG CHAMP has 
the terrific gripping power . the unique 
undercut, non-slip tongue and groove chan- 
nels . the patented reinforcing rib . 
in short, all the exclusive features which 
have made CHANNELLOCK the fastest 
selling pliers in America. And you'll sell 
these new BIG CHAMPS faster be- 
cause they're packaged in a compact, 
colorful display carton you can set up 
front in a jiffy. Order your sup- 
ply today. 


Display it And They'll 
Buy it! Plers packaged in 
this colorful display carton 
Shipped 6 per carton 


LENGTH 10” 
CAPACITY 2” 


WT. PER DOZ. 10 LBS. 


CHAMPION DeARMENT TOOL COMPANY » MEADVILLE, PENNSYLVANIA 


LETTERS TO THE EDITORS 





Long Life Lamps 
Dear Sirs: 

I was very impressed with a report 
on the efficiency of long life lamps 
published in the February edition of 
ELECTRICAL WHOLESALING (p. 57). 

I would very much like to repro- 
duce this page for use as a mailing to 
customers in our marketing area. . 

ROBERT W. BROWN 
ADVERTISING MGR. 
GRAYBILI 
YORK, PA 


INO. E. & CO 


Dear Sirs: 
Kindly 

“How 

Lamps?” 


send me the article 
Efficient Are Long Life 
(EW—Feb. ’60, p. 57). 
G. H. GREACEN 
LAMP DIV. 
CORP 


MARKET PLANNING, 
WESTINGHOUSE ELECTRIC 
BLOOMFIELD, N.J 


Still Coming In 
Dear Sirs: 

The very excellent special section 
entitled “Selective Distribution... ,” 
which was published in the November 
1959 issue of ELECTRICAL WHOLESAL- 
ING (p.72) has come to the attention 
of this office. 

The National Association of Whole- 
salers publishes an “Idea Exchange 
Bulletin” for distribution to our 
trustees and to the executives of 
more than 40 national wholesale as- 
sociations and a few other recipients. 

In total, about 200 copies of each 
“Idea Exchange Bulletin” are now dis- 
tributed. It calls attention to various 
articles, publications and other ma- 
terials containing useful information 
of direct or adaptable interest to 
wholesalers. 

We should like to list the article 
“Selective Distribution . .. ” in our 
next “Idea Exchange Bulletin,” if re- 
prints are still available and if you 
will advise us of the cost of individual 
reprints 


PauL L. COURTNEY 


NATIONAL ASSN, OF 
WASHINGTON, D.¢ 


WHOLESALERS 


Dear Sirs: 
Attached coins are for one reprint 
of “Selective Distribution ‘ 
CLYDE G. CLEMENS 
SALES MANAGER 
FULLMAN MANUFACTURING CO 


LATROBE, PA. 


© Reprints of “Selective Distribution 
as Related to the Independent Elec- 
trical Wholesale Distributor” are avail- 
able at the following rates: 1-49, 35¢ 
each; 50 or more, 30¢ each. Write: 
Reprint Dept., ELECTRICAL WHOLE- 
SALING, 330 West 42nd St., New York 
36, N.Y. 
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HERE'S 
PROOF 
...GUTH 
BRASCOLITES 
ARE 
REALLY 
RUGGED! 


This unretouched photo shows how 

we demonstrate the rugged strength of 
Guth's Tetragonal design, Alzak 
Aluminum Reflector. Fred Guth 

(Mr. Chief Tester, himself) stands right 
on it! We know this rugged Guth 
reflector will hold at least 300 pounds! 


This is typical of the quality and 
ruggedness you find in Guth Brascolite 
Incandescents. They're built for 
rugged duty PLUS optimum and 

long life lighting performance! 


The Tetragonal 
Reflector is used 

in our Square 
Recessed Brascolites 


. & 


|. 8. E. W. Union mode and wired 


LioHtrinea 
stitnesx 18902 
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brascolite 


THE EDWIN F.GUTH CO. 


2615 WASHINGION BiVD.. BOX 7079. ST LOUIS 77, MO 





TIMES and TRENDS 


Convention Past: Electric Heat 


Because our publishing schedule precluded earlier coverage, this issue is the 
first in which we can report the First National Electric House Heating Exposition 
and Symposium, held March 21-23 in Chicago. The slight time lag has neither 
dimmed our impressions nor diminished our enthusiasm for what was truly a sen- 
sation. More than 3,000 persons from all branches of the electrical industry and 
all sections of the country jammed into the Hotel Sherman to participate. The turn- 
out so surpassed the most optimistic hope that the sponsors, members of NEMA’s 
Electric House Heating Equipment Section, seemed to alternate between elation 
and incredulity as the hotel’s grand ballroom filled to overflowing. 

Electrical distributors made their presence felt by their numbers and their words. 
According to an unofficial NEMA survey, 22% of those attending were electrical 
distributors. They were outnumbered only by utilities, which accounted for 28% of 
those present. In addition, three electrical distributors took part in a seminar. 
They were W. C. Wallis, Southern Supply Co., Jackson, Tenn.,; H. G. Blumberg, 
Cadillac Electric Supply Co., Detroit, Mich.; and P. M. Furbay, The Furbay 
Electric Supply Co., Canton, Ohio. What they said is so timely and significant that 
we are publishing their remarks in toto (page 74). 

rhe impact of the meeting was such that its important lessons may be obscured 
by a superabundance of success. Several of these are: 

1. Electric heating manufacturers may have to review their previous distribution 
conclusions on the basis of some new information. The fact that 22% of those 
attending the conference were electrical distributors should not escape notice. 
Here is powerful proof that this channel is not indifferent to the opportunity pre- 
sented by electric heat. Further, it should be obvious that these distributors re- 
turned from Chicago better informed on electric heat and more convinced that 
it is the heating wave of the future. 

2. Electric heating manufacturers who are experimenting with several distribu- 
tion channels would be wise to stop tinkering and shore up their standing with 
electrical distributors and contractors. The time has arrived for an indelible 
identification with the electrical industry. Utilizing, say, an electrical distributor, 
a plumbing and heating wholesaler, an electric heating specialist and a building 
supplies dealer in the same trading area may seem to provide a gauge for 
determining the most efficient marketing channel. But multiple-distribution on this 
order ultimately will reveal itself to be a policy of indecision and self-destruction. 
In contrast, the manufacturer who aligns his organization closest to the smallest 
number of strong, merchandising-minded electrical supplies distributors inevitably 
will be the leader in the more competitive period ahead. 

3. The striking success of the NEMA meeting will hasten the entry of new 
producers into the electric heating field. It's possible that such an idea may have 
occurred to just about anyone who wandered into the Sherman Hotel March 
21-23. Certainly, storm warnings are whipping in a stiffening breeze for the wet 
heat, warm air heat and fossil fuel forces. Their choice: fight harder or join 
faster. And the latter was just what one warm air furnace manufacturer was 
exhorting his trade allies to do earlier in March (page 18). 


Convention Present: NAED 


As this issue is being mailed, the 52nd annual convention of the National Asso- 
ciation of Electrical Distributors is in progress in Dallas. Indications are that it will 
match past high levels of attendance and program interest. 

An obvious highspot on the program is the “Let’s Swap Marketing Ideas” 
presentation. Distributors who have had experience with such products as electric 
heat, industrial electronics, built-in appliances, portable tools, motors and electric 
housewares will speak out on the possibilities and the pitfalls. This session and the 
others will be reported in detail in our June issue. 
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COMPLETE VENTILATION 
FOR YOUR KITCHENS 


Over the Oven 


77? 5 oe 





-__ 
Deluxe 
Range 
Hood-Fan 


For cooking or frying . . . a NuTone Range 
Hood-Fan acts like a “huge vacuum cleaner” 
over the cooking zone... to prevent greasy 
film from settling on walls ... to get rid of 
offensive cooking odors, steam and smoke 
before they circulate all through the house. 


FREE CATALOGS... Write NUTONE, Inc., 


“Fold-Away” Hood-Fan turns on exhaust 
when the hood swings open... . turns it off 
when the hood is pushed to flush position. 
Protects cabinets from damage caused by 
scorching heat, grease and smoke which 
escape when the oven door is opened. 


See Next Page —> 


Dept. AB-4, Cincinnati 27, Ohio 
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one Built-in 
Food Center 





, Electrical Built-ins , 
COMPLETE FLEXIBILTY Por Homes OVER 75 COMBINATIONS 


of SIZE + FINISH+ POWER UNIT EASY TO INSTALL IN 4 WAYS ! 


#3000 SERIES HOOD-FANS 


CAN BE “TAILOR-MADE” TO FIT YOUR EXACT NEEDS 












Get the exact hood-fan you want at the price you want 
Choice of 5 finishes plus prime-coat for matching color 
Distinctive “crisp-line” styling has the “appliance look.” 
Interchangeable “plug-in” power units. No extra wiring. 
Quiet, “super-suction” exhaust fan whisks away all odors 
Full 21 inches under hood, reaches to front burners. 
Concealed power unit inside hood does not protrude 








See 
Other 
Side 


—_— 


FREE CATALOGS .. . Write NUTONE, Inc., Dept. AB-4, Cincinnati 27, Ohio 





TOP OF THE NEWS... and its significance to you 





Government Pushes 
Antitrust Fight 


Alcoa Merger Faces 
Federal Antitrust Suit 


Southern Utilities Promote 
“Correct and Capitalize” 


Competition Causes 
Semiconductor Price 
Decline 


First Quarter Sales: 
Westinghouse Up; GE Down 


Sunbeam Extends 
Consignment Program 


Tight Money Loosens 


Emerson and Day-Brite 
Acquisition Proposed 
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The federal government has stockpiled its ammunition in its fight 
against major electrical equipment manufacturers charged with vio- 
lating federal antitrust laws. The first victory for the government came 
when a federal judge of the United States District Court, in Phila- 
delphia, refused to accept pleas of “nolo contendere” (no contest) 
from defendants charged with fixing prices. Trial of the charges 
probably will begin this summer. See News for the Industry (page 
102). 


Antitrust actions have been brought by the federal government against 
the merger of Aluminum Co. of America and Rome Cable Corp. 
Justice Department officials said the Alcoa-Rome case aims to halt 
“the growing trend of large integrated corporations acquiring suc- 
cessful independents.” In a statement released by Alcoa, the aluminum 
producer contended that at the time of their merger, “It carefully 
examined the proposed affiliation for any antitrust implications.” 
The government charge is that the merger tends to lessen competition 
and tends to create a monopoly in production and sale of various 
wire and cable products and conduit and cable accessories 


Three southern utilities, whose names have not been disclosed, are 
expected to announce “Correct and Capitalize” plans, similar to 
the one introduced by the Georgia Power Co. (EW—April °60, 
p. 167). Under these plans, the companies will help overcome 
inadequate wiring bottlenecks by capitalizing everything up to the 
service entrance panel. 


Increased competition and improved production methods are caus- 
ing prices of semiconductor products to fall. Manufacturers claim 
that improved quality control, which means that they throw away 
fewer and fewer units as defective, is the main reason prices are 
falling. 


Sales for the first quarter of °60 for Westinghouse Electric Corp 
were running 5% to 10% ahead of the 1959 rate, according to a 
company spokesman. General Electric Co. sales in the first quarter 
dropped about 2% from those of the same period for 1959—due 
mainly to a decline in defense business—a company announcement 
said. However, orders for all GE products for the first three months 
of this year gained 9% over last year’s first quarter 


The Sunbeam Corp. has announced extension of the distribt: r- 
agent consignment test program, from a three-state Pacific Coast 
area to five additional states, Arizona, Idaho, Montana, Nevada and 
Utah. The program has been in operation in California, Oregon 
and Washington since early 1959 


According to latest reports from lending organizations, tight money 
is coming out of hiding. The flow of money is loosening fast and 
interest rates are weakening somewhat. Generally, the economy of the 
nation is on the rise backed by a spring spending spree. See the busi- 
ness report on page 106 for details 


Directors of Emerson Electric Mfg. Co. and Day-Brite Lighting, Inc., 
both of St. Louis, Mo., have reportedly given preliminary approval 
to an acquisition plan. If the proposed acquisition takes place, it 
probably would involve an exchange of stock between the two elec- 
trical manufacturing firms. 
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Circuit Breakers 
Units designed for installation in 
the home 


Called 
provides 


the “Safetybreaker,’ 
positive 


device 
circuit) protection 
from direct shorts and buildup over- 
magnetic-thermal tripping 
action, maker magnetic 
arrangement 


loads via 
says. Primary 
will trip 
short circuit or overload conditions as 
fast as 8/1000 of Handles 
operate with two positions, “On and 
Off.” Sandalwood 
contrasts against background of black 
phenolic Non-interchangeabil- 
ity feature included. Units range in 
size from 2 to 42 circuits; 40 to 200 
amp capacity; parallel and 
split-bus construction; single phase 3 
wire and three phase 4 wire e Cut- 
ler-Hammer Inc., Milwaukee, Wis. 


under severe 


a second, 


color of handles 


base 


series, 


Electric Unit Heater 


Features new concept in design 
and construction, maker says 


Unit has appearance 
for use in reception 
and stores where design and 
are important. Constructed of 
stainless-steel sheath type heating el- 
ements, and a factory prewired, built- 
in 30-amp contactor (relay). Avail- 
able in S-kw and 7.5-kw capacities, 
208, 240 and 480-v. e Berko Electric 
Mfg. Corp., Queens Village, N.Y. 


clean, modern 


offices, rooms, 
decor 


Y@ -in 


Display Lighting 
New line designed for 
beam or floodlighting 


narrow 


New line of fixtures using 200-w, 
300-w and 5-v automotive spot lamps 
offer narrow beam or medium flood 
lighting. Offered in weighted base 
canopy and clamp models and in 
twist-on and roller-trolley fittings for 
track installations. e Amplex Corp., 
Carle Place, L.IL., N.Y. 
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Fixtures 

New units feature classic to con- 
temporary moods 

Carnival 
Interplay, 
in chande- 


Four new include 


pendants 


types 
and spreaders; 


said to be a new concept 
liers which enables one to select light 
and chandelier 


ing elements rings to 


suit exactly the predominating color 
and style of the room or area; Mozart, 
chandeliers; brilliant 
a balloon of light 
Bouquet, a 


e Lighto- 


hand-cut crystal 
panes of color in 
Plexisphere; and 
close-to-the-ceiling fixture 


lier Inc., Jersey City, N.J. 


called 


Cutting Tool 
Cuts cahle from 2-14 up to 3-10 
manufacturer says 


New B-X cutting tool cuts cable from 
2-14 up to 3-10 
hack saw blade permits armor cutting 


Recessed high speed 
without damage to wires or insula- 
tion. Made of light weight aluminum 
e The Dunham Tool Co., _Inc., 
Electrical Div., New Fairfield, Conn. 


t 


Aas « 





industrial Fixtures 


New line of vaportight fixtures 
now available 


Units come with or without porcelain 
and feature all aluminum 
die bodies and guards, which 
permit relamping and cleaning with- 
out the tools, maker says. 
Available in 100 or 200-w types for 
pendent, wall or ceiling mounting. 
Wall, and ceiling units are attached 
to outlet box cover or to cast alumi- 
num box having 4%-in or %4-in 
tapped hubs. All white, ventilated 
porcelain enameled reflectors, stand- 
ard dome, shallow, deep bowl and 
angle, are equipped with self-locking 
nylon shoes for attaching or remov- 
ing by 45 deg turn. e Steber Mfg. 
Co., Broadview, Tl. 


reflectors 


cast 


use ol 


Ceiling Heater 


Close-fitting unit extends 3!/>-in 
from ceiling 


New radiant 
mounted and extends only 3'2-in 
from ceiling. Unit square mesh 
grille. Fan pulls air up through cen- 
ter of and disperses infra-red 
All exposed 
Model 
designed ar- 
e Nu- 


heater IS surface 


has 


unit 
heat around outer edge. 
parts are anodized aluminum 
No. 9290 has specially 
mored-type heating element 
Tone Inc., Cincinnati, Ohio 


Outlet Boxes 


Nine new types added to manu- 
facturer's line 
Nine types of 3'4-in and 4-in 
octagon outlet boxes now avail- 
able. Boxes are standard drawn 1%- 
in deep types. Choice of BX clamps 
for installing armored cable and flexi- 
ble metallic conduit, or clamps for 
non-metallic sheathed cable and flex- 
ible tubing, is available. Both Bx and 
Romex clamp styles can be supplied 
with mounting ears or with “J” type 
brackets. Standard %4-in knockouts, 
or combination 42-in %4-in for rigid 
metallic conduit are available. Boxes 
can also be obtained without knock- 
outs, and nail holes in the bottom. 
e Keystone Mfg. Co., Warren, Mich. 


new 
are 


Terminal Cabinets 
Units are now available in |7 sizes 


Terminal cabinets for thermocouples 
and control are available in 17 sizes 
for use on from 2 to 180 wire systems. 
Important feature is placement of 
blocks which permit ample wiring 
spaces for wires up to 30-amps, 600-v. 
Other features include full weather- 
proof construction and _ exterior 
mounting lugs. e Hope Electrical 
Products Co., Hillside, N.J. 
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STOCK THE 


THERM 
se PLASTIC 
PARALLELED 


TYPE HSJ TYPE AF 


KITCHEN UNIT 


\ 


NS 


auTo Low ENERGY 
wanes. THERMO « TELEPHONE (OniTiON circuit 


? ANTENNA 
auTo TYPE AF a TYPE PLT ROTOR 
IGNITION CABLE 


RG COAXIAL TV/FM 
TYPES - LEAD-IN 


“et 
7 


wt TYPE so BELL WIRE 


ABA st 


AUTO PRIMARY —_— ce * 


<7 


\\ «at 
, “" oo 
ceo 
TYPE ST AUTO PRIMARY s - aa 


TYPE HPD 


BIG SELECTION, BIG QUALITY, 
BIG REPUTATION 


BIG SALES FOR YOU 


When you order ALL TYPES of portable and flexible cords 
and cables from Royal Electric’s big, COMPLETE line, you save 
time . . . you simplify purchasing operations . . . you facilitate in- 
ventory control . . . you profit with consistent high quality and 
superior packaging. Royal can supply from stock the largest variety 
of types and sizes, every one backed by the nationally recognized 
Royal reputation . . . the brand that’s preferred by electrical con- 

ROYAL ELECTRIC CORPORATION tractors, maintenance electricians, and dealers alike. 
PAWTUCKET, RHODE ISLAND 


in Canada: Royal Electric Company (Quebec) Ltd. Pointe-Claire, Quebec 


ELECTRIC 


+e OM ossociate of 
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PRODUCTS 





Fittings 


Four additions 
manufacturer's line 


added to 


new 


New fittings include: entrance cap for 
3-4/0 and 3-2/0 entrance 
cables, equipped with non-water-tight 
connector and _— slotted mounting 
bracket; two hex-nut style malleable 
iron water-tight connectors, both 2-in 
hub thread size with bushings sized 
to accommodate different diameter 
cables, 3-4/0 and 3-2/0; non-water- 
tight malleable 2-in, 
open throat connector completes the 
line 

e Gedney 
N.Y. 


service 


iron, 2-screw, 


Klectric Co., New York, 


Fixture 
New series is fan diffuser type 


New Alpha series is said to be latest 
in shielded Circline lighting. Fan dif- 
fuser of polystyrene casts even spread 
of illumination in all directions 
Potally unit shallow, 
close-to-the-ceiling silhouette, and 
lock-up plate. Available in rapid start 
only, in S4-w, 72-w and 
94-w. 

e Philite Radiant, Inc., Long Island 
City, N.Y. 


enclosed, has 


sizes. for 


Rotary Switch 


Unit has solder-lug terminals for 
rapid wiring 
ype A rotary multipole switch avail- 
able with solder-lug terminals instead 
of screw terminals. Switch has maxi- 
mum interrupting capacity rating of 
5-amps, 125-v ac and continuous cur- 
rent rating of 10-amps. 
e Electro Switch Corp., Weymouth, 
Boston, Mass. 


14 


Circuit Breakers 


Units now 
installation 


New 


field 


available for 


70 to 100-amp two-pole circuit 
breakers can be used for sub-feed or 
main breaker. New unit is recom- 
mended for use in original construc- 
tion or when adding to existing in- 
stallations where electric heat panels 
or similar heavy-load circuits are 
added to panels, e BullDog Electric 
Products Div., I-T-E Circuit Breaker 
Co., Detroit, Mich. 


Yard Pole Switch 


Unit has ground level disconnect 
control 


Model No. 201Y weatherproof switch 
provides 200-amp, single phase serv- 
ice with ground level disconnect con- 
trol. Galvanized, weatherproof cabi- 
net is mounted at top of yard pole 
Unit houses 200-amp_— snap-action 
knife switch and a 200 5 ratio cur- 
rent transformer. Current and poten- 
tial leads for meter are prewired to 
terminal strip. e Hoffman Engr. Corp., 
Anoka, Minn. 


Limit Switches 


Suitable for high-speed, precision 
production machines 


Available in both surface type and 
flush type mountings. Calibrated to 
control tolerances producing identical 
operation of all switches. Parts and 
assemblies can be interchanged from 
switch to switch or replaced without 
affecting subsequent accurate _per- 
formance. 14. different operating 
heads also available. 

e Cutler-Hammer Inc., Milwaukee. 


Lamp Annunciators 


Units are flexible, modular indus- 
trial type 


New line of and an- 
nunciator systems feature plug-in cir 
cuits which can be removed and 
changed for different operational se- 
multiple lamps to insure 
event of burn-out, 
“snap-in” indicator 
plates sequential circuits data-log- 
ging terminals, snap-fit one-piece 
molded lamp compartments that can 
without Units can 
indicate, 
abnormal 


annunciators 


quences, 
signal in 
quick change 


lamp 


be removed tools 


detect and visually and 
audibly, any 
change in status; then, can start up 
or shut down any machinery; 
information 
other control equipment; 
themselves, maker Units func- 
tion as monitors of pressure, temper- 
ature, equipment failure. e Edwards 


Co., Inc., Norwalk, Conn. 


condition of 


desired 
feed to data-logging or 
and reset 


Says 


Receptacles and Caps 
Designed to meet new code re- 
quirements, maker says 


New 20-amp, 125-v duplex grounding 
receptacles and caps designed to meet 
new revised code requirements. Sup- 
plied in 2 pole, 3 wire grounding types, 
and equipped with 2 circuit break-off 
fins, Offered in brown bakelite, ivory- 
lite, or with weatherproof plates, with 
or without padlock. Unit has red strap 
for 20-amp identification and double 
grounding terminals. Caps are made 
of rubber or armor over rubber. e 
Arrow-Hart & Hegeman Electric Co., 
Hartford, Conn. 
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For The Lighting Sales Specialist 
And For The Lighting Cost Estimator 


Commercial and Industrial Lighting Equipment 


Fluorescent and Incandescent Fixtures 
Floodlighting 


Accurate, convenient, completely 
illustrated and always up-to- 


date. 


The sure way to save 
sales and estimating 
man-hours and to 
avoid hit-or-miss 


pricing. 


use this coupon a 


HENDERSON-HAZEL CORP. DEPT. B-05 
13601 Euclid Avenue, Cleveland 12, Ohio 


Please send me complete details about the new 





NPS “Lighting” price book without obligation. 
National 


Price Service 


Nome 
Tithe 


13601 EUCLID AVENUE + CLEVELAND 12, OHIO 
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Why be puzzled 
about time switches? 


... SPECIFY 
PARAGON 


7000 SERIES puts automatic 
timing on easily controlled 


weekly schedule 


For the 7-day time switch that 
is ideal for all heating, ventilat- 
ing and air-conditioning appli- 
cations, SPECIFY PARAGON’S 
7000 SERIES. Handles four dif- 
ferent voltages, and 40-ampere 
rating assures largest load-carry- 
ing capacity of any 7-day time 
control. 

Turnany electrically controlled 
system ON-OFF automatically 
at different hours of each day. 
Days of the week are clearly sep- 
arated ...day and night periods 
divided, too, for easy-read, easy- 
set conventence. 
Any day or days 
can be omitted. 
Settings can be 


Aa 
gg 


made a week in . 
advance and ; 
changed as de- 

sired. 


(ret complete details 
on the 7000 SERIES 
nou. Write for Bul 
letin 5976. 


PARAGON 


ELECTRIC COMPANY 
1630 Twelfth St. * Two Rivers, Wis. 


TROL IT WITH PARAGON 


CAPITOL CIRCUIT 


@ Price tags may be required on appliances to show finance charges 
for installment buyers, if legislation now pending in Congress is 
enacted. The bill, introduced by Sen. Paul Douglas (Ill.), would 
require price tags to list all finance charges plus simple annual 
interest rates. 

The Federal Reserve Board has been proposed as the agency to 
administer the act, although its chairman, William McChesney Mar- 
tin, has testified that he doesn’t want the job. 

Both Martin and Federal Trade Commission Chairman Earl 
Kintner endorse the principle of the legislation, but they don’t neces- 
sarily approve of its details. The Treasury Department, however, 
has endorsed it firmly. 

Several other plans have been introduced as alternatives to the 
Douglas Bill, including: (1) a two-tag system, one showing the cash 
sales price, the other tag indicating the total credit price, including 
interest and service charges; (2) itemized interest and finance charges 
on the tag, rather than just the total. 

This legislation will have to be pushed quickly to be enacted 
this year. Whether it would curtail sales by scaring off credit buyers 
is an unknown factor. 





* * * 


e@ The U. S. Supreme Court will decide the fate of a $1.8 million 
claim against the federal government by the defunct Dixon-Yates 
power group, whose contract was cancelled to build a generating 
plant at West Memphis, Ark., to supply power, via Tennessee Val- 
ley Authority lines, to the atomic energy commission at Oak Ridge, 
Tenn. The U. S. Court of Claims ruled earlier in favor of Dixon- 
Yates, but the Justice Department has won its plea for the high 
court to review the case. 


+ @ 


e@ The federal government has filed an antitrust suit against Alu- 
minum Co. of America in Syracuse, N. Y., charging that Alcoa’s 
acquisition of Rome Cable Corp. (in March, 1959) violated the 
Clayton Act by threatening to reduce competition in the production 
and sale of wire and cable products. 

The government claims Alcoa and Rome both competed, prior 
to the merger, as suppliers of aluminum ingot and other products 
for other manufacturers, and both sold various wire and cable 
products, conduit and cable accessories. In addition, Rome provided 
insulation for other manufacturers’ bare wire. 


* * * 


@ REA administrator David Hamil told a house appropriations 
subcommittee that every dollar lent to rural electric systems as 
appliance (Section 5) loans has resulted in about $4 worth of 
electric equipment purchases. Since REA’s inception, these loans 
have totaled $3,125,000, and this has meant about a $14-billion 
market for the appliance industry, added Rep. Leroy Anderson 
(Mont.). Hamil pointed out that $225,000 worth of appliance loan 
applications were now pending before REA 


* * * 


e@ The U. S. Supreme Court has included “Consumer Boycott” pick- 
eting in its recent ruling that the National Labor Relations Board 
can’t go beyond express provisions of the Taft-Hartley Act to cur- 
tail minority union picketing. This new ruling—applied specifically 
in the case of O'Sullivan Rubber Corp., Winchester, Va.—means 
that minority unions are free to conduct “don’t buy” picketing, aimed 
at consumers, as long they comply with 1959 Landrum Griffin 
Amendments to the Taft-Hartley Act. 
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Now you can insure that your indoor met 
cury lighting installation will start and 
keep going even when temperatures slip 
far below zero. No longer is it necessary to 
use special, premium-priced indoor trans 
formers or the still more costly weather 
proof outdoor type for low temperature 
indoor installations. Sola’s new standard 
line of indoor constant-wattage mercury 
lamp transformers keeps H-1, H-25, and 
H-33 lamps working down to minus 20°F 
Two-lamp and single lamp units are both 
available for these input voltages: 115, 
208, 230, 277, 460, and 575. They are ideal 
for shed, dock and warehouse installations 
as well as indoor remote mounting to serve 
outdoor mercury circuits 

These indoor transformers have new, 
lighter-weight core and coil construction 
for easier handling. Long leads and twelve 
knockouts in the new-designed case permit 
quick and easy connection. The case is 
liberally perforated for plenty of air cit 
culation around the core and capacitors 
to give cool, trouble-free operation 

Listed by Underwriters Laboratories 
the new indoor transformers incorporate 
the well-known Sola constant-wattage cir 
cuit which gives you these performance 
benefits: 

Low starting current—limits current dur 
ing warm-up, eliminates need for heavy 
wiring and time-delay relays, and per 
mits more lamps to operate on the 
lighting circuit 

Maintained light output — holds lumen 
output constant within +1 for line 
voltage changes as great as +13 

Open and short circuit protection pre 
vents transformer and wiring from 
overheating 

insures rated lamp life reduces pre 
mature lamp failure by providing stable 
operating conditions 

No dropout when line voltage dips 
eliminates lamp dropout even when 
voltage dips 30°, from nominal 


or information, write for Bulletin MVi 


[SOLA] 
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SOLA ELECTRIC CO., 4633 W. 16th ST., CHICAGO 50 





NEW Hi" 


ARCS AND SPARKS 





PRODUCTS A Warm Air Furnace Man 


Speaks Out on Electric Heat 


(TH WALt PLATE 
SCREW KIT 


A MIGHTY HANDY KIT WHEN MOUNT- 
ING WALL PLATES, SWITCHES AND 
RECEPTACLES 
600 screws in six different types gives you 
just the screw you need . . . when you want 
it. Saves time, eliminates waste! 

No. 60 WALL PLATE SCREW KIT (tubes and 
kit made of clear plastic) Includes 100 each: 
Bright Nickel, Brass Plated, Bronze Plated, 
Ivory (painted), Ivory Nylon, Brown Nylon 
screws. Screws are %” long, 6-32 thread, 
oval head. 


Popular assortment of 


NEW! 


(TH WASHERS 


MADE OF STEEL, ZINC PLATED 
SMOOTH EDGES... ROUND PERFECTLY 
CENTERED HOLES. . . UNIFORM THICKNESS 


13 sizes, 2” O.D.—1'%”", for bolts “%”—'". 


NEW! 
— 
SLOTTED 
TAPPING SCREWS 


Here's the best screw you can use with 
“Hi-RED" and “WALLY” Plactic Screw An- 
chors and other expanding types. Save driv- 
ing time . . . cut costs! 

28 sizes: 4x'2” to 14x2” 


NEW! 


(TH MACHINE SCREWS 


MADE OF STEEL WITH ROUND 
SLOTTED HEAD — ZINC PLATED 


Perfect match for threads of Lead Expansion 


Anchors. 42 sizes: 6-32x%”" to %-16x3". 
-— oe oe ee oe ee ee ee oe ee oe oe 


WRITE FOR NEW “Hi” CATALOG 


HOLUB INDUSTRIES Inc. 
45 ELM ST. - SYCAMORE, ILL. 





Answers to the question, “What 
Does Electric Heating Mean to the 
Warm Air Industry?”, were given be 
fore the National Warm Air Heating 
Association, Toronto, Canada, on 
March 15 by John W 
dent, Lennox Industries, Inc., Mar- 
shalltown, lowa. Excerpts from his ad- 
dress are published here They offer 
insight into how one entrenched fac- 
tion in today’s heating market views 


Norris, presi 


fast-coming electric heat. And they 
impending entrance of 
competitors with new 
into the electric heat arena 


Suggest the 
powerful 


products 





LECTRICITY, as a_ heating fuel, 

is perfectly practical for heating 
homes and apartments. It has many 
advantages over other fuels, with 
only the one disadvantage of cost 
It will be promoted by a powerful 
merchandising program financed by 
the electric utilities, using 
electricity for space heating is good 
Electricity 
for heating is here to stay. I believe 
its use will grow at a faster rate than 
the growth in gas and oil, taking 
North America as a whole 

This does not mean, by = any 
stretch of the imagination, that gas 
and oil fuels are dead issues in the 
warm air heating business. Far from 
it. I do not 
electricity is 


because 


business for the utilities 


foresee a time when 
heating more 
than gas or oil. It will be used only 
in a minority of the heating market 
in the foreseeable future. But it will 
be a powerful minority and tremen 
dously important to everyone in the 
indoor comfort business—and _ espec- 


houses 


ially warm air heating people 

It is high time that we warm air 
furnace manufacturers get busy in 
our laboratories developing two basic 
types of ducted central forced warm 
air heating systems. We have wonder- 
ful benefits to offer the electrical 
utility industry with our type of sys- 
tem, and they need us more than 
many of them will admit today. But 
we furnace manufacturers (including 
Lennox) have been sound asleep so 
far. We have a lot of laboratory 
work ahead of us before we can 
earn our rightful place in this fast 
growing electric heating business 

Some warm air furnace manufac- 
turers think they are already in the 


electric heating business because they 
are making some form of “electric 
furnace.” I do not agree. The elec- 
tric furnaces I have seen so far are 
either too expensive or too bulky or 
too complicated or too limited to be 
marketable 
example, has had electric 
in our Landmark line for 
three years 
were designed primarily for addition 
downstream to heat pump _ indoor 
coils. They make beautiful straight 
electric furnaces. But they are too 
bulky and too expensive to be a 


volume. Lennox, as an 
furnaces 
almost 


These electric sections 


answer to this fascinating 
heating excepting 
commercial jobs combin- 


practical 
electric business 
for larger 
ing air conditioning 

When we warm air people get our 
dealers equipped with a proper line 
of electric furnaces, we will find that 
the first sale we must make is to 
electric utility officials, While elec- 
tricity is comparatively new as a 
central heating fuel, most prospects 
will be sold on this fuel by the elec- 
tric utility supplier. What these util- 
ity engineers say about the method 
of using their fuel for heating will 
have a vital influence on the type of 
heating equipment people buy 

lo be really a part of this elec- 
tric heating business, I think that we 
furnace manufacturers must build 
two different types of equipment. 

First, we must have plug-in type 
register boxes 
1 ,000-, and 
capacities all inter- 


heaters that go in 
These should be in 500-, 
1. 5O00-watt 
changeably available in one register 
box These boxes should allow the 
use 2'4 x 12 floor diffusers, ex- 
tended baseboard diffusers, or 10 x 
6 or 12 x 6 wall registers 

Each of these “in-the-register” heat- 
ers can be controlled with individual 
room thermostats, or they can be 
grouped together for zone control 
with as many or as few thermostats 
as make sense for each particular 
house 

In other words, this 


ter” type of 


“in-the-regis- 
heater for a ducted 
central system allows for perfect 
zone control. It is this individual 
room thermostat control that has 
been so appealing to electric utility 
engineers. It is also a very appealing 
story to the average homeowner. We 
warm air manufacturers will not 
really be in the electric heating busi- 
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“I'm glad to see 
you Sell the. finest... 
eS | 
QUALITY FITTINGS!” 


Contractors & Wholesalers Agree-E-T-P is the BEST Fitting Buy! 


ETP is fast becoming the No. 1 preferred fitting in the 
electrical industry. The reasons are simple. PRICE! ETP 
fittings are consistently competitive, consistently su- 
perior! QUALITY! ETP fittings are concrete tight — one 
piece solid tubular steel — cannot open or spread. There 
are no finer made! EASY ASSEMBLY! Exclusive pre-set 
screws, staked screw with deep slotted head for working 


in tight areas. No backing out to insert conduit. 


Connect with @ for Economy 


, 1960—ELECTRICAL WHOLESALING 


Tough zinc chromate over-plating retards 
corrosion. Salt spray tested. 


Every fitting individually tested for 
uniformity and concentricity. 


Concrete tight — U.L. File Card E 24788. 


Precision bevelled edges with extra 
heavy duty locknut. 


Heaviest gauge wall thickness with 
precision rolled thread. 


Available in all sizes from 2” to 2” 


\ Bali ces 





You'll like the “jig time” installation of a Porcelain 
Products mast kit. Each element in every kit, from 
the clamp-on entrance cap to the slip-fit offset 
reducer, speeds the job of putting up a service 
mast. The new boltless flash-plate in the 2075 
kit as illustrated above supports the mast at roof- 
line and eliminates blocking between the rafters. 





AND NOW... the newest timesaver...in the 2085 
kit is a split-clamp hanger with sideways adjust- 
ment. The “Adjusto-clamp” permits you to straight- 
en mast after installation, or align mast with 
meter socket. It’s the only adjustable clamp on the 
market. Included as standard items in all 2085 
kits and available separately for 2” or 242” pipe. 
Specify Cat. No. 7542 for 2”, 7543 for 242” pipe. 


PORCELAIN PRODUCTS CO. 


225 N. PATTERSON ST. CAREY, OHIO 


ness until we have this individual 
room control program available. 

Each of these individual “in-the- 
register” type heaters must be com- 
plete with a proper limit control. It 
should be possible to reach them 
through the register for service or 
for change to another size. You 
should be able to plug them in like 
a toaster—and the wattages I men- 
tioned are littke more than _ toaster 
wattages, 

The second type of system that we 
must develop is a compact. ex- 
tremely quiet, combination _filter- 
blower-electric heater and _ control 
package. You should be able to in- 
stall this one package for taking air 
through it horizontally, or vertically 
up or vertically down. In_ other 
words, one simple combination pack- 
age can be used for horizontal, up- 
flow or down-flow. 

The unit we will soon put into 
production is 17” x 19” x 42”. It 
has a 39,000 Btuh output capacity. 
It incorporates a filter and an ex- 
tremely quiet belt-driven %4 width 
10” blower. The strip heaters and 
controls are all self-contained in this 
compact cabinet. 

This one furnace is not position 
sensitive. It can be used in any of 
the three positions. 

This type of central unit will be 
much less expensive to install than 
the individually controlled “in-the- 
register” type of heater. My guess is 
that it will cost somewhere between 
$100-and $200 less to the builder 
than the zone control job. Because 
of its economy of installation, it 
promises to sell in volume. 

One thing is vital and fundamental 
in our method of electric heating. 
Our major benefits over the simple 
“in-the-room” type of electric heat 
come from circulating the _ air 
throughout the house. This only oc- 
curs when the blower is operating. 
There is practically no thermal iner- 
tia in electric heater strips. If you 
attempted to run a blower from a 
“Fan Control,” you would get ex- 
actly the same operation as running 
the blower in parallel with the heat- 
ers. This is bad — very bad — in 
forced warm air heating as I hope 
most of you people know. 

Since these electrically heated 
homes are tight homes, and since 
they so desperately need continuous 
air motion, there is only one way to 
operate the blower in our central 
ducted systems. It should be turned 
on in the fall and operated contin- 
uously until you pull the main switch 
in the spring. The main switch that 
energizes all of the electric heating 
should automatically start the fur- 
nace blower and run it constantly... 

We furnace manufacturers have 
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INTRODUCING... 


ChefA\ire 


NO-DUCT RANGE HOOD 


with Activated Charcoal Filter and Super-Size Grease Filter 


REMOVES GREASE 
AND ODOR WITHOUT THE USE OF 


COSTLY DUCTS OR VENTS 


Saves Valuable 
CABINET SPACE 


Fasy to-Clean 


Brushed Finish Surface 











Embossed 
Control Panel 
Surtace 


Model CA-25 


* 


LIFETIME ANODIZED 


@ Copper Anodized Aluminum “Brushed” 
-@ Anodized Aluminum “Stainless Steel Finish" 





The Chef-Aire No-Duct Range Hood is a modern kitchen 
appliance designed and fabricated by specialists in hood manu- 
facture. In addition to its tailored look and sturdy construction, 
the Chef-Aire Hood employs the use of activated charcoal as an 
air purifying agent. Because of this, there is no need for expensive 











EASY REMOVAL OF FILTERS EASILY MOUNTED UNDER 


Special release makes i 
easy to remove filters. No 
tugging or pulling 
out with ease. Filter case 
locks firmly into operating 


position 


slip 














POWERFUL BLOWER UNIT 


Balanced, squirrel-cage 
blower is vaned for maxi- 
mum pressure. Placed above 
filters . . . draws up bad 
air — pushes out good 


CABINET 


Ready for immed 
Just screw to 
Electrical 


ind back 


Fe 
a _—eee 


Knockouts 


SPECIAL WALL ADAPTER 
FOR FREE-STANDING RANGES 


Matches hood in color and size 
Easily mounted to 

vall; with or with 

out clock 


duct work and there is no waste of valuable cabinet space. 


* 


NAT 


Ready to install. A complete, pre-wired unit with blower, 
filters, and light fixtures. No expensive duct work required. 
Just screw to cabinet. 


Exclusive release enables quick removal and replacement of 
permanent-type aluminum grease filter. Removable filter cover 
permits easy replacement of fresh charcoal. 


Easy to operate, eye-level, push-button controls . . . actuate 


blower and lights. 

Quiet, smooth-operating pressure type blower .. . vibrationless! 
Smartly styled front... hood covers front burners. 

Only U.L. approved electrical components are used. 


Available in the following lengths and fits standard cabinet 
depths: Lengths — 24”, 30”, 36”, 42”, 48” 


DISTRIBUTOR AND DEALER INQUIRIES INVITED ... A FEW CHOICE 


TERRITORIES AVAILABLE TO AGGRESSIVE MANUFACTURERS’ AGENTS 


ONAL 


|. Ci) fee 


CORPORATION 





INDUSTRIAL PARK «+ OCALA, FLORIDA 
P.O. BOX 293 
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WIRING COMPARTMENT 


TYPE MC- 
20” WIDE 


Up to 5 Size 1 
Control Cells 


preferred for most 
general purpose in- 
dustrial applications. 


} 8 >) *."4 


ARROW _— HART 


sey BE at 


‘ Units an pet: 


COMPLETE FLEXIBILITY, VERSATILITY . 
any desired combination of units 


easily be Secnbhiedl ...+ Or modified. 
MOST COMPLETE LINES AVAILABLE 
ANYWHERE 


Pay nce ON STARTER 
, Reve . 2-Speed, Part-\ 
irter Types in NEM 
.in csadiination with Fused 
Switch or Circuit Breaker of Thermal Magnetic or 
Instantaneous Trip Type. 


ENCLOSURES: NEMA 1 (General Purpose), 
NEMA 1-A Jer pene NEMA 3 (Outdoor), 
NEMA 5 (Dustight), and NEMA 12 (Industrial 
Use) — in standard or back-to-back arrangements. 


WIRING: NEMA A, B or C — Class I or II. 

















13” 


OTHER CONTROL UNITS: Include Lighting qd: 
P 


inel Transformers, Metering 
Complete Line of Pilot Device 


Equipment, and a 


GET COMPLETE INFORMATION NOW! 
Write today for fully descriptive literature. The 
Arrow-Hart & Hegeman Electric Company, Dept. 
EW, 103 Hawthorn St., Hartford 6, Conn. 


ff 


WIRING COMPARTMENT 


TYPE MC- 
25” WIDE 


Up to 10 Size 1 
Control Cells 


preferred for schools 
and other commer- 
cial, and institution- 
al applications that 
call for maximum 
space savings. 








been sound asleep on the electric 
heating thing heretofore. Electric 
utilities have become excited about 
this market for their product far 
faster than we anticipated. We must 
all, therefore, concentrate on the job 
of developing proper equipment and 
controls to produce our kind of com- 
fort with this wonderful fuel. 

Then we must go way beyond this. 
We must sit down with our dealers 
and teach them the virtues of elec- 
tric heating and the principles of it. 
We must see to it that they under- 
stand how to install a system that 
will not produce unpleasant air cur- 
rents even though the blower runs 
constantly and frequently will be 
pushing air into the room at just a 
little below room temperature. 

We must then get these dealers to 
go to their local electric utilities and 
explain their interest in electric fuel 
and their ability to install the world’s 
finest kind of an indoor comfort 
system. 

In the past, the power companies 
have been hesitant about referring 
an electric heat prospect to a warm 
air heating dealer. He was too apt 
to talk the prospect out of electri- 
city and into gas or oil. We must 
teach our dealers the virtues of elec- 
tric heat before we can earn the co- 
operation of these electric utilities 
who are such powerful merchandis- 
ers, and can be of so much help to 
us 

So we have a lot of “doing” in 
our industry. Already the power 
companies have developed enough 
experience, and enough trouble, with 
the old fashioned “in-the-room” type 
of electric heating, that they are 
actually hungry for the warm air 
people to get on their bandwagon. 
As soon as our type electric systems 
are available through several differ- 
ent dealers in a community, then I 
am sure that you will find the elec- 
tric utilities welcoming you with 
open arms and helping you make 
your sale. 

They need us, They need the qual- 
ity of comfort that our type of sys- 
tem will bring them. They need the 
air circulation—the freshness—the 
ventilation — the humidity control 
and the accuracy of room tempera- 
ture regulation that we know how 
to install for them. They are simply 
delighted at the prospect of air con- 
ditioning being sold to this electric 
heat customer eventually because it 
gives them a year-round load and 
they love it. 

Let’s all leave here resolved that 
we will work harder and more in- 
telligently at getting the warm air 
industry into the electric heating 
field than we have been working at 
it heretofore. 


NEW HART-LOCK HEAVY- 


“—\=—/— DUTY DEVICES 
FOR 


INDUSTRIAL INSTALLATIONS 


NO. XT-3330 


SINGLE 3-WIRE HART-LOCK RECEPTACLES, CAPS AND 
CONNECTORS—30 AMPERES, 250 VOLTS 


Developed to insure safety in heavy-duty installations, this new 
line of Hart-Lock devices provides complete protection for in- 
dustrial and commercial equipment that operates on 250 volts. 
The receptacle has black, glazed porcelain finish contact face, or 
is available with ““NO-TRAK” face for heavy-duty industrial 
equipment. Serrations around terminal screws provide a secure 
grip for wires. Configuration prevents interchangeability with 
20 amp Hart-Lock caps, connectors and receptacles. Caps and 
connectors have rubber ridge for better finger grip. Available in 
Arrow-Hart’s exclusive armor-over-rubber construction, Grounded 
units are also available. 


“H&H” SPECIFICATION GRADES 


DUPLEX 3-WIRE GROUNDING RECEPT- 
ACLES AND CAPS—15 AMPS, 277 VOLTS 


Provides positive grounding for commer- 
cial fluorescent fixture installations equip- 
ment, plus locking to prevent accidental 
disconnect. Available both back wired and 
side wired, receptacle has 2 green hex 
grounding screws. Caps available in rub- 
ber or in armor-over-rubber. 


chat 


NO. XT-4776 NO. XT-4750 


This new, safety-first line of Hart-Lock heavy-duty locking devices 
for industrial installations is but a part of the complete line of 
wiring devices made by Arrow-Hart. Arrow-Hart offers you a 
single source for the latest ...the best... and the most profit- 
able. Write for information today. 


Dept. EW, The Arrow-Hart & Hegeman Electric Co. 
103 Hawthorn St., Hartford 6, Conn. 


ARROW © HART 


Chuo swne /EGO 








WELL LI GHTED-t1£ SECOND TIME! 


The famous LOCHMOOR CLUB of Detroit now uses 
the same TOTAL WATTAGE as before to get 
TWICE as much light 


BEFORE 


DOWN LIGHT~- TOO CONCENTRATED KIRLIN~—-WIDE SPREAD — GLARE-FREE 
Low- brightness on the object you are looking at All objects to be seen are well lighted 


No brightness on the vertical surfaces Wide distribution lights the vertical surfaces 


No “Hot Spot” with Kirlin Lenses 


irlin 


BUILT-IN 


Lig 


/ 


LAFAYETTE (IND.) SUPER MARKET ‘ ; FORT LAUDERDALE AIRPORT 


Down lights are intended for spot lighting \ ; Kirlin wide angle lenses light both vertical 
not for area lighting—Bascart in foreground , and horizontal surfaces. 
is hardly distinguishable Note how car in background stands out 


SALES ENGINEERS IN PRINCIPAL CITIES @ Available in many types and sizes 
Th KIR LI N C 3435 E. JEFFERSON AVE. © In stock leading wholesalers 
e PG UIMAR CIC oo Underwriters Laboratory and 1.B.E.W. labels 
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NEW raco 


LINE OF FITTINGS 


Charlie Raco 
has a 
new hat! 


RACO, the complete box line, now offers you a 
complete line of fittings, too. There’s a full line of 
RACO fittings for rigid conduit, E.M.T. (thinwall), 
armored cable, flexible metallic tubing, non-metallic cable, 
and service entrance cable. 

And...the new RACO fittings are available in 
malleable iron, aluminum, steel, and pressure cast. 

With this new addition to the RACO line, you now 
have a top-quality source for all your roughing-in 
materials. Your RACO Distributor has the new complete 
line of RACO products. Ask him about their time and 
money-saving features. 




















Flexible @ Metallic Tubing 


NOW RACO HAS A COMPLETE LINE OF ROUGHING-IN MATERIALS 
ALL-STEEL EQUIPMENT INC. Aurora, Illinois 
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Now...Pull in PLUS PROFITS 
( prta 
| from g ) C0 LU iu re Sighting, 


MOE LIGHT launches the 
most powerful lighting 
campaign in history 


Here’s another Moe Light first to help make you first in lighting sales. A power- 
ful, nationally advertised program that sells the principles of decorative lighting 
to builders, contractors and consumers. A full scale promotion that includes 
full page, full color consumer ads, trade ads, colorful direct mailers, posters— 
a complete merchandising package to help distributors sell more lighting! Ask 
your Moe Light representative for full details. 


TIE IN WITH THIS PLUS PROFIT PACKAGE! 
CONSUMER ADS! Full page, four-color Moe Light 4. FREE MAILERS FOR YOU! For your own prospect 


ads selling decorative lighting will reach thousands of list, Moe Light provides a series of sales-starting four- 


ualified prospects right in your own community ; 
= | I . : , color mailers, at no charge to you. See your Moe Light 


TRADE ADS! Full page ads beamed directly at your representative for full details. 
primary customers—the leading electrical contractors 
and builders in your area—will appear in their favorite 
magazines. These ads will sell Inspiration Lighting tech- 
niques and point up your services ads, for showroom display . . . consumer ad reprints 


5. SALES AIDS! Big blow-ups of the four-color consumer 


TRADE MAILERS! Colorful, hard-selling Moe Light display cards . . . publicity stories—all these sales aids 


direct mail pieces will reach the best rated contractors 
and builders in your areas want them! 


are yours from Moe Light. Tell your representative you 


ACT NOW! 


SEE that you have ample Moe Light stock (especially of numbers listed in ad 
shown opposite). 


OFFER the services of your lighting specialist, or Moe Light's CIL specialists, 
to builders who want sales-making decorative lighting in their homes. 


ADVISE your contractor customers of this big Moe Light promotion. 
MAIL Moe Light's free direct mail pieces to contractor and builder customers. 


MAKE SURE your customers have copies of the sensational new Moe Light 
catalog. The more copies in use, the more sales you'll make! 


THOMAS INDUSTRIES INC. 


Lighting Fixture Division Dept. EW-5 
207 E. Broadway, Louisville 2, Ky. 


The World's Largest Single Source of Lighting for Home, Commerce and Industry 





‘NSDiration. 


in if a [ I I) <>" 3 Visions 


y MOF LIGHT of beauty... 


fash Ons 
When you are building, remodeling or redecorating add glamor to your . . . 

home With the newest, most exciting de; Orating discoy, ry — The Magic r 1”) light 
of Light You can be your own designer — With the he © Light , 


( ONnVersation Creating MOF Light fixtures Will make your home 
glow with hospitality and beauty at night... Sparkle with decorative 
Jewel-like Splendor for attention and admiration by day, 


Write now for MOF Light's beautify] new full color d 
lighting guide showing the latest fashions in lighting Y room in 
your home Your builder. Contractor, decorator, or local lighting Showroom 
vill glad}y help you select the MOE Light fixtures that best Suit your 
utecture and decorating scheme traditional or contemporary 


eek coe ee 


ORAMATizeE br 
M.13 


nt) 


HIGHLIGHY 


Price Guide 
M-1373 $7.95 M-1537 $29.95 M-1450 
$18.95 M-6450 $34.95 ™-6637/637.8 
$17.4) 


Vail 
this 
coupon 
today} 


THOMas 'NOUSTRies Inc 

= PONG Fixture Divic ”. Dept. EW5 
207¢€ Broadway Louisy 

Please send me y r New 64 page atalog Bhting 
de Vis of Beauty Fashions j, Light 

r Je 8te@ every room 


how ¢ 
nh MOE gent. En d 5 


12'S Largesy Single Source Of Light "”9 
‘Home c ™mMerce a "7 Industry 


that you 
ae these Moe » se 
ight Ads Appearing in stock. Your con 
: Series of Moe Ligh eet ilder customers 
+ Firstina and bu 
This is the 


ublications 
t the Year in Leading Shelter P will be calling for them 
Throughou 
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THE PROFITS 
ROLLING IN 


START 


with the “Carol Protected-Profits Inventory Control Plan” 





If your profits are taking a beating, even when 
business is good—it may be that your inventory 
is carrying too much weight... Or perhaps it’s 
overmatched—to your customer demands. Obso- 
lete and slow moving stock in your inventory will 
kayo profits every time. 


Profits begin with the right buying decisions— 
when you buy the right merchandise... at the 
right price ...in the right quantity ...and with 
the right service and cooperation to insure fast 
turnover. The ‘‘Carol Protected-Profits Inventory 
Control Plan’’ is a new service, specially developed 
to aid you in all these areas. It’ll pay you to learn 
about this plan...and to get in on it—soon! 


FOR EXAMPLE—LET’S LOOK AT INVENTORY 


When you buy 12 product units at $1.00 each, you 
have $12 sitting on your shelf. If these products 
show a 25% gross, your profit when you have sold 
all 12 units will amount to $3. But the profit is 
not yours until you sell the last 3 units. The first 
9 units you sell only returns your initial invest- 
ment—nothing more. If the last 3 units become 
obsolete, or for any other reason fail to move... . 


YOU HAVE MADE NO PROFIT! 
You’re taking it on the chin! 


When you call for cable—call for Carol! 


me 
NEOPRENE 600% 


Portable Cords + Power Supply Cable, Types W & G « Arc 
Welding Cables + Cord Sets + Asbestos Types « Plastic 
Jacketed Cords + Thermostat Wires »+ And Many Others 
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Protected-Profits 
Inventory Control Plan 


helps you stop taking it on the chin because it: 
e Insures maximum turnover 
e Eliminates obsolescence 


Insures adequate inventory to fill all 
orders promptly 


insures balanced inventories 


Protects your profits 





When your Carol salesman comes to call, ask him 
for full details on the ‘“‘Carol Protected-Profits 
Inventory Control Plan.” . . . Better still, call him 

. . or write, wire or phone Carol Cable Company, 
Pawtucket, Rhode Island. But don’t delay—the 
sooner you get in on this plan, the sooner you'll 
be enjoying those extra profits. 


Division of the Crescent Company, Inc., Pawtucket, R.I. 





RADIANT CABLE HEAT 
(Models CC-2250 thru CC-2265) 


Fifteen sizes from 400 watts to 5000 
watts. For ceilings of dry wall or plas- 
ter, or imbedding in concrete slabs. 


FORCED AIR WALL HEATERS 
(Models FW-2415, FW-2420, 
FW.2430, FW-2440) 


Particularly suited for basements, 
recreation rooms, garages, hallways, 
kitchens and large living areas. 
22%” high, 10” wide— protrudes 
into room only 1%”. Four sizes (240 
volts) 1500, 2000, 3000, 4000 watts. 








BASEBOARD HEAT 
BB-2408 


Amazingly fast convection heat. Com- 
pact, wall-hugging units in 48” and 
32” sections. Ideal where decorative 
appearance is essential. Corners, 
blanks, and receptacle sections avail- 
able in 120 and 240 volts. 











RADIANT WALL HEATER 
(Models RW-1215, RW-1210) 


Features Fasco's “Fast-Glo” element. 
Head-to-toe heating ideal for bath- 
rooms. 38%” high, 8%” wide—pro- 
trudes only %” into room. Reaches 
full operating temperatures in several 
seconds. Two sizes (120 volts)— 1500 
and 1000 watts. Distinctively styled 
grille. 





IN ELECTRIC HEAT 


p A 
by Vv, 








Ce 


A FULL LINE FOR HOME-HEATING 


Fasco’s new and complete line of electric heat offers progressive features that add up to new high standards 


in performance and quality. In providing a full range of units for complete home-heating, Fasco combines 


clean styling, top efficiency, and dozens of new convenience features for builders and contractors. 


The fully UL- and CSA-approved line includes baseboard units, radiant wall insert heaters, forced air 


wall insert heaters, radiant cable—all designed along Fasco’s familiar “Slim-Trim”’ appearance. 


It will pay you to plan around Fasco’s easy-installation, guaranteed performance . . . install electric 


heat at its best! 


ASCO first with the finest... Always! 


ATTENTION ! CONTRACTORS... 


Fasco's ‘‘researched” electric heat is trouble-free, easy to 
install. BUILDERS... Fasco offers installation features 
requested by thousands of convenience-minded builders. No 
call-backs! DISTRIBUTORS... Fasco is a new progressively- 
styled comp/ete line for thoroughly efficient home heating 





FASCO INDUSTRIES, INC. 


North Union at Augusta ° Rochester 2, New York 
Please send additional information on your new electric heat. 


Name 
Address 


City —_ Zone State 
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SCOTCH BRAND Eccctrical Tape No. 33... always an extra-profit 
product leader... now brings you this new sales-building promotion! 


3M’s “thrown the switch” on a dynamic new 
sales promotion program aimed at building 
more business for electrical services, products, 
and supplies. 

Attention-getting ads, like those on the op- 
posite page, to improve electrical living, are ap- 
pearing now in the leading public-opinion form- 
ing magazine — The Saturday Evening Post. 
These ads support qualified electrical contrac- 
tors as the men to see for any type of wiring 








me 














Get these merchandising aids FREE... 


and build business for electrical distributors 
and manufacturers, as well. 

Each ad reaches a potential audience of more 
than 23 million readers. The best prospects for 
electrical contractor services in your own area 
are sure to be included. 

Here is an opportunity for you to again pro- 
mote the continuous national campaigns for 
better electrical living. 





uppoRT 





SALES MAKING 
MAILINGS: imprinted with 


your name—rea to go— 
all you do is address and 
mail. Send them out to 
back up the theme ‘‘De- 
pend on your Electrica! 
Contractor”’ and to tie 
yourself directly with the 


COLORFUL FOLDERS: 


Sales-openers for distribu- 
tor salesmen. Featurin 
the SATURDAY EVENIN 
POST cover in full color. 
identifies you with 
“SCOTCH” No. 33’s ““Oper- 
ation Support.” 


COUNTER DISPLAY CARDS: 


Reminds pick-up business 
that you and “SCOTCH” 
No. 33 are co-sponsoring 
“Operation Support.” Re- 
minds your customers of 
THE SATURDAY EVENING 
POST advertising program. 


SVOCK IDENTIFICATION 
STICKERS: For your con- 
tractor customers—instant 
identification on all gross 
quantity cartons. Carries 
the confidence-building 
message “As advertised in 
THE SATURDAY EVENING 
POST.” 


WINDOW AND STORE 
BANNERS: You can make 


available big, colorful 
streamers to your contrac- 
tor customers. instantly 
identify him as a part of 
this national program. 


promotion. 





metic Pe. eee 


A LIVE WIRE PROMOTION! Planned merchandising to build electrical business! 


Tie in...Cash in...Ask your 3M representative 


Your 3M man has the complete story. He'll show you how to use 
“Operation Support” and join in this business building promotion. 

He'll show distributor salesmen how to use the complete “Opera- 
tion Support” package when calling on contractor customers. Don’t 
delay —call your 3M representative today, or write 3M Co., 900 Bush 
Avenue, St. Paul 6, Minn. 


PLANNED to reach a maximum number of 
prospects for wiring of all types. 


AIMED to start people thinking about 
better electrical installations. 


TIMED to hit at the peak of the Spring 
building season. 


COTCH’’ 1S A REGISTERED TRADEMARK OF 3M CO., ST. PAUL 6, MINN. EXPORT: 99 PARK AVE., NEW YORK. CANADA 


Electrical Products Division 


LONDON, ONTAR 


Miamesora Minine ano )ffanuractunine company 
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THIS HIGH QUALITY PRODUCT IS MADE FROM STEEL 
PRODUCED IN LACLEDE’'S OWN OPEN HEARTH FURNACES 


Laclede Steel Company is one of the few manufacturers of rigid 
conduit who also make the steel which goes into the finished 
product. The steel for Laclede rigid conduit is made under 
exacting specifications and controls which are the result of 
30 years of conduit production and research. 


Special heat-lots, refined in Laclede’s open hearths, result in an 


outstanding product which assures: 

© Uniform chemistry and grain structure 
© Strength to withstand rough handling 
© Consistent threading quality 


© Ductility for easy bending 






e Adherence of hot-dipped galvanizing inside and 
outside without flaking. 


LACLEDE STEEL COMPANY 
SAINT LOUIS, MISSOURI * Producers of Steel for Industry and Construction 
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A 
SURE WAY 
SELL 





now BLACKHAWK offers you a new display board 
that puts their line of quality electrical fittings right 
in front of your customer 


Your customer will appreciate ordering the item he wants 
the time saved when he can by number from the board. 
check his supplies against the 
Blackhawk fittings on this 
convenient display board. 


And he’ll appreciate your rec- 
ommending the fittings that 
will help build his reputation 
He’ll appreciate the ease of for quality service. 


BLACKHAWK Electrical Fittings QUALITY CONTROLLED AT EVERY PHASE OF MANUFACTURING 
Order your Blackhawk Display Board today 





lakhawk? Blackhawk Industries Dubuque, lowa 
ay [sgestries where the new ideas come from 
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BullDog’s 


NEW DUPLEX 


The only space-saving breaker 


1. SPACESAVER. New Duplex Pushmatic® breaker puts 2. DOUBLE PROTECTION. Duplex is the only 2-in-1 breaker 
two breakers in the space of one single breaker. You get that gives coil-magnetic short-circuit protection, as well 
more electrical circuit flexibility with smaller panels; as thermal overload protection, for each circuit. Provides 
and 15- and 20-amp capacity, in any combination. identical, independent coil protection in each pole. 
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PUSHMATIC! 


with coil-magnetic protection! 


ee % 


3. ONE BOLTED CONNECTION. Duplex provides a single . PUSHBUTTON CONVENIENCE. Only Duplex Pushmati 
positive bolted connection to bus bar. Electrical contact has pushbutton convenience. Pushbutton pops up, can 
is under constant pressure, won’t work loose, won’t be identified instantly by sight or touch. You reset it 
overheat. Installation is quick and easy. with a push of the finger. Simple, fast, foolproof! 


BullDog Electric Products Division, I-T-E Circuit Breaker Company, 
Box 177, Detroit 32, Michigan. In Canada: 80 Clayson Rd., Toronto, Ont 
Export Division: 13 East 40th St., New York 16, N. Y. 





BULLDOG ELECTRIC PRODUCTS DIVISION 
1-T-E CIRCUIT BREAKER COMPANY 
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TAPES 


The Splice i 


FRICTION TAPE 
NON - RAVELLIN 
GRAY PERFECTION is mn 


U.S. GRAY 
PERFECTION TAPE 


Made of the strongest fabric, 
inpregnated in every fiber 
with pure fubber, This U.S. 
Rubber wethod of manu- 
factuchiy eliminates pinho!. 
lle tape has the stronges' 
ihesion, U, §, Gray 
Verfection Tape will not dry 
out, Pere is a tape that not 
only meets Specifications, | 
but exéeads them. } 


; 
’ 
' 
' 


USCO SPLICING COMPOUND 


High dielectric resistance makes 
it especially suitable for high 
voltage work on railroads, power 
lines and signal lines: Useo is 
waterproof and always durable. 


United States Rubber produces tape for 
every insulation and splicing need. 
“U.S.” engineers know exactly what is 
required of any splicing compound, 
whatever the application. Simplify your 
purchasing by ordering from one line — 
the “U.S.” line. Get in touch with any of 
our numerous distributors or one of our 
strategically located Branch Sales Of- 
fices, or write to address below. 


30 FEET 


FOR PERFECT SPLICES 
The new high grade rubber usedin USCO in- 
eurcs @ pertect and waterpre splice, it gives 
longer life- greater mecha al etrength— 


berter insulation. Will tu to @ solid 
mass quickly without heat. 


Ld oe 


ELECTRICAL WHOLESALING—May, 1960 





Ms, 
* 
x 


...and so is the price! 


% LN. WIDE 30 FEET 


SPLICING COMPOUND 
OZONE AND MOISTURE RESISTING COMPOUND 


Uskereone combines maximum rarsise- 
at me, ee oe ee eo Be ae 
high tensile strength, elengetion 
and cielecttic resistance. Fuses 
gvickly witheuvt heat or 
pressure and mokes 
24: ae: = 
te ee 


Made in USA 


USKORONA’ SPLICING COMPOUND 


This is the ozone- and isture-resistant 
tape for overhead pl in vhere high 
dielectric protection is neede 
skorona fuses qui kly without heat ol 
pressure ind makes the splice in 
insepal ible part of the original ins lation. 
( skorona is superior in ten 

durability and moisture absor 

Use the time-proven Uskor 
When you think of rubber, think of your “U. S.” Distribu- 


compound und be sure 


tor. He’s your best on-the-spot source of technical aid, 
quick delivery and quality industrial rubber products. 


Mechanical Goods Division 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Center, New York 20, N.Y. In Canada: Dominion Rubber Con Ltd. 
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Why 
this* 
rigid 
Coyarenepiens 





*instead of conventional 
steel conduit 





Because it weighs less. Alcoa aluminum rigid con- 
duit goes up faster than conventional steel conduit. 
l 


+ as 


From warehouse to erection site, there’s only 
much weight to lift, load, carry, and erect. 


Be j ft j 5 ec ier o . , "% ‘ 

woceuse © , to cut. A hacksaw on the small 
sizes or power tools on the large—in either case, 
you'll find that Alcoa aluminum conduit cuts 


easier and faster. 


Because it’s easier to bend. All that’s required for 
uniform, one-shot bends on the small sizes is an 
EMT bender (one size larger). You'll find, too, 
that mechanical and hydraulic benders work per- 
fectly (and often faster) on all sizes of Alcoa alu 
minum conduit. 


Because it's easier to ¢ Just use sharp dies 
and your regular cutting oils ... and you'll get 
clean, sharp threads in less time. 


Because wirepulling is easy. Flexible and round 
tape with a terminal ball makes fishing a cinch. 
And wires pull easier because of Alcoa conduit’s 


special lubricating liner. 


muse it's competitively pr Compare first- 
price cost with that of conventional conduit and 
you'll see how favorably Alcoa aluminum conduit 
stacks up. When you consider other costs—cutting, 
bending, threading, and installing—you’ll see why 
more contractors than ever before are switching 


to Aleoa aluminum rigid conduit 


Take advantage of the trend to Alcoa aluminum 
rigid conduit. Contact one of our representatives 
for additional information. Or write to Rome Cable 
Division of Aleoa, Dept. 1-50, Rome, New York. 


ROME CABLE 
DIVISION OF ALCOA 





If you just figure 

the cost of lamps 

you only know about [) d ) 
1/10th of the story! 


What about nad 
cost of = \ 


Ge 
power? 2 CE 


What about 4 : od | 


his time? i \ 4 


ELECTRICAL WHOLESALING—May 














of Lighting analysis can show 


«where the money really goes 
‘how you can really cut expenses 
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Total Cost of Lighting (TCL) per lamp 





Sylvania is so sure savings will TCL for 100-lamp installation $799.00 
result from figuring this way, (Note: If you use 100 Sylvania lamps, fig 
we'll even send our representative the 8% extra lighting 8 
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do it here — now! 
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Institutions + Plant Engineering « 
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FREE-"90 IN Laan DEVICES! 


Builders, architects, homeowners -—to- 
day everyone is looking for the little 
touches of luxury that make a home 


more desirable, more saleable. Low- 


voltage switching is just the “extra” 


that can help you provide your custo- 
mers with comfort and convenience 
And now with 
system that’s 


regardless of 


through electricity. 
REMCON, the low-voltage 
practical in any home 
cost, you can do it at a profit! 
WHA IS LOW-VOLTAGI 
WIT E 

Low-voltage switching is the greatest 
advance in light control since the pull 
chain. By eliminating the need for 
elaborate, costly wiring, it provides the 
ultimate in versatility and safety 
through multi-point, 
and path-of-light switching. Low volt- 
age switching also ends shock hazard 


master -control 


by putting only 6 volts at the switch. 
4 REASONS WHY 
EMCON EASIER TO IN | 
transformer right 
low-voltage 
1. No sep- 


(eliminates 


REMCON builds the 
into the relay to make 

switching easier four ways: 
arate low-voltage source 

additional wiring); 2. No complicated 
systems. With REMCON, 
as simple as connecting the three wires 
of the relay to the three color-coded 
wires of the switch; 3. No more need 
to run heavy armored cable from fixture 
to switch; in fact...4. No more switch 
box! Any way you look at it, there’s 
no longer any reason to shy away from 


installation is 


modern low-voltage wiring—especially 
when you think of the time, labor and 
money it saves! 
THOUSANDS Of 
DELIGHTED USERS 

Contractors everywhere are delighted 
with REMCON’S flexibility, whether they 
wire tract or custom homes. Read these: 


“Even in a custom 
home, small details 
like Remcon’s pilot- 
light switches and 
hi-fashion switch 
plates are appre- 


“Remcon helps me 
provide luxury at a 
profit even ina 
$15,000 home. I can 
build in three- and 
four-way switching 
quickly—at lower ciated. Remcon 
labor costs —because plates, for example, 
Remcon’s #18 wire blend with and en- 
staples to studs. I’m hance any room's 
sold, and my tracts decor. They’re prac- 
go just as fast.” tical in any home.” 
Sidney Gotowner, Ephraim Berkowitz, 
Gotowner Electric. Turnpike Electric 


a4 
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REMCON THE ANSWER TO 

CUTTHROAT COMPETITION 

The need for contractors to “trade 
up” their customers is so impor- 
tant today that the National 
Electrical Contractors’ Associa- 
tion made it the prime topic of 
discussion at their recent conven- 
tion. How do you break out of the 
vicious circle of low bids, cheap 
services, poor or no profits? By 
offering the “plus” that pulls you 
away from the pack...REMCON! 








- 
@ REMCON 


HOW THE 


Go to your distributor. 


to wire the average three-bedroom house 


NOW AC TUAI iy ¢€ 0 | iESS 
Before this 
ease of installing REMCON was more 


$50 Bonus Program, the 


than enough to offset the slight expense 
over outmoded, conventional wiring. 
But even that’s been changed. Now 
REMCON gives you a Certificate worth 
$50 in the REMCON 
choice—just for trying REMCON on your 
next job. 
REMCON JPPOR 
YOUR SEl NG FFFORT 

To make it still easier for 
REMCON is now in the midst of an ex 


devices of your 


you to sell, 


tensive advertising and promotion cam 
paign which includes full-page colorful 
ads, direct 
architects, and an intensive 
effort that has paid dividends in a 


mailings to builders and 
publicity 
steady barrage of articles in leading 
newspapers and magazines 


$50 BONUS PROGRAM WORKS 


Buy your first package of REMCON materials (it’s enough 


). This package will also contain: 


1. A Materials Certificate worth $50 (list) in the REMCON materials of your 


choice; 
name; 
truck decals; 
an illustrated instruction manual, 
wiring diagrams, 
REMCON installations. You also get 


A request form for obtaining free business cards imprinted with your 
3. Free envelope stuffers for you to distribute to your customers; 4. Free 
5. Complete REMCON literature, including an Electrician’s Manual, 
easy-to-follow installation data 
and articles describing typical industrial and 
all new information as soon as it’s issued. 


sheets and 
residential 


In addition, you will automatically be listed as an Authorized REMCON Dealer, 
which entitles you to our free Consultation Service—you send us your prints and 
we’ll send back a REMCON switch layout and a list of the materials needed to do 
the job. The $50 Bonus Program is now in effect. Go to your distributor today! 


stand I am under no obligation. 


Name 
Address 
Zone 


A Division of Pyramid Instrument Corp., 

630 Merrick Road, Lynbrook, N. Y., Dept. EW-50 
Okay REMCON, sign me up as an Authorized REMCON Dealer, 
free Information Kit and the name of my local REMCON Distributor. I under- 


send me your 





MAIL 
NOW 








State 
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TO SOLVE MORE DEMANDS IN MORE APPLICATIONS FOR MORE LIGHT 


Increasing with today’s architectural demands on the Fluorescent Lighting Industry are the problems relating to the 


operation, efficiency and life of a Fluorescent Lamp Ballast. 


To aid the Fluorescent Lighting Industry in meeting these demands Advance Transformer Company has contributed 


such important developments as Kool Koil Fluorescent Lamp Ballasts e Single Case Ballasts to operate VHO, SHO, 


Advan-Guard Fluorescent Lamp Ballasts, incorporating a thermally actuated automatic protective 
A Nation-Wide Service Stocking Distribu- 


and PG lamps e 
device e Visa-Volt Color Coding for positive voltage identification e 


tor Program e FLB Service Warranty Program... All important Advancements keeping pace with the Fluorescent 


Lighting Industry's great strides. Whether you manufacture, specify, install, use, or maintain fluorescent lighting sys- 
tems, remember Advance, through constant research, development and manufacturing know-how, is building ballasts 


that meet today’s exceptional demands. Write for details of these Advancements .. . 


Worlds Lorgest Exclusive 
Manufacturer of 


Fluorescent Lamp Bollosts 


2950 NO. WESTERN AVE. CHICAGO 18, ILL. U.S.A. 
Manufactured In Canada by: ADVANCE TRANSFORMER CO. Ltd., 5780 Pare St., Montreal, Quebec, Canada 
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New G-E Decorator wall plate line lets contractors 
make up any plate needed... sells on sight 


For convenience to your customers .. . for profitable fast turnover for you... no other wall plate 
line can match this beautiful new Decorator Series! See complete details on reverse side of this page. 
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New General Electric Decorator wall plates 
offer new “building block”’ flexibility 


... more than 100,000 possible combinations! 





tee 
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Any plastic frame of the gang needed — in ivory or brown... plus the inserts required (such 
as inserts for switch and 4-plug outlet illustrated) . . . provide the exact combination required 


Choice of insert styles to suit any customer 

All General Electric Decorator wall plate in- 
serts are available in metal and in clear plastic. 
The metal inserts are reversible; finished in 
rich, textured silver color on one side — gleam- 
ing, textured gold color on the other. The clear 
plastic inserts are designed so that paint, wall- 
paper or drapery fabric placed behind them 
will “show through.” 

For a special feature in new homes, metal 
inserts can be installed with either gold or sil- 
ver sides showing — clear plastic inserts left 
behind for the housewife to use. She can then 
get special decorative effects with paint or 
paper — match her own decor. 


(Each insert package contains one metal insert, 
one clear plastic insert, and screws.) 


Compact new contractor kit gives 
you profitable “package deal” 
Thi t 


tion, Including I 
ised plate It’ 


profitable for ou because you 


most frequently 


ell a whole package at a time. 


A few basic frames and inserts fit all switch-outlet 
wall plate combinations that are required for residen- 
tial, commercial, and industrial applications. 


Sculptured plastic frames in brown or ivory 
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1 Gang 2 Gang 3 Gang 4 Gang 


Reversible Gold-Silver Colored Metal 
or Clear Plastic Inserts 


fe] : 
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Switch Single Double Triple | Single Double Triple 
Outlet Outlet Outlet Interchangeable Line 


| ; ' 
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i i y SS 
! ! f \ Fi 
Single Double Triple |! Bushing Large ¢ ity 
Remote Control! : Plug F on wre 


Telephone Cory 


ORDER YOUR KITS NOW... EACH WITH FREE BONUS. 


Decorator 


e Department, Providence 


Progress /s Our Most Important Product 
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Every pitch is a double-ringer sale when you stock, promote, 
and talk Republic ELECTRUNITE® E.M.T. Double-ringer with 


- —_—_" 
high volume sales, full profits! SILVERSLICK® inside finish makes wire 
E ° ° = pulling up to 37% easier. Wire-pushing 
LECTRUNITE is the product with the features electrical easier, too. Contractors ask for it! 


contractors want most, buy most, and over the years have a 
installed most. And high quality ELECTRUNITE is the sales — “INCH-MARKED”’®...on exclusive fea 


( ture that teams up with the ELECTRUNITE 
leader that brings back electrical contractors for more of Bender for easier fabrication and instal 
. lation. Trade preferred! 
everything you sell the trade. 
¢ ° ‘ 2¢ ¢ 
"The Best Costs Less Installed” is not just a sales slogan — “GUIDE-LINED"® ... another sales fea 
it’s a trade fact! Call your Republic representative for fuse Sar ences Sending eeu ang 
etter visibility. Eliminates “wows 


complete merchandising information. Featured on all popular sizes 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


® 

Cleveland 8, Ohio Another Republic sales aid. The Bending 
System booklet, available imprinted for 
your counter to remind journeymen to 
come back to you 


| 
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CONTROL BOARD in the commercial lighting department serves as the center for basic 


information on every job that the firm intends to submit a quotation on. Data includes job 
name, the date quotation is due and name of the general and electrical contractors 


ontrolling Lighting Sales 
From Start to Finish 


Commercial lighting sales are a profitable phase in the overall 
picture at Dominion Electric Supply. In a program of rendering 
maximum service, personnel can control the entire procedure. 


By Robert S. Bush 


HROUGH several years of selling commercial 

lighting jobs, Dominion Electric Supply Co., Inc., 

personnel have found that the most successful 
method is to control properly the functions leading to 
and during the sale. 

“It’s essential to provide a first-class service and a 
specialized service to the contractor to obtain the neces- 
sary margin of profit a distributor should have,” Gene 
Caporaletti, manager of the commercial lighting depart- 
ment at the Arlington, Va., firm says. “A distributor has 
to know what he is talking about when selling a job. 
He has to know how to quote properly. And, above all, 
he has to maintain personnel who know how to control 


the entire procedure from start to finish.” 

¢ Control Board—First, Dominion maintains an up-to- 
date board in the commercial lighting department listing 
only the projects on which the firm intends to bid. This 
includes the name of the job, the date the quotation is 
due, the name of the general contractor and the name 
of the electrical contractor. If the job is not listed, the 
distributor does not intend to prepare a quotation on 
that particular project. 

“We have to determine if the job is going to be prof- 
itable to us,” Caporaletti says. “Then we find what elec- 
trical contractors are going to attempt to get the job. 
Taking these factors into consideration, we then decide 
whether or not to bid the job.” 

If a contractor-customer calls to see if Dominion is 
going to submit a quotation on a particular project, the 
personnel merely have to look at the board to deter- 
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mine the answer to the question. This saves the time of 
employees in checking files to see if the company has 
made any commitments to bid a job. 

Dominion management believes it is necessary to have 

a quotation prepared as far in advance as possible. This 
mainly is necessary in order to prevent a contractor 
from facing conditions where he would be in a rush to 
submit his own quotation at the last possible moment. 
e Progress Reports—To control the progress of a pos- 
sible sale, Dominion Electric personnel maintain a cur- 
rent job folder on any job on which they have quoted. 
This basically consists of a jacket of layouts, prices to 
the contractor, literature and detailed information about 
particular products to be used on a project. 

As soon as the distributor decides to quote on any 
job, a file on this project is initiated. During the collec- 
tion of important and necessary data, various colored 
tabs are placed on the folder. Each color indicates the 
degree of completion of information to be obtained. 

For instance, if a contractor who is going to submit 

a bid on a project calls to find out when the distributor 
is going to send him his data, Dominion personnel can 
tell immediately by the colored tab on the job folder 
just how far completed are their own quotations. 
e File Submitted—After the distributor has received 
the job from the electrical contractor, a submittal bro- 
chure is sent to various offices. These include the elec- 
trical contractor, the office of the job site, the general 
contractor and the general superintendent. A copy also 
is kept in the office of the distributor 

These brochures can be returned from any or all of 
the offices to which they were sent with approval in 
whole or in part. If any corrections or deletions are to 
be made, then distributor lighting personnel meet with 
those concerned to resolve the situation 

As part of the overall service, copies of the final bro- 

chure of requirements are presented to maintenance 
personnel. If any problems arise in later years, these 
maintenance men can refer to the blueprints of the 
project and can know immediately what to order to cor- 
rect any particular problem. 
e Follow Up—Selling a commercial lighting job to an 
electrical contractor is only one of a two-part system 
in the overall program for successful selling at Domin- 
ion Electric. 

As a second phase, a follow-up system to maintain 
quality service is stressed. Here, the distributor wants 
to make sure that all materials are at the job site at the 
specified time. In this function, the commerical lighting 
manager or one of his personnel constantly write letters 
to the electrical contractor on a particular job inform- 
ing him that the order for materials has been placed at 
the factory. In addition, the distributor specifies the 
length of time needed for the shipments to be made 
from the factory. 

This procedure enables the manufacturer to have 
ample notice to release materials for shipment, and 
provides the contractor with the necessary information 
in having his men available for the installations at the 
time of arrival of the supplies. 

Caporaletti has found that factory personnel often 
tend to push off orders beyond the dates supplies are 
to be shipped. Because of this, he has instituted a fac- 
tory follow-up service for the benefit of all concerned 

Every Monday, all orders placed with the factory 
but not shipped are reviewed. At the same time, letters 
are sent to factory personnel as reminders about the 
orders and the shipping dates. To standardize procedures 
in writing these letters, and for better communication 
between the distributor and manufacturer, Caporaletti 
has compiled a directory of factory representatives to 
whom necessary correspondence should be sent. All 
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JOB FOLDERS contain all reference material about a par 
ticular project. These are color-coded to indicate the progress 
of the quotation to be submitted by the distributor. 


COMPLETED FOLDER is given to electrical contractor, 
and includes blueprints and complete listing of all materials 
to be supplied on job. Folders are filed for future use 


CONTINUED 





Controlling Lighting Sales (cont.) 





COMPLETE LITERATURE file is maintained in commercial lighting department. 
These files are replaced and kept up-to-date constantly because this material is used 
extensively in preparing job folders. Because of the fast turnover 


necessary changes in this directory are made immediately 
so that correspondence will receive immediate attention 
at all times. 

e Transportation Vital—According to the department 
manager, factories sometimes miss shipments three or 
four days. Through Dominion’s planning, however, this 
situation does not arise. 

“We maintain a complete listing of all transportation 
companies,” Caporaletti says. “We know how they ship, 
and after ascertaining just how the factory is going to 
ship our order we can plan exactly when the supplies 
will arrive. 

“By knowing this, we can pass the information along 
to the contractor so he will know just when to have 
his men at the job site to receive the material.” 

Because of this, Dominion personnel have found that 
both the factory and customer have come to depend 
more and more on the distributor in his ability to handle 
this situation efficiently. The factory knows that any 
last minute shipments by air freight will be eliminated 
In addition, the electrical contractor is practically as- 
sured of knowing when materials will be released for 
shipment. 

This situation has provided Dominion not only with 

more cooperation from the factory, but also with more 
confidence from and business with the contractor. 
e Order Form—Caporaletti has found that many con- 
tractors doing commercial lighting work do not use pur- 
chase order numbers. Therefore, before he accepts an 
order, he requires that a contractor sign an order form 
listing a complete description of the purchase. 


Dominion uses its own combination invoice-order 
forms. These are prepared immediately after an ac- 
ceptance of an order from the electrical contractor 
The form, which consists of five copies, is arranged 
so only that information pertaining to the customer or 
factory is included on the copies to those groups. 

For example, all necessary information pertaining to 
the order can be written on the original copy. By the 
deletion of carbon paper in particular areas, some of 
this information is omitted on the copies to the factory 
and the customer. This eliminates confusion both with 
the manufacturer and customer in attempting to de- 
cipher information not necessary to them, and enables 
the distributor not only to control the procedure but 
also to write all five copies at one time. 

In addition to the original copy that goes to the 
order department, others include a copy to the electrical 
contractor, one to the manufacturer, an acknowledge- 
ment to the contractor and a copy to the distributor's 
accounting department. 

These invoice-order forms used for direct shipments 
give a complete job history, in a sense, and are designed 
to provide all the necessary information about a par- 
ticular job in the least amount of time. On the original 
and manufacturer’s copy are special instructions as to 
the date the order should be released for shipment, and 
transportation to be used. 

e Service and Price—Caporaletti says he will never 
accept an order from a customer at another distributor's 
price. 

“We give service to the customer,” he adds, “and 
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COMMERCIAL Lighting Manager Gene 
Caporaletti (center) discusses suggested 
layouts with a potential customer. After 
details have been worked out, Caporaletti 
and his staff compile a submittal bro- 
chure for the entire project. Lighting 
personnel spend much time with a po- 
tential customer in working out layouts, 
fixture types and other details, such as 
shipping dates. Assisting the manager 
above is Chuck Smith (left) one of the 
firm’s lighting specialists 


. - « A COPYING MACHINE is used to reproduce most 
product literature used in the job folders. Here, Mrs. Betty 
Schawb reproduces literature to be used in a future quote 
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A COPYING MACHINE is used to reproduce most 
only would be cutting our profits, but also reducing 
or eliminating our service.” 

As part of this service, commercial lighting personnel 
contact the job foreman before the completion of a 
project to make certain that all supplies have been de- 


livered. In addition, a list—if any—of broken items is 
reviewed to determine what must be replaced. 

This is done before the job is completed in order to 
prevent shortages and tie-ups during and at the end of the 
job 

Also, a stock of glass for fixtures is maintained ait 
the distributor’s warehouse so that if any of these similar 
items are broken, they can be replaced immediately 
without holding up the project. As an added service, 
Dominion maintains a library of drawings of all factory 
plaster frames, including dimensions and how they are 
made 

If these frames cannot be obtained from the factory 
on schedule, the specifications are taken to a local shop 
where they are made to order. 

In seven years, the commercial lighting department 
at Dominion has grown from one to five full-time spe- 
cialists. 

“To give the maximum amount of service we must 
have specialists in this phase of the business,” Capora- 
letti says. “By doing a job thoroughly, and by controll- 
ing the procedure from start to finish, it’s not difficult 
to give service and make profits at the same time. 
And we make friends and future customers when they 
know they can depend completely on our ability.” 





What it Takes to 
Sell Steel Kitchens 


A knowledge of kitchen styles and architecture 50 years 
back; contact with people from all walks of life; lots of 
detail work on steel kitchen floor plans and at least one 
specialist—these are the prerequisites to selling steel 
kitchens. Returns? Well worth the effort. 


By Herb Cavanaugh 


HIGHLY personalized approach is one 
of salesman Sever Enevold’s secrets in 
selling the steel kitchen market. Left, 
Enevold (right) is seen discussing plans 
for installation of cabinets, electric 
ranges and built-ins in houses built by 
building contractor Miles Iverson (left). 
The scene is in Iverson’s home. Of 26 
houses built on the project, only two 
did not have built-ins 


Tr WAS one year ago that Sever 

Enevold made his first sale in steel 

kitchens for the J. H. Larson Elec- 
tric Co., Minneapolis, Minn. The 
sale was made on the roof of a new 
house undergoing construction. 

What was Enevold doing there? 
Formerly in the “house building” 
business himself, he put his knowl- 
edge to work and showed the build- 
ing contractor a faster and better 
way of laying shingles. And while 
the contractor and Enevold hammered 
away, the Larson salesman-specialist 
talked about new and better kitchens 

cabinet tops, built-ins and electric 
ranges. 

When the job was finished, the 
contractor said he was interested in 
steel kitchens. He gave Enevold the 
blueprints to the new house. That 
night, Enevold drew up another blue- 
print that included a steel kitchen 
that would be suitable for the new 
house. The next day he went back to 
the job site in time to sit down on a 
cement block for a lunch of sand- 
wiches and coffee with the contractor 
They discussed Enevold’s plans and 
what the kitchen would do for the 
house in terms of sale and cost. When 
lunch was finished the job was sold. 
Now, that building contractor is one 
of Larson’s and Enevold’s best cus- 
tomers. 
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OUTSIDE newly erected home, Enevold stands near sign Enevold says big markets are real estate people, remodeling 
pointing up important home sale factor—a modern kitchen and building contractors, dealers 
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This job is typical of the extent 
Enevold will go in order to, as he 
puts it, “force merchandise to the 
job through our house.” 
e Only Part—Enevold is only one of 
an educated sales force geared to sell 
steel kitchens to dealers, builders, 
architects and contractors. The vari- 
ous markets in new construction and 
remodeling that are aimed at include 
schools, homes, apartment houses, 
churches, gas stations, office buildings 
and many more. Heading up a force 
of twelve outside salesmen who push 
built-ins, electric ranges and cabinets 
(in addition to A&S items), is Howard 
Whitney, sales manager of Larson’s 
appliance division. 
e Offset a Lag—According to Whit- 
ney, Larson went into steel kitchens 
to offset the beating the firm took 
in appliances and housewares five 
years ago. “Appliances were not turn- 
ing over,” says Whitney, “and house- 
wares were down 70% in four years 
(Whitney thinks that these two mar- 
kets will straighten out in time). We 
needed a plus business to pull our- 
selves up out of the doldrums.” 
So Larson elected Whitney to train 
its other salesmen in selling steel 
kitchens. After Whitney trained them, |NsIDE same house Enevold views fruits of long hours of detailed layout work 
they were sent to a factory training and intense selling job. According to the Larson salesman-specialist, the first steel 
school for three days. kitchen sale he made for the firm was on the side of a roof. He was showing a 
e Training is Rugged—‘“Training a building contractor a better, faster way of laying shingles, typical of Larson service. 
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Steel Kitchens (cont.) 





DISPLAYING kitchen built-in equipment located in the Larson showroom area is 
Howard Whitney, sales manager, appliance division 
steel kitchens off the ground by educating other Larson salesmen, by 
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He’s responsible for getting 


selling against 


tough competition, by giving good service. Larson broke into the field five years ago. 


salesman in this field is not an easy 
task,” says Whitney. “Besides having 
to know the business inside-out, it 
takes a lot of experience and a lot of 
study before anyone can call himself 
a specialist.” 

Backing up his words, Whitney 
says that to do a complete and profit- 
able selling job on steel kitchens to 
the various markets, a man may have 
to spend hours on a layout that re- 
quires a tremendous amount of detail 
work. Steel kitchens require a com- 
bination that must click in a particu- 
lar home. There are no two jobs alike. 
A salesman has to find out what’s 
inside the walls of a house; he has 
to take plumbing and windows into 
consideration and study the locale 
thoroughly. 

“There are lots of layouts and lots 
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of heart breaks,” says Whitney. “I 
usually do two or three of these floor 
plans a day, and there are times 
when it takes all day to figure an 
estimate when you’re meeting a bid 
I remember a short time ago we did 
an entire apartment house. There was 
a lot of sweat involved and we lost 
the job. The profit—the only profit 

was the experience we gained by 
it. Experience is at a premium in 
this field. There is a high mortality 
rate but the fly-by-nights keep creep- 
ing back in for punishment. They 
don’t last because they can’t give the 
service that is needed. The only time 
that the steel kitchen field is a good 
field is when you are in it legitimately. 
Distributors know how to give serv- 
ice; that’s why distributors can suc- 
ceed in it.” 


e Sales Aid—Five years ago, Larson 
started out in this field. It exploded 
and created a chain reaction so that 
like radiation 


“now sales are more 
than anything else,” Whitney says. 
“One sale can net five more by re- 


ferrals.” Business has grown so much 
that Enevold (Whitney and Enevold 
are involved only with kitchens and 
housewares) was hired last year. Both 
Whitney and Enevold back up sales- 
men on the particularly tough selling 
jobs. 

e Powerful Mixture It takes a 
powerful mixture of talent, 
energy, knowledge and experience to 
break through in this field,” says 
Whitney. According to the Larson 
sales manager, have to sell all 
kinds of people in different walks of 
life, from big builders to homeowners 
(in conjunction with dealer-custom- 
ers). In order to do this, you have 
to know styles of kitchens and styles 
of architecture 50 years back, as 
well as modular layouts of buildings 
and the most modern designs in model 


sales 


you 


homes. 
Enevold adds to this by saying 
that a salesman has to talk to all 


kinds of people in all types of fields— 
and on their plane of understanding 
“Never talk up or down to them— 
always on their level.” He also says 
that you “become a pro when you 
know all the negative aspects of the 
business and can retaliate with the 
positive. You have to stick to right 
distribution principles and never be- 
come a backdoor operator.” 
e Notes on Markets—Here’s how 
Whitney and Enevold see the various 
markets they serve: 

DEALER: Mostly remodeling 
in metropolitan they are an- 
swer to steel kitchen success if they 
are held in line aggressive, they 
can put kitchens anywhere, but 
have to be assisted for six months 
or so in doing layouts, figuring costs. 
If they stick three years, they'll stay. 
Pointer: never give kitchen floor 
plan to homeowner 

BUILDER: forget about man who 
builds than ten houses _ per 
annum costs you too much to 
give him kind of service necessary 
terrific market, especially for 
built-ins . . . lot of work involved 

lot of politics lot of extra 

equipment sales go with kitchens— 
if you get bid. Your customers will 
want top service 

OTHERS: other good markets are 
restaurant suppliers (they do the leg 
work); architects (they'll ask you to 
bid); real estate people in remodel- 
ing housing units; landlords of old 
tenements( they might be losing ten- 
ants because of old facilities); re- 
modeling contractors; retail dealers 
and general contractors 


areas 


less 
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At Sterling Electric, They're Saying: 


“Drive in and See Us—Anytime’ 


CUSTOMER approaches Sterling Elec- 
tric Co.’s drive-in city desk in downtown 
Minneapolis. Customer drives right up to 
door. Wheels of car roll over cable and 
ring buzzer located at . 


CITY DESK and small appliance area. 
Man at desk hears buzzer located near 
phone. He knows a customer is waiting 
outside the doors. To check, he lifts head 
and glances out at 








MIRROR outside entrance to city desk 
and which can be seen through glass 
panels in doors. Mirror reflects entrance 
to drive-in area. It’s used to see who's 
coming in, to check operation of 





RISING DOOR which lifts up and lets 
customer in when man presses button at 
city-desk. Cars or trucks follow white 
arrow into a spacious, time saving park- 
ing area. 
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ERE’S one distributor who moved 
from one part of downtown to 
another part of downtown and 

beat what is becoming an historic 
problem—traffic snarl. The Sterling 
Electric Co., Minneapolis, Minn., 
moved into a 70,000-sq ft, two-level 
building that incorporates a “dream 
come true,” as far as Sterling and its 
customers (old and new) are con- 
cerned. 

The “dream” is a drive-right-in-the- 
building city desk. (see picture story 
on page 57). It’s actually a 7,500-sq ft i 
indoor heated parking area that has 
room for twelve cars. There’s not only 
an entrance to the city desk, but a 
doorway to the new lighting fixture 
display room and warehouse as well. 
e “Glad to Come”—According to 
E. A. Lindquist, president of Sterling 
Electric, “we couldn’t even have built 
a better building. We are 100% satis- 


Drive-in (cont.) 































SPACE (7,500-sq ft of it) enough for 12 cars is what the customers see when they 
enter Sterling's new parking area. Stepping out of their cars or trucks into heated 
area, they can enter lighting showroom, city desk and small appliance area and j 
firm's warehouse—all from the inside 























"Lighting Fixtures Tf 





ATTRACTIVE entrance to _ lighting 
showroom is located in parking area 


» 


















FLOOR PLAN of new house spotlights: 
(1) City Desk and adjoining display area; 
(2) Lighting Showroom; (3) Receiving 
dept.; (4) Shipping dept., (5) Order filling; 
(6) Another drive-in and unloading area 
where van size truck can unload heavy . 
items and back up to lamp stock; (7) Ye 

Alley r 














Warehouse and (8) Lamp stock; (9) 142-4 | 
Lunch Room; (10) General office; (11) 
Sales office; (12) Customer drive-in en- 
trance. 
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fied with the move we made in De- 
cember °58, and there have been an 
awful lot of favorable comments fly- 
ing around about it.” Customers are 
now saying, claims Lindquist, “before 
we couldn't get near the place; now, 
since you've moved and have a drive- 
in setup, we're glad to come.” 

¢ More Drive-ins—Customers aren't 
the only ones who drive inside Ster- 
ling’s building. In the center of the op- 
eration, there is an enclosed loading 
dock (see picture) with electric over- 
head doors. This is Sterling's shipping 
and receiving department. The 
ing dock handle three 


load- 


can van-sized 





trucks, or two full-length trailers at 
one time—all inside the building. All 
heavy materials are stocked alongside 
of the dock to save extra handling 
time. There is also a third “drive-in” 
section of the building (see picture), 
where trucks can back right up to the 
lamp portion of the firm's stock. These 
additional drive-in features are two 
more key factors that have licked the 
congestion problem for Sterling and 
have reaped the following benefits for 
the entire operation: 

1. Larger quarters and more busi 


ness have prompted Sterling to go 


into the residential lighting field—full 


RESIDENTIAL fixture showroom has six separate display 
rooms, plus a two level, tapered ceiling. Sterling has gone full 
force into residential lighting field 





force A specialist, Harold Noren, 
was hired last year. He designed a 
modern, two-level, tapered ceiling fix- 


ture showroom that accommodates 
1,000 fixtures 
2. Increased inventory, better ma- 


terials handling 
3. New, 28-ft counter spreads cus 
tomers out more for better service; 
drive-in lets them get in and out faster; 
tast-moving back-up stock is closer to 
counter area for fast 
4. Higher lighting 
working conditions better 
out faster, work is more efficient 
e Added Features—tIn addition to 
these innovations, the following fea- 
tures have also been incorporated in 


service. 
levels make 
orders go 


the “new” house: a first aid room for 
employees; a lunchroom that 
seats 55 people, has TV; a special ad- 
vertising that handles all the 
firm’s direct mail (there are 
plenty of them about the new house) 
and a vault for journals and payrolls 
A “penthouse” apartment is available 
for industry, group civic meet- 
It has a separate entrance from 


large 


room 


preces 


and 
ings 
the street 
e Promotion—An open house was 
held in April, °59, after Sterling’s new 
home was put in order. More than 
1,500 people showed up in two days 
Results better 
relations with old ones 

A steady stream of direct mail tell- 
ing the drive-in story at Sterling; the 
constant drumming of — Sterling 
about the innovations at 
Sterling—plus the innovations them- 
selves—have all combined to give the 
Minneapolis distributor a strong guar- 
business and 


more new customers, 


salesmen 


antee of increased 


profits 


tbl y 


NEW 28-ft counter spreads customers out more away, lets customers get in and out faster; swift 
for better service. Drive-in, located few steps moving back-up stock is closer to counter 
May, 1960—ELECTRICAL WHOLESALING CONTINUED 








PORTION of wire stock ts seen located 
on 2nd floor of building. More reel racks 
are being installed to increase firm’s effi 
ciency and create faster service to cus 


tomers 


AT shipping and receiving, conduit stock 
is located for easy handling. Note clear 
identification. Materials handling equip 
ment is used extensively at warehouse 
Wide aisles permit it 


Drive-in (cont.) 





WIDE AISLE in this portion of stock 
room allows van-size truck to back in 
and unload heavy items. Truck can also 
back up to lamp stock at which point 
conveyors are used to the various rows 
of bins in lamp department 














THREE normal size van trucks or two 
full length trailers and cabs can be ac- 
commodated in the loading and unload- 
ing areas handling the shipping and re 
ceiving departments. 
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Where Agent Warehouses Are 


Nationally, 462 electrical manufacturers’ agents operate warehouse 


facilities totalling 3,728,531 sq. ft. 


Regionally, the totals range 


from 34,500 sq. ft. to 766,882 sq. ft. Here are additional details 
on this important marketing development, first disclosed last month. 


LECTRICAL manufacturers’ 
a agents operate a warehouse 

establishment that exceeds by an 
enormous margin the floor space that 
industry observers would have guessed 
they occupied. An analysis of the 1959 
Register of Electrical Manufacturers’ 
Representatives, maintained by ELEc- 
TRICAL WHOLESALING, indicates that 
462 out of 1,226 agent firms have 
warehousing facilities. They occupy 
3,728,531 sq. ft. of floor space—or 
9,193 sq. ft. per warehousing agent. 
These are some of the hitherto un- 
known facts about this significant de- 
velopment that were first published in 
April (page 8). 

Further analysis has turned up ad- 
ditional facts which throw more light 
on where this warehouse space is 
maintained and what types of products 
are stocked. 

e Where—Here is a regional break- 
down of how the 3,728,531 sq. ft. of 
agent floor space is distributed: 

e South Atlantic Region—766,882 
sq. ft. occupied by 66 agents (average: 
11,619 sq. ft.). 

e Middle Atlantic Region — 578, 
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025 sq. ft. occupied by 79 
(average: 7,317 sq. ft.). 

e East North Central Region — 
674,700 sq. ft. occupied by 80 agents 
(average: 8,434 sq. ft.) 

e Pacific Region—552,463 sq. ft 
occupied by 81 agents (average: 6,821 
sq. ft.). 

e West South Central Region — 
385,800 sq. ft. occupied by 43 agents 
(average: 8,972 sq. ft.). 

e New England Region—284,100 
sq. ft. occupied by 25 agents (average: 
13,640 sq. ft.). 

e West North Central Region — 
261,715 sq. ft. occupied by 45 agents 
(average: 5,816 sq. ft.). 

e Mountain Region — 176,696 sq. 
ft. occupied by 30 agents (average: 
5,890 sq. ft.). 

e East South Central Region 
34,500 sq. ft. occupied by 10 agents 
(average: 3,450 sq. ft.). 

There is also Hawaii with 11,650 
sq. ft., occupied by two agents, and 
Alaska with 2,000 sq. ft., occupied by 
one agent. 

e What—The products handled by 
agents who maintain warehouse space 


agents 


range the gamut of electrical apparatus 
and supplies. Lighting fixtures (all 
types) appear to be warehoused most 
often by agents. In fact, they seem to 
be stocked twice as often as the next 
most heavily warehoused product 
group, wire and cable 

Other products that 
stocked by agents include: fittings, 
boxes, connectors, wiring devices and 
tape. There are also indications of a 
great diversity of specialty products 
stocked by only a few agents in each 
Examples: time clocks, infrared 

water coolers, potheads, hot 
stage equipment, electronic 
ground detectors, 


are frequently 


case 
ovens, 
line tools, 
weighing devices, 
watthour meters 
e Significance — It is apparent that 
agents’ field stocks have increased 
sharply in recent years. The “poten- 
tial danger,” as pointed out by Dr. 
Edwin H. Lewis (EW—June ’S58, p. 
94-95), is that “excessive field stocks 
will be established which will increase 
marketing costs.” Whether or not this 
has occurred is a moot question. On 
the face of these figures, it appears 
that it has 





3. Reel rack cuts down time 4. 


Plywood squares ease handling 


These four Ontario “extras” typify how .. . 


Solid Service Wins Sales 


N A RECENT FRIDAY night, 
Ontario Supply Corp., Cohoes, 
N.Y., received a call from a con 
tractor-customer. He needed a 200- 
amp, double throw switch by 8:30 a.m 
the next morning. An unusual or- 
der, but Ontario had it in stock. The 
next morning a salesman got the item 
out of stock, hopped in a truck and 
drove it 50 miles to the job site. He 
made it with time to spare. 

The incident is a near perfect ex- 
ample of how Ontario Supply strives 
to serve its customers, since Sales 
Manager Ted Mauger took over the 
operational reins. When Mauger joined 
the firm two years ago, he laid down 
the following nine precepts for On- 
tario to follow, ones which are re- 
sponsible for the fast growth and 
whopping business it has done in the 
past two years: 

1. Give one to 24 hours delivery 
service to all customers; 

2. No customer is too small for us; 

3. Stock complete; 


4. Everyone must sell up; 

5. Utilize every bit of space in the 
warehouse and display area; 

6. Go all out on promotion; 


7. Don’t cut prices—stand behind 
what you sell; sell hard the products of 
those manufacturers who help you; 

8. Never quote prices from mem- 
ory— it’s the best way to lose a sale; 

9. Salesmen: be ready to service 
accounts at all times. Bend over back- 
wards. Sell confidence. 

These nine “commandments” of 
Mauger’s all add up to a big familiar 
word: Like so many other 
distributors, Mauger claims that it’s 
the only thing Ontario has to sell 
and it takes an intense and concen- 
trated effort to raise it high enough 
so that all customers can see it. 

Here’s what it means to one electri- 
cal contractor: recently, salesman Ed 
Wingert, of Ontario, sold over 10,- 
000-ft. 2-in. and above aluminum con- 
duit (plus locknuts and fittings) to 
an atomic reactor plant in Troy, N.Y 


Service. 


The new construction covers six acres 
of land. If the contractor had the 
conduit drop-shipped from the fac- 
tory to the job-site, he would have 
had to pay his men to carry the con- 
duit from his shanty on the edge of the 
site to the new structure. Rather than 
save the 3% on drop shipment, he 
bought right out of Ontario’s ware- 
house. He wanted dependable delivery 
to a certain spot. 
e Special Delivery—Ontario is lo- 
cated centrally in Cohoes, N.Y. and 
can easily serve Albany, Schenectady 
and Troy plus the surrounding areas. 
According to Ontario, “no matter 
where they are, we try to give our 
customers one- to 24 hours’ service. 
If customers get their orders in by 
three o'clock, theyll get the equip- 
ment the same day—if they ask for it.” 
How is it done? Five different truck- 
ing companies are employed. Four of 
them give same-day service, and all of 
them stop at Ontario Supply daily. 
Each truck has a two-way radio that 
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ATOP roof of atomic 


contacts the office in Cohoes to find 
out what deliveries to make. There is 
no set time of departure for any of 
the trucks as “our customers’ 
set the departure time.” 
e None Too Small—‘“No customer,” 
says Ontario, “is too small for us. 
At times it might cost us more per in- 
voice (Mauger figures a cost of $2 to 
$3 per invoice), but we cannot forget 
that it was the ‘basket’ contractors that 
kept us in business when we first 
opened our doors. Pay off? Sure they 
do. A customer never forgets.” 
e “| Need it Now” — At Ontario 
a big rule that means big business is 
stocking complete. In the past two 
years, since this stocking policy went 
into effect, Mauger says that a con- 
tractor or industrial customer never 
gets the old line, “no we haven't got 
it.” Now, it’s, “if we don’t have it— 
you can’t get it.” Now, Ontario easily 
meets the contractor’s demand of “I 
need it now; have you got it in stock?” 
In such lines as fixtures, fans, 
chimes, cabinets, switchgear, wiring 
devices, fuses, conduit fittings, boxes 
and surface wire-ways, Ontario claims 
to stock 80- to 90% of the catalog 
e One Item to Another—Mauger 
that everyone in the firm 


needs 


SaVvs con- 
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reactor plant, electrical contractor ft 
John Callander shows Ontario Salesman, Ed Wingert where 
shipment of aluminum conduit will be embedded. Over 10,000 





nected with the customer sells electri- 
cal supplies up. “Our countermen 
have been trained to know that every 
item we sell leads to another.” Ex- 
ample: Mauger tells countermen in 
training: “A BX-buying contractor 
needs four other items—staples, wire 
nuts, anti-shorts and BX connectors 
This method also shows the contractor 
we know what we are doing and it 
saves him time.” 

e Pegboard Palace—When Mauger 
used his new idea of installing peg- 
board walls and a pegboard counter 
in the display area—it paid for itself 
in one week. Why? “It gave us the 
most flexible display room _ possible 
(see picture) and it eliminates sloppi- 
ness and clumsiness.” Below the 
counter top, literature hangs from 
racks put in pegboard. “It is neat, 
orderly, easy to choose from and is 
right under the customer’s nose. A 
customer finds it no chore to help 
himself while he is waiting. We've 
had to refill the racks plenty of times 
and we know for a fact that the 
rack alone has paid for our show- 
room,” Mauger says. 

e Promotion Wire Live—‘“Ontario is 
always promoting something, always 
right in the middle of it,” says 


all from Ontario Supply 
wholesaler because he knew he'd get good service 


of aluminum conduit (see insert) was required for job 


Contractor wanted Cohoes, N. Y 


“We do it through envelope 
stuffers (two go out with every bill) 


Mauger 
advertising and _ full-scale 
promotion.” Direct mail is kept at 
a minimum because, says Ontario, 
there is only a 2% return on it. “We 
use it only when we know it pays.” 

To celebrate the formal opening 
of their new house last November, 
Ontario had an open house that 
300 to 400 actual and potential cus- 
tomers attended. Result: 10 new ac- 
counts. Right now Ontario is in the 
middle of a huge safety breaker pro- 
motion that entire sales 
force of Ontario 
e No Price Wars—‘“We found,” 
says Ontario, “that buying the cheap- 
est thing on the market only confuses 
our customers and ourselves.” 

The Ontario Supply sales manager 
that they quote all prices and 
stand firm behind them because, 
through past experience, “we know 
it's foolish to start a price war 
Price-cutting can gouge the heart 
right out of the confidence customers 
have in the quality of your product,” 
“Confidence in you and in 
you perform can class 
you as a bona fide electrical distribu 
tor—or just another jobber.” 


indirect 


involves the 


Says 


he says 


the service 





A Lot of Effort Can Produce 


That's what went into Englewood Electrical Supply's prep- 


aration for its "Pageant of Control" 
ly is drawing more attention than 


LANNING a promotion well can pay of in attend- 
ance, officials at Englewood Electrical Supply Co. are 
currently realizing. 

At present, the Chicago firm is the scene for the Allen- 
Bradley Co. “Pageant of Control,” displays and meetings 
which, according to the manufacturer’s officials, will be 
the largest and most extensive to date presented by a 
distributor. 

In all, Englewood will hold 35 meetines for almost 
2,000 customers and potential customers. These sessions 
are being held in a warehouse leased by the distributor 
for this particular purpose 

Adequate space was not available at the distributor's 
main building for the “Pageant.” Because of the fore 
casted size of the event, officials leased a warehouse about 
one block from their building in which to display products 
and hold meetings. 

e Promotion First—In compiling the list of persons to 
invite to the event, Frank Santschi, sales promotion 
manager, asked all Englewood salesmen to give him an 
up-to-date list of their customers. From 


these lists, he 


ws 


PRESIDENT of the Allen-Bradley Co., F. F. Loock, visited 
one of the recent “Pageant” meetings at Englewood, during 


64 
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he oe 


show that current- 
any previous one. 


classified the names as to types of customers, such as 
industrial and contractor groups 

Others added to the overall list include such groups 
as various trade associations and lozal utilities. 

After making the proper customer classifications, 

Santschi began to prepare mailings to these groups, asking 
them to attend the “Pageant” on a specific night. This 
way, he was able to control the attendance at each 
meeting. 
e Work Eased—Three mailings are made to each person 
invited. The first is an announcement of the event. Second, 
the sales promotion manager sends a formal invitation 
and a reply card giving the date of the meeting for the 
customer. Here, he requests an acknowledgement. Third, 
a reminder card is mailed about one week before the 
meeting. 

[hese mailings have become a full-time job for one 
Englewood employee. The amount of time and effort, 
however, is reduced by a method of addressing these 
mailing pieces. 


All mailings are made to individuals—not to the firms 
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which time he stressed the importance of product knowledge 
in obtaining benefits of product applications. 
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Good Results 


for which they work. To save time in addressing these 
pieces, Santschi uses sheets of address labels and makes 
carbons of the addresses. By this method, the name and 
address are typed only once for the three mailings. The 
original is used for the first and the carbons tor the 
other two. 

As an additional follow-up, Englewood’s salesmen Ken Gorden, Allen-Bradley; President George 

; . Albiez and Promotion Manager Frank Sants 

constantly remind their customers to attend the meetings. chi. both of Enslewood, and Richard Wess 
e Branch Procedure—Specific nights during the 35 ses- ling. Allen-Bradley 
sions have been set aside for customers of the distributor’s 
branches. At these meetings, branch personnel attend 
and are introduced. 

At the meetings, eight Englewood salesmen speak for 
10 minutes each, describing features of motor controls. 
Prior to this, those attending the meeting first register 
at the main office of Englewood, and are taken on a tour 
of the building. From there, they go to the warehouse, 
where a buffet meal is served. 

“It’s amazing that many of our customers who have 
been doing business with us for years have never been 
in our building,” Santschi says. “We think it’s important 
to take them on a tour of our plant so they can see just 
what we have to offer.” 

The average attendance at the meetings every Tuesday 
and Thursday evening is about 55. In addition to motor 
controls, Englewood also displays some of its electronic 
products 


OFFICIALS at the meeting were (left to right) 
Edward Anixter, Englewood’s executive v.p.; 


SPEAKERS at the series of meetings all consist of Engle 
wood personnel. Speeches normally last 10 minutes 


* 


A KEY to the success of 
the “Pageant” at Englewood 
has been the promotion de 
voted to the event. This con 
sists largely of the mailings 
sent to customers. The first 
announces the event, the 
second is a request for a 
confirmation of attendance 
and the third is a reminder 
In addition to industrial and 
contractor customers and po 
tential customers to whom 
invitations are sent, mailings 
are made also to related 
trade associations and to 
utilities. Each person. or 
group invited is requested 
to attend the open house 
ind meeting on a_ specific 
evening. In all, 35 sessions 
will be held 
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It's the little touches of service at Electrical Equipment 





ON OUTSIDE, customers get the red carpet treat 
ment where they can park under a canopy in front 
of the building if the weather is bad. 





ON INSIDE, a relaxed—but efficient—atmosphere 
provides for a homey counter area where per- 
sonnel give as much service as possible. 





Top Drawer C 


’S NECESSARY to use supplies in order to sell them 
successfully, personnel at Electrical Equipment Co. 
have found 

President Tyree T. Thomas of the Richmond, Va., firm 
believes that if as many products as possible are put to 
actual use in the supply house, employees not only can 
benefit from them, but more important, customers can see 
the products in Operation and can see the benefits. 

For instance, a large ceiling fan has been installed over 
the counter area that provides good ventilation during 
the summer months for company personnel. 

“This not only benefits our employees,” Thomas says, 

“but it also helps greatly to sell these units that we stock. 
Demonstration through actual use of a product is one of 
the most important sales tools a distributor can have. 
When our customers ‘feel’ the effectiveness of this ceiling 
fan, they become more inclined to sell-up this particular 
product.” 
e Other Aids—For the same reason, a large ventilating 
unit has been placed in the warehouse. Although it is 
in operation during warm weather, Electrical Equipment 
personnel will demonstrate its effectiveness at any time 
for a customer who is interested in the product. 


66 


ustomer Service 


In the counter area, various types of commercial light- 
ing fixtures have been installed not only to provide the 
necessary illumination for employees, but also to demon- 
strate to customers just how these fixtures will appear 
after they are installed. Although they are not used in the 
physical operation of the supply house, electric heating 
and ventilating displays in the counter area can be turned 
on and demonstrated easily. 

e Service Stressed—Along with the use of the products 
sold at Electrical Equipment Co., the president stresses 
various methods of service for the benefit of the customer. 

First, a complete listing of all types of products sold is 
located on two sign boards on the outside of the building. 
These products are always available, giving the electrical 
contractor immediate assurance as he enters the front 
door that he will be able to obtain his necessary needs. 

“While these signs give the customer an accurate indi- 
cation as to what we have available,” Thomas says, “the 
entire idea would be of no benefit if we did not have 
the stock to back up the products we say we have for 
sale. Because of this, we check closely and often on items 
in stock in order to prevent shortages of materials we 
keep in the warehouse. It’s easy to lose a customer if he 
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Company of Richmond, Va., that pay off... . 





TELEPHONE for outside calls is available for 
use by customers. This prevents tie-ups of counter 
phones, used only for incoming customer calls. 


CEILING FAN not only provides cooling for 
employees but also permits an actual demonstra 
tion to customers of its effectiveness 








And Treatment Pay Off 


asks for an item that has just been sold out.” 

In addition to ample parking space for customers, a 
canopy over the front entrance to the building provides 
protection from rain. In bad weather, several cars can 
be parked in this area, and customers can enter the supply 
house without getting wet. 

On the inside, a telephone is available for customer 
use. This does not operate through a switchboard, and 
calls can be made without delay. 

Thomas says that a telephone for customer use not only 
is provided as a service, but also to provide as many 
counter telephones as possible to remain in use only for 
business purposes by counter personnel. 

“Because many of our customers call in orders for a 

later pick-up, we must keep company non-business calls 
at a minimum,” the official says. “Customers normally 
do not like to wait to talk to us when all the phones are 
in use. And we don’t like to keep our customers waiting 
It possibly might mean the loss of a sale.” 
e Stimulate Interest—To promote better industry co- 
operation and interest, a sign announcing electrical league 
meetings is displayed above the counter. Each week, the 
date of the meeting is changed. 
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While the sign reads that visitors are welcome to the 
meetings, Thomas often invites customers to attend with 
him. He believes that through mutual understanding of 
problems, all segments of the industry can cooperate 
better for more profits. 

With all the aids used at Electrical Equipment Co. to 
provide service to the customer and increase sales for the 
firm, Thomas believes that the greatest asset to a suc- 
cessful counter operation is competent countermen. 

“Our counter personnel must know well the products 
they sell, of course,” he stresses. “They must know 
product applications and be able to assist the customer 
with his problems and make recommendations to him 
when the need arises. 

“These are necessary qualities any counterman should 
have. However, we also think it is very important—and 
stress this point—that our counter personnel have good 
personalities and attempt to understand the attitudes of 
each customer with whom they work. We believe that to 
sell properly, it is necessary to understand the problems 
faced by the electrical contractor. The more we can 
understand the contractor, the more we can understand 
and cope with our own problems,” 
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Pinpoints the Information You Need on . 





Industrial Electronics—II| 


By J. F. McPartland 
And W. J. Novak 


POPULAR CATEGORY of elec- 

tronic control is made up of the 

various devices used to control 
theatre and display lighting and devices 
used to regulate electric heaters for 
industrial furnaces. In such equipment, 
tube circuits have been used to in- 
directly vary the ac load current to 
the lamps or heaters. The load cur- 
rent does not pass through the elec- 
tronic circuitry. Instead, the tube cir- 
cuits regulate a control current which 
flows in a magnetic device known as 
a saturable reactor. 

The use of saturable reactor con- 
trol of alternating current has many 
advantages over non-electronic type 
of control. For instance, ac current 
through a group of incandescent lamps 
can be varied very simply by connect- 
ing a rheostat or variable resistor in 
series with the lamp load. By setting 
the rheostat for lower or higher values 
of resistance, more or less current will 
flow through the load, thereby con- 
trolling the amount of light output 
from the lamps. Although such control 
is satisfactory for relatively small 
values of current, rheostats for large 
current values have such large sz2, 
difficult operation and substantial heat 
losses that they are economically and 
practically undesirable. 

A saturable reactor connected in 
series with the above lamp load of- 
fers just as effective dimming control 
with much smaller size equipment and 
much lower losses--even for heavy ac 
load currents. The basic operation of 
the saturable reactor is as fo'lows: 1. 
The reactor consists of a single main 
winding on a laminated steel core 
(like a transformer, but only one wind- 
ing). connected in series in the line 
conductors to the lamp load. 2. The 
reactor has a smaller control winding 
on the core. 3. When no current flows 
in the control winding, the main wind- 
ing connected in series with the load 
has a high value of inductive reactance 
which limits the amount of alternating 
current flowing to the lamps. 4. But 
when direct-current is fed to the con- 
trol winding. the value of the main 
winding inductive reactance is reduced 
in proportion to the value of de cur- 
rent and there is less opposition to the 
flow of the ac load current, causing 
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the lamps to glow brighter. Thus the 
value of load current can be con- 
trolled from practically “OFF” to full 
“ON” by varying the comparatively 
small value of de control current. And 
this basic action of the saturable re- 
actor is applied with modifications in 
various types of control devices. 

In typical theatre dimmer systems, 
the reactors and tube control circuitry 
are placed in a convenient out-of-the- 
way place, with one or more light- 
adjusting levers at the control station 
near the stage. The tube circuits 
through which the control windings 
are energized use vacuum and gas- 
filled tubes—thyratrons and phano- 
trons are typical—and usual elec- 
tronic parts like resistors, capacitors, 
small transformers, relays, etc. And 
equipment used for controlling heat 
output (temperature) of electric fur- 
nace heaters is generally similar in the 
use of the reactor and its control, with 
a little more involved input control to 
provide regulation of temperature. 


Higher Frequencies 

Although all of the foregoing types 
of industrial electronic equipment— 
motor controls, welding controls, rec- 
tifier packs, relays and lighting and 
heating controls—operate with direct 
current and standard 60-cps alternat- 
ing current, the vast majority of elec- 
tronic devices in use today operate at 
much higher frequencies. This includes 
many types of industrial equipment 
and the wide range of commun cation 
equipment. Such equipment is infinite- 
ly more complex from the standpoint 
of electronic circuitry. And unlike the 
previously described industrial elec- 
tronic equipment, many high fre- 
quency devices cannot be duplicated 
in their functions by non-electronic 
devices. It is the electronic nature of 
such devices which makes possible 
operating frequencies of thousands or 
millions of cycles per second. 

Some typical high-frequency elec- 
tronic applications which fall in the 
category of industrial electronics are 
as follows: 

High-frequency heating—This covers 
induction and dielectric heating, which 
is used for various industrial work 
heating tasks. Electric heat offers 
speed, ease, cleanliness and versatile 
control as compared to conventional 
fuel-fired heating. Induction heat ng 
involves the use of a coil of wire 


through which high-frequency current 
is passed. Any conducting material can 
be heated to almost any temperature 
by placing the material within the coil 
of wire. Rapidly reversing currents are 
induced in the material, producing 
heat by their presence. These are call- 
ed “Eddy” currents. In magnetic ma- 
terial, like iron or steel, hysteresis—the 
inertia of magnetically oriented parti- 
cles—also contributes to the heating 
Electronic circuits are used to gen- 
erate and control the high-frequency 
current supplied to the induction coil. 
Typical frequencies for electronic 
equipment used with induction heat- 
ing equipment range from about 10,- 
000-cps up to about 1,000,000-cps. 

Dielectric heating is an electronic- 
ally powered industrial heating tech- 
nique applicable to materials and parts 
which are not conductors of electrical 
current. Such equipment usually oper- 
ates at frequencies from one megacy- 
cle up to about 50 megacycles (ab- 
breviated “mc”). The work to be 
heated is placed between metal plates. 
The output leads from an electronic 
oscillator (the high-frequency gener- 
ator) are connected to the plates. This 
produces rapidly-reversing dielectric 
stresses in the work, causing strong 
molecular agitation which heats the 
work. A common use for dielectric 
heating is to dry glue between the 
wood layers in plywood. 
Ultrasonics—This is an electronic ap- 
plication in which high-frequency vi- 
brations are used to produce agitation 
in solid materials. The frequency is 
generally above 20,000-cps (the com- 
mon upper limit of human audibility, 
hence the term “ultrasonics”), up to 
200,000-cps. Ultrasonic vibrations are 
used for washing clothes or dishes or 
other solid objects by applying the vi- 
brations to the water in which the ob- 
jects are immersed. The vibrations in 
the water literally shake or scrape 
apart foreign particles on the objects. 
Such vibrations are also used for mix- 
ing liquids together, for measuring dis- 
tance through water and for certain 
cutting operations. Electronic circuitry 
produces the required current alterna- 
tions which are then applied to special 
types of crystals or ceramics which 
convert the electrical alternations to 
physical vibrations. 


Next Month: 
industrial Electronics—IV 





“We Took the Bull 


Hein Electric's most recent sale in electric heat was 
$2,000 worth of baseboard units and thermostats. Why? 
They've been bulldogging the market for three years with 


top service and promotion. 


MES BOO cis? aie 
Sa Ble 2%. “ iy 


Gehrke (center) and 


a big electric heat order from M. FE 
Milwaukee 


SURPRISED (but not too surprised) is Tom Redjinski, sales 
Preusse (right) of Meg Electric, Inc., 


manager of Hein Electric in Milwaukee. He's just received ee 
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PRESIDENT Sid Kohlenberg is the man behind Hein Electric’s big electric heat push. He 


insists that all 


ULLDOGGING the electric heat 
market since ’56 has been a rug- 


ged ride for Milwaukee’s Hein 
Electric Supply. Sid Kohlenberg, pres- 
ident of the firm, says that the Hein 
sales force had to “wrestle the bull by 
the horns” and brand a big ‘EH’ on 
the minds of electrical contractors 
before it started to really pay off. 

A quick look at the sales record 
shows that it has paid off. Recently, 
Tom Redjinski, Hein sales manager, 
pulled down a $2,000 electric heat 
order—the largest recorded at Hein 
so far. It was for a multi-unit dwell- 
ing. A progressive electrical contractor, 
whose motto is “heat by wire instead 
of fire,” ordered 78 baseboard units 
and 72 thermostats for the new build- 
ing. 

Up until a month or two ago, com- 
plete electric heating installations were 
rare in the Milwaukee area. “Electric 
heating jobs,” says Kohlenberg, “were 
all aimed at the remodeling market or 
supplementary heating. However,” 
Kohlenberg says, “inquiries are start- 
ing to come in on complete heating 
jobs in new construction. The resist- 
ance to change is gradually being 
melted down and contractors are be- 
ginning to recognize the tremendous 
potentiality of this hot product.” 

e Thorough Education — Salesmen, 
countermen, quotation men — all in 
contact with the electrical contractor 
at Hein Electric—are specialists in 
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company 


electric heat. They have been sent to 
utility school, can answer contractors 
and even give layout service. 

A good example of the value of 
having “everyone” in on electric heat 
is cited by Kohlenberg: “just the other 
day I heard an electrical contractor 
ask about electric heat at the coun- 
ter. One of our young countermen 
jumped at the chance. He gave a sales 
pitch on the product as though he 
were in the contractor's office, un- 
loaded literature and answered the 
contractor’s questions. Contractor's 
remark? ‘I hadn't considered it until 
now.’” Another good reason for thor- 
ough staff education in electric heat is 
this: “When a customer calls,” Koh- 
lenberg explains, “he doesn’t like to be 
shoved all over the lot when he wants 
information on electric heat. He wants 
answers right away. We're equipped 
for this.” 

e Something Besides Price “We 
train our salesmen to offer something 
besides price,” Kohlenberg says. “We 
help them with their blueprints; figure 
insulation; visit homeowners at night; 
take the contractor to dinner and fol- 
low it up by bringing him to an elec- 
tric heat sales meeting.” If a new con- 
tractor shows that he is interested, 
Hein will call in a factory man so that 
other heating jobs can be cited for 
comparison. The layout service con- 
tinues until the contractor is a solid 
citizen from “electric heatville” and 


personnel (having contact with customers) know all about it 


no longer needs the crutch that Hein 
offers for support 

e Promotion—Hein fortifies its stren 
uous heat push with 
loads of literature and a special elec 
tric heat that tells the 
tractor everything he needs to 
about the subject. The 
passed out among 
tors only (they are 
don’t belong in the 
This is the salesman’s job 
tractor who receives a manual is reg 
istered at Hein Electric. Over 50 of 
the manuals have been distributed 


electric sales 

con 
know 
manual is 


manual 


interested contrac 
expensive and 

basket).’ 
I ach con- 


waste 


heating manuals have been 
interested contractors. 


Over fifty 
handed out to 


CONTINUED 





Electric Heating (cont.) 





In addition to the heavy rain of 
literature showered on its customers, 
displays are also used in the counte! 
area so customers will be prompted 


to question the countermen. “But the 


biggest promotion weapon,” says Kohl 


enberg, “is our salesman. He pounds 
and pounds at the market—passing 
out literature, giving good service and 
making sales. Once a job is put in 
after an honest estimate—the referral 
sales start, and in this town, electric 
heat referral sales are big 

e The Avant Garde Hein’s elec- 
tric heat markets are: homes, restau- 
rants, gas stations, attic and recrea 
tion rooms, dens and new additions 
to houses (so present heating systems 
are not overtaxed). Kohlenberg says 
that Hein has pioneered these mar- 
kets for three reasons: |. Progressive 
contractors will stick with you, even 
though other outlets may enter the 
market; 2. Your name becomes syn- 
onymous with electric heat when it’s 
here to stay; 3. It anchors your prod- 
uct in the proper channel—with elec- 
trical distributors. They enter into the 
field and breed better business. 

e Salesmen’s Attitude—The big rea- 
son salesmen like selling electric heat 
iS Sparseness of price-cutting and the 
chance tu do some real creative sell- 
ing on a product, Tom Redjinski, sales 
manager of Hein, says he likes selling 
electric heat because “it’s a product 
that everyone doesn’t know about 
You can forget about price-cutting, 
and get your full commission.” 

e Keep Pounding Redjinski says 
that many contractors are hard to 
convince on the subject of electric 
heat “We keep pounding away 
though,” he says. “Why? Because it’s 
our job to get the contractor ready 
when electric heat really comes into 
its own. This way it stays with the 
electrical distributor.” 

e Points of Sale Here are some 
factors that Redjinski says should be 
taken into consideration when the dis- 
tributor salesman is selling EH 

e Teach the electrical contractor 
to build this title up for himself: 
“Electric Heating Contractor.” 

e Don’t attempt to sell the con- 
sumer until you let him know what 
his heat bill will be for the entire 
year. Get the power company in on 
this. If you give an honest estimate, 
the homeowner, etc., won't come 
after you with an axe and none of 
your referral sales will be lost. 

e When you're breaking in a new 
contractor, show him what you han- 
dle, what services you perform—how 
you operate, 
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COUNTERMEN like Charles 


Martin (above) have gone to 
school so they can sell, answer 
questions about, and even lay 
out electric heat installations. 


QUOTATION MEN such as 
Dave Volk (below) and Hugh 
Edgerton (right), can also an- 


swer questions, layout installa 
tions plus a gcod selling job 


This method also saves wear 
and tear on customer's nerves 
when they call for EH infor- 
mation. They don't get referred 
all over the lot—they get their 


answers right away 
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They came for a meeting but found an... 


Electric Heat Spectacular 


Industry interest in electric heat was confirmed by the over- 
whelming attendance at the recent First National Electric Heat- 
ing Symposium and Exposition, held for three days at Chicago. 


EYOND all expectations, almost 3,000 representatives 

of the various branches of the electrical industry 

attended the First National Electric House Heating 
Symposium and Exposition in March at Chicago. 

The three-day event was sponsored by the Electric 
House Heating Equipment Section of the National 
Electrical Manufacturers Association. Officials of NEMA 
had estimated attendance prior to the meeting at about 
700. 
¢ Rapid Growth—Attendance at the symposia and 
exhibition areas of the Sherman Hotel gave proof to 
speakers who stressed that electric heat has come of age 
and may become a billion-dollar-a-year industry by the 
late ’60s. 

C. Fred Kreiser, chairman of the NEMA Section, 
emphasized that the public is being swept up with enthu- 
siasm for the dramatic service of electricity that seems 
destined to grow cheaper in the years ahead. 

“Electric heating will replace the flame-fired furnace 
in the same manner as electric light replaced the coal oil 
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lamp, and electric refrigerators replaced the ice box,” 
he added 

Of the 63 booths occupied in the exhibition area, 55 
were devoted to displays by manufacturers of electric 
heating equipment, electrical controls and insulation 
e Well Represented—An attendance survey showed that 
electrical distributors comprised a large percentage of 
the total number registered. Figures listed this group at 
22%, second largest to utility personnel, consisting of 
28%. Others included exhibitors, 17% 
tractors, 14%; electrical engineers and component parts 
manufacturers, 7% each, and miscellaneous, 5% 

Originally, the NEMA section had planned to sponsor 
a second symposium and exposition in 1962. Because of 


- electrical con 


the success of this year’s event, however, officials are 
considering the next event for next year 

On the following six pages are speeches in whole 
presented at the National Association of Electrical Dis- 
tributors seminar, and excerpts from other speeches made 
at the meetings 





Electric Heat Spectacular (cont.) 





A full discussion of this very broad subject would 
take a great deal more time than has been allotted to 
me. I will endeavor, however, to give you my ideas in 
a brief form as to the most successful, proven method 
of merchandising electric heat 

Electric heat merchandising is no different from any 
other commodity in that it takes the teamwork of many 
people to do the job properly. I believe that it is the 
responsibility of the manufacturer, the local electric util- 
ity, the electric supply distributor and the electrical con- 
tractor working together to successfully merchandise this 
all-important commodity 

The first two I will discuss only briefly as they are 
basic 

The manufacturer has the responsibility of engineer- 
ing, designing and producing an acceptable product; ad- 
vertising it and providing well-qualified sales personnel 
in the field to assist the distributor, contractor and utility 
in the training of their personnel in the proper installa- 
tion of electric heating equipment. May I emphasize this 
point? A manufacturer cannot expect to get the job done 
if he does not have qualified personnel in the field. Elec 
tric heat cannot be sold like lock nuts and bushings 
The success in selling electric heat depends on the field 
representative’s ability to import the knowledge of de- 
signing good heating installations. One poorly engineered 
or installed installation can do more harm than a hun- 
dred jobs properly installed can do good. 

The local utility, in addition to providing the neces 
sary power at reasonable rates, should promote electric 
heat through advertising, sales personnel and engineering 
when needed. Local utility should work very closely 
with the electrical supply distributor and electrical con- 
tractor. Contractor and builder meetings co-sponsored by 
the distributor and utility have been very successful. 

The electric supply distributor is an all-important link 
in this chain of merchandising. He has many responsi- 
bilities which I am glad to say he is, in most instances, 
performing well. He is a full functioning distributor that 
carries an adequate stock for prompt delivery and pro- 
vides credit for the contractors. These functions have 
always been performed by the electrical supply distribu- 
tor, but today he performs many other functions. Yes- 
we can say that the day when the distributor was just 
a catalog order-taker is gone 

Let me give you some examples of what I mean. 
Electrical distributors, and their salesmen, have been 
trained to sell. An electrical distributor could not exist 
today if he was not a good merchandiser. Take a look 
at his showrooms and displays; notice his advertising 
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Distributors Urge 


“The electric supply distributor 


is an all-important link...” 


W. C. Wallis 
Southern Supply Co. 


program; see what he is doing in the sale of commer- 
cial and residential lighting, fans, hoods, chimes and 
many other items that must be sold. 

But let’s be specific about electric heating equipment. 
The National Association of Electrical Distributors rec- 
ognized the importance of their members doing a real 
job of electrical heating equipment distribution and in 
1955 an Electric Heating Committee was instituted. Let 
me quote from the published minutes on the first meet- 
ing of this Committee. 

The chairman said that “he was very optimistic re- 
garding the work which the newly-formed Electric 
Heating Committee could accomplish for the benefit of 
the Association’s membership and the electric heating 
industry in general. While electric heating is a compara- 
tively new industry, it is growing fast and it was hoped 
that the Committee would be able to disseminate to 
those wholesale electrical distributors who are planning 
to enter into the field in the future, information which 
will be of value to them in setting up a distributorship 
of electrical heating. 

As a former chairman of the committee, I am glad 
to report that this committee has been very active. They 
have encouraged the electrical distributor to merchan- 
dise electrical heating equipment. They have worked very 
closely with the manufacturers. I am glad to report that 
the work of this committee has been enthusiastically re- 
ceived by the electrical distributors and the manufac- 
turers. 

The NAED’s Electric Heat Committee conducted a 
survey two years ago to determine the electrical sup- 
ply distributor’s interest in the merchandising of elec- 
trical heat equipment. This survey was conclusive that 
the majority of the electrical supply distributors are han- 
dling electrical heating equipment. Most of them are 
doing an outstanding job of promoting it. Most of them 
have specialists in electric heat that have been trained 
to engineer good installations. The distributor salesmen 
have been specially trained to sell good installations. 

Let’s look at two other most important points in the 
advantages of the electric supply distributor merchandis- 
ing electric heat. 

1. He is the recognized link between the manufac- 
turer and the electrical contractor. 

2. He carries in stock the necessary wiring materials 
to install the equipment. He is able to assist the con- 
tractor in complying with codes, sizing panels, entrances, 
wire and cables. Believe me, the contractor does call 
upon us for these services. 

A utility representative asked me “why not distribute 


ELECTRICAL WHOLESALING—May, 1960 





Good Teamwork for Successful Sales 


electric heating equipment through the major appliance 
dealer?” He went on to explain that their promotion de- 
partment had worked for years with the major appliance 
distributor. | was shocked that he had not been working 
with the electric supply distributor too. I assured him 
that he was missing a big opportunity to sell power 
[ reminded him that the electric distributor was adding 
a good load on his lines every day: via lighting, motors 
pumps, etc. In our trade area several distributors of 
major appliances only and specialty houses took on elec- 
tric heat in the early days, but gave it up because they 
could not do the job. 

Electric heat is not a package nor over-the-counter 
item. It must be properly engineered and the equipment 
properly installed for customer satisfaction 

May I say to the manufacturers and the power dis 
tributors present that the electrical supply distributor is 
ready and capable of joining hands with you in the job 
of merchandising electric heat. 

Recently the sales manager of a well-known line of 
electrical heating equipment told me that years ago in 
a certain state, he was unable to secure a single elec- 
tric supply distributor to handle his product. Last year 
he went back to that state and secured adequate dis- 


“Electric heating will probably 
be the greatest new product since 


fluorescent lighting.” 


H. G. Blumberg 
Cadillac Electric Supply Co. 


I asked myself the question, “Can the electrical dis 
tributor afford to lose the electric heating market?” Look 
for a moment at the past and then peek into the future 
of the industry. This will provide a quick and simple 
answer. The alert electrical distributor must be cogni- 
zant of two vital factors: (1) constantly increasing oper- 
ating costs and (2) the downward pressure of his gross 
profit margin. 

In answer to the first, his philosophy of doing busi- 
ness obviously embodies a constant search for new meth- 
ods to increase efficiency and reduce costs. This is funda- 
mental . Just good business sense. As for the second, 
however, he had better profit test his customers, his 
salesmen, and most important, his products. As our 
economy grows, our industry grows; and with it in- 
creased complexities create increased competitive forces 
Once understood, the distributor knows that his promo- 
tional and sales efforts have to be directed toward his 
most profitable markets and products. Unfortunately, 
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tribution through top electrical supply distributors. He 
stated that he found that the distributors had now rec- 
ognized the importance of this commodity and were 
very happy to distribute his merchandise 

Ihe NAED committees will continue to urge their 
members to merchandise electrical heating equipment as 
a profitable addition to their lines 

Now, let’s talk about the electrical contractor's place 
in the merchandising of electric heating 

I am not one that subscribes to the old theory that 
contractors cannot sell. I say that he can and does sell 
Show me a successful contractor and | will show you a 
salesman. His success will be because of good selling 
and quality work—-not his prices 

The electrical contractor has the know-how to install 
the heating and the allied equipment to make it function 
properly. He is a mechanic that must make his installa- 
tions safe and work properly—this is the only way he 
can satisfy the customer and secure more business. 

Let me summarize by saying that the proven success 
ful method of merchandising electric heat is the team- 
work of manufacturers, utilities, electrical supply dis- 
tributors and the electrical contractors. This is the team 
that can produce good results 


these possible avenues of expanding effort are narrow- 
ing. He must, therefore, focus on new products or serv- 
ices and to their importance to him for his very survival 

Let’s look back at some markets the distributor lost 
by default in recent years . the portable electric tool 
field . . . the electronics parts market the electric 
motor market . . . to name a few. These are all very 
lucrative but were ignored in the beginning when they 
were small. Distributor management, so wrapped up in 
day-to-day problems, failed to take the necessary plan 
ing time to evaluate the potential and prepare for the 
future. The door was left open for the opportunist to 
step in and capitalize on the distributor’s lethargy. 

Not so, we feel, with electric heating. This will prob- 
ably be the greatest new product market since the 
advent of fluorescent lighting. The NAED has had a 
committee on electric heating since 1955. This com- 
mittee has successfully set out to inform its member 
distributors of the importance of the future of this mar- 
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‘Electric Heat Will be a Great Potential 





ket. It has kept the membership advised of changes in 
the industry and of its problems. It met on two separate 
occasions with leading manufacturers of electric heat- 
ing equipment to discuss mutual problems relating to 
distribution. In 1958, the committee conducted an ex- 
haustive survey of Association members. Results of this 
survey, made available to the industry, indicated that 
80% of all electrical distributors are actively engaged 
in stocking, selling and promoting electric heating equip 
ment. I strongly urge distributors everywhere to continue 
to display increased awareness of this most important 
market 

A recent industry analysis disclosed that between 1956 
and 1959 the distributor greatly strengthened his rela- 
tive position in selling electric heating jobs. In fact, to 
quote the report, “The Midwest pattern may be more 
typical of the future where the wholesaler has done a 
strong job of selling This is in an area with rates 
high enough to need considerable persuasion . . . In 
1959, in the Midwest, distributors accounted for the 
selling of 23% of all electric heating jobs.” 

I believe that most electrical distributors recognize the 
impact of the future of this market to their future. In the 
broader sense, however, it might be said that the elec- 
tical industry must recognize and strengthen the links 
in the chain for its very survival because the distributor 
can’t do it alone. Let’s face facts electric heating, 
currently only a ripple on the ocean of home heating, 
will swell to a tidal wave in the next 10 years. 600,000 
homes are heated electrically today. By 1970, conserva- 
tive forecasts project a figure 6 times this amount. In- 
dustrial and commercial application, although a smaller 
segment, are sizeable and growing by leaps and bounds 
Stumbling blocks, including rates, FHA approvals, finance 
problems and standards, are quickly erased. Electric 
heating will be sold but who will produce it, sell it, and 


I am delighted to have the opportunity to be with 
you today and represent a portion of the electrical in- 
dustry I consider a most vital link in the overall picture 
of electric heating—the electrical distributor. I feel also 
that a sincere vote of thanks should go out to all men 
and companies who have had the foresight and the energy 
to bring all factions of an infant industry together to 
discuss its problems and work toward a common goal. 

I consider this goal to be a substantial increase in 
the new building electric heating jobs for 1960 and each 
succeeding year until the public shows a numerical pref- 
erence for electric fuel. We collectively may be looking 
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install it is still a matter of conjecture. The business will 
not be handed to the industry on a silver platter. The 
manufacturer-distributor-contractor team will have to 
deserve the business. They must prepare for it by joint 
effort in education, promotion and training. Other in- 
dustries, presently enjoying the lion’s share of the heating 
business will not sit idly by and watch this lucrative 
market slip through their fingers without a battle. 

The only segment assured of their part in its future 
is the electrical utility. All other groups are inter-de- 
pendent. Even now, one of the largest manufacturers of 
warm air heating equipment is surveying electric heating 
and expects to market a competitive product shortly. 
Plumbing and heating contractors are studying the mar- 
ket, learning the product. Many say, “When we think 
the time i; ripe, we'll step in and take over. After all, 
electric heating is heating, and we are the heating in- 
dustry.” 

We in the electrical industry must meet this competition 
from other sources by taking constructive steps to assure 
the utilities that we can do the job. This can best be 
accomplished at local market levels with the assistance 
of the electrical league or association as the coaching 
staff and the utility in the backfield as the quarterback. 
I’m sure that the utility industry would prefer to do busi- 
ness with the electrical industry. This is their easiest 
channel for service and quality assurance for they al- 
ready know the companies and personnel and don't 
have to face the grueling task of new acquaintances. 

The utility, however, must serve the public and if 
other segments of the electrical industry are not jointly 
equal to the task, the business will turn to other chan- 
nels. Let’s rephrase the question—not, “Can the electri- 
cal distributor afford to lose the heating market?” but 
more broadly, “Can the electrical industry afford to lose 
the electric heating market?” 


“Without the utility, no electric 


heating program can survive.” 


Phil M. Furbay 
The Furbay Electric Supply Co. 


10 years into the future before this is accomplished; but 
with the conversion market potential and the continued 
efforts of all factions here concerned, I see no reason 
for this goal not to be a reality. 

But just as all spokes of a wheel are necessary in 
its use, so are each of the factions cooperating in the 
electric heating field to realize this or any similar result 
for the benefit of all. The hub of this wheel, I feel, is 
the electric utility in any given area—for it is around 
the utility that the spokes are supported and revolve— 
and without which no program can survive. We have 
both kinds of power sellers in Ohio and for private 
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utilities and REA firms who are not enthusiastic boosters 
of electric heating we provide every means at our dis- 
posal to help them into a promotional program. We learned 
long ago that you cannot push any light and power 
company into anything—so you do what you can while 
waiting for them to come around; and come around 
they will if you have the tolerance to wait. 

Now that leaves the utilities who are actively promoting 
electric heat and we all love them like a brother. But 
even here some of the methods of promotion are ques- 
tionable. I refer mainly to those programs which employ 
cash benefits either to the installer or the ultimate user 
when electric heating or cooling, or both, are incorporated 
in a given building. I ask you to recall a decade or 
three ago when the electric clock came into being with 
a $25.00 price tag and the spring wound version had 
been selling everywhere for 98 cents. Salesmen made only 
two claims, it was accurate to the second and you didn’t 
need to wind it when you put the cat out at night 
Grandma put aside her cornstalk broom in favor of the 
electric vacuum cleaner at 100 times the initial invest- 
ment while Grandpa figured that whatever the cost of 
operation would be, it was surely more expensive than 
“wife power,” yet only two benefits were stressed—it 
was cleaner and it was healthier. The electric refrig- 
erator ended an era of jokes about the iceman but it 
was sold mainly on the ideas of no fuss or muss and 
it was completely automatic. I leave you to determine 
which produces the better results, a customer enjoying 
the benefits, or one who wonders how quickly the cash 
bonus will be recovered in his monthly payments. But 
aren’t we using the same selling techniques from these 
well established products and just applying them to a 
newer field? It’s accurate, it’s trouble free, it’s cleaner, 
it’s healthier, no fuss or muss, and it’s automatic still 
carry a successful tone over into electric heating. Per- 
haps the government trend to subsidize, along with the 
trading stamp era, make it impossible to sell otherwise; 
but at Furbay Electric we believe electric heating can 
be sold on its own merits. 

Assuming your local utilities are promotion minded 
on any basis, the distributor must ally himself with the 
installing contractors as one of the spokes in the wheel 
as the customer invariably asks, “What is the total in- 
stalled cost of your equipment?” This necessitates an 
allegiance that can offer the user one concise answer 
from either party that will go a long way toward simpli- 
fying a subject that he has already complicated in his 
own mind. Frankly, while | have much respect for the 
larger electrical contractor who specializes in commer- 
cial and industrial applications—he is not the one who 
has done us the most good in the heating program. Gen- 
erally, it has been the smaller firm or individual man on 
his own who seems willing to spend the extra time with 
his customer to “sell up the job,” but he relies on his 
distributor for help to figure and sell. The larger the 
contractor in size the more involved he seems in bidding 
bigger dollar-volume jobs with correspondingly less time 
for promotion. 

This alliance with the installer places quite a bit of 
responsibility upon the distributor who must first qualify 
his own men as the experts before he can teach others. 
In our own case, we set up a department with a well 
qualified man added to the sales staff for that purpose. 
Quite frankly, this department did not show a profit for 
two years, but I believe in this venture we are similar 
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to many of the manufacturing firms present here today 
in that we used profits from an already established busi- 
ness or division to promote a new field using half the 
dollars we normally would have donated Uncle Sam. 
his type investment inherently expects rather rapid fi- 
nancial returns so that no great amounts were poured 
into research and development by the manufacturer or 
into marketing and sales analysis by the distributor. Con- 
sequently, we both suffered some losses in product per- 
fection and sales success. 

Although our National Association of Electrical Dis- 
tributor’s organization has some 1,100 member firms, 
there are many who are no deeper in market than port- 
ables and bathroom units at present. This is quite frustrat- 
ing to the manufacturer who wants to market through this 
channel and finds the door closed. Many of you have 
indicated that the distributor-contractor relationship has 
proved itself for half a century and for the long haul 
this is now and will continue to be the most economical 
way to get your products to the user on a sound, es- 
tablished basis. Just remember, those of us who are work- 
ing from within the distributor trade often find a fellow 
wholesaler as hardheaded to us as he probably seems 
to you—but we feel that for any distributor to be a 
full-functioning outlet to his customers, he is doing them 
a decided disservice until he has an electric heating pro- 
gram. But many have to be shown, so take it upon your- 
selves to lead the way by demonstrating (not just sales 
pitching) how a successful program has operated for an- 
other distributor in his comparable situation. And please 
don’t flaunt the TVA and Pacific Northwest at him as 
those areas have a few special features that the rest of 
the country does not enjoy! A tip to you might be to 
determine if he recently has dropped his appliance and 
houseware lines as many have in the past two years— 
here certainly is capital and manpower waiting to be 
tapped for a new market. Ask him if he would like an 
opportunity to rise above the competitive rat race and 
offer his customers an engineering service that makes 
them look at him as an expert and returns a reasonable 
profit margin. Get him started gradually on the supple- 
mental market where the outlay and effort are initially 
quite small. Incidentally, this is proving a nice steady 
business for us throughout the winter months when 
normal construction is at a low ebb. It also serves as 
sort of an introductory offer to many users who normally 
never would consider electric heating on a whole house 
job. Strangely enough, this has brought to us many 
furnace dealers and plumbing contractors who can see 
the value to them for our material. The local manager 
of a big company has 3KW on his closed-in porch 
and privately confessed to me that he had no method 
to compete on such an installation. 

There can be many entries to the electrical distributor 
for increased sales, but remember: it is his investment 
and he alone must make the decision, so don’t crowd 
him. I feel sure that every distributor will want to be—and 
should be in the heating field in order to be progressive 
in the industry and a leader among his customers. 

If just one of the spokes in my imaginary wheel is 
weak or missing you will eventually bog down the wagon 

and this cannot be if electrical heating is to grow 
into the national proportions I outlined at the beginning. 
I truly believe this field offers the greatest potential for 
the electrical industry in the 1960’s ahead—so let’s work 


together and make it a reality, 
CONTINUED 
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A Rapid Growth is 


The future looks bright for the overall industry 


S. B. Aronson 
Berko Electric Manufacturing Corp. 


Electric heating is on the move. It is getting strong 
and there is growing consumer acceptance in markets 
in all parts of the country. From the growth pattern 
that has developed, we know this acceptance will not 
only continue but will accelerate in the foreseeable 
future, 

Certain factors that will affect the growth of electric 
heating are tangible; others are not but have proven 
themselves. Among the intangible factors is the number 
of new manufacturers continually entering the business. 
With them comes competition and new ideas. Their 
challenge must be answered by existing manufacturers 


Putting electric heating promotions 


R. W. Smith 
Metropolitan Edison Co. 


learning by actual experience is a “must” as 

a first step in the promotion of electric home heating 

The first step is to design a home heating rate. Why is 

it felt so important to keep the rate simple? So customers 

can understand it? Yes, that’s part of the reason. But it’s 

doubly important that the installing contractor understand 

it. If we are to be successful in “multiplying our hands” 

in selling electric heat, we must make the rate an “easily 
used” tool. 


How to add more kilowatt hours 


Cc. E. Anderson 
Virginia Electric & Power Co. 


There are times, I feel, for all of us to step up for a 
bird’s eye view and check to see if our promotional 
thinking is in proper perspective. 

Practically all of us vigorously promote total home 
electric heating and some S & A load rides the coattails 


How salesmen sell electric heat 


Joseph A. Pape 
Commonwealth Edison Co. 


A salesman needs a good technical knowledge on the 
proper application of electric heat. He must know about 
the various types of equipment and how they should be 
installed. Because insulation and good construction are 
so vital he also needs a good knowledge of proper con- 
struction practices—how to insulate various building sec- 
tions, the correct use of vapor barriers—how to calculate 
heat loss and estimate operating costs—and how to engi- 
neer and lay out heating installations. In short, he has to 


LA 


We believe the ingenuity which has made the electrical 
business what it is today will continue to be demonstrated 
in the design and creation of new, better and different 
electric heating equipment. This is healthy competition 
and it creates excitement in the market-place which 
manifests itself in increased sales for all. 

With this new competition will come large scale ad- 
vertising at the consumer level. When we realize that 
for all practical purposes there has been virtually no 
money spent in advertising electric heating to the con- 
sumer on a national basis, the growth of our industry is 
astonishing. It might even be said that we haven't sold 
electric heating yet the public has gone out and 
bought it! 


work 


The next logical step was one of establishing a clear- 
cut policy—a set of ground rules. Actually, these com- 
bine many of the ideals that were learned from other 
utilities who had earlier experience in the promotion of 
electric heating. 

Basic sales training is next. The first step was to “cue 
in” our people. 

The rate, the policy, the training, the advertising and 
the sales tools all play an important part, but the real 
strength of an electric heating promotion lies in aggressive 
direct-to-customer selling. 


of that activity. Each year we are pretty pleasantly sur- 
prised when “Suddenly it’s summer” and we discover 
how much § & A has come to us for free. Think how 
much more we'd have if we went after it and think of the 
accumulating impact of S & A as a pace setter for all 
electric use. 

So let’s get off our heels and set the rules that will en- 
able us to make and carry out ambitious promotional 
plans 


practically be a “Jack-of-All-Trades.” 

Then—of course, he must know the advantages of 
electric heat—what benefits it will provide the user—why 
it is better than other types of heating. 

To successfully make sales—he must be enthusiastic— 
he must be convinced that the electric way is the best 
way if he expects his prospects to arrive at the same 
conclusion. 

However, knowing the advantages and how to apply 
electric heating equipment is not enough. The salesman 
must be able to interpret and explain these advantages as 
definite benefits to a prospect. 
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The electrical contractor is essential 


Charles P. Bobe 
Cc. P. Bobe Co. 


Electric heat imposes no special construction problems. 
In fact it simplifies construction problems. Furthermore, 
it is an important contributor to holding down construc- 
tion costs and even reducing them. 

The electrical contractor is by his qualification and 
his position the representative of the electrical industry 


Techniques on selling electric heating 


R. M. Hausler 
Rural Electric Consumer Publications 


One point to consider is a growing conviction that we 
must train more people to do more custom selling. In the 
power supplier side of the business we have been a bit 
too eager to rely on generalized rigid formulae. 

Perhaps a salesman becomes inflexible mainly because 
he lacks the knowledge and training to improvise. But we 
haven't helped for we have been too prone to give him 
rigid formulae. 

While it is not exactly a technique, there is another 
step which we must take in order to do an adequate 
selling job. We have got to find out a little better where 
we are now. No one of us knows enough about cost 
figures from all over the country, or what the consumer 


What is the significance of NEMA 


R. D. Graham 
General Electric Co. 


In any growth industry there are many more problems 
which must be solved to preserve the soundness of the 
industry. The one which concerns us today is that of 
equipment standards. Standards bring organization and 
definition out of ineffectiveness and confusion. They give 
purpose and direction to the industry. They provide a 
basis of equipment selection for the contractor or con- 
sumer. They provide standard dimensions and ratings for 
the architects, engineers, and builders. 

Standards, as we mentioned, are of extreme importance 


The virtue of honesty in selling 


Lowell R. Mast 
Commercial Controls Corp. 


Electric heating has reached a critical stage in its career 
right at the time when there exists something of a “crisis 
in public confidence.” Where this industry goes from 
here will depend how close we adhere to the old fash- 
ioned virtue of honesty. Our future efforts should be 
directed towards establishing public faith in electric heat- 
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when it approaches the construction markets. This is a 
vast market—some $10 billion electrical-wise. The elec- 
trical contractor is first and foremost an electrical man 
He is interested in promoting electrical use, for that is 
his bread and butter. 

We who pride ourselves on being qualified electrical 
contractors accept the responsibility for doing these 
things and we respectfully suggest that our teammates 
accept the responsibility of making it possible for us to 
do a good job for ourselves and for them too. 


satisfaction picture is. We know too little about the loca- 
tion of installations, the kind of information that will let 
all of us know better where electric heating is becoming 
acceptable, where it is ready for the big push for satura- 
tion and where aggressive selling is needed to get our 
foot in the door. There is quite a job of pooling all of 
our information through NEMA or in some other way 
None of us now has more than a few scraps. 

Something else which we must do, it seems to me, is 
get organized to present specific sales programs in specific 
areas. The kind of institutional promotion of electric 
heating which has predominated thus far, is probably a 
necessary preliminary and a necessary part of the con- 
tinuing promotion of the future. But this broad approach 
obviously must be supplemented with a specific offer 
made to specific customers before a sale will result. 


standards? 


to the distributor, contractor, architect, engineer, local 
inspector, utilities and the consumer. Why are they im- 
portant? Because a standard, by definition, defines a 
product with reference to nomenclature, composition, 
construction, dimensions, tolerances, safety, operating 
characteristics, performance, quality and rating. 

Most of all, the consumer will benefit by standardiza- 
tion. He will know that the equipment meeting these 
standards will produce rated output, will be safe as pos- 
sible and will be of high quality. After all, it is the con- 
sumer we must please if we are to stay in business and 
continue to grow. 


ing. Our conduct should be such that the public will 
believe what we say about “LIVING BETTER ELEC- 
TRICALLY.” We have too much at stake to do anything 
that will reflect unfavorably upon us as an industry. 

Right now we have a number of standards to guide 
all those interested in electric space heating as the finest 
way to “Live Better Electrically.” Now the question is: 
“Will the industry and you have the fortitude to live by 
them?” 





WANT TO BECOME A 


All it takes is $15 


and 20 hours of your time 


1. Order these aalin | 


The 20-Hour Electrical Course is aimed at building a basic 
framework of electrical understanding with the minimum possible 
time and money investment. Designed for the individual salesman 


here xy desiring a planned approach toward this end, the course also can 


be adapted by distributor management for a group. 
what But a well-rounded understanding of electrical technology is 
only one benefit of taking the course. The real reward comes in the 
application of the acquired knowledge—knowledge that can help a 
you get & salesman become more useful to his customers, knowledge that can 
help him increase his sales and earn more income. 

A final benefit is in the form of the three books, which will serve 
as a ready-reference library. The total cost of the course—$15—is 
represented by the cost of the three books: “Elementary Applied 
Electricity” ($4.50), “Electrical Equipment Manual” ($4.00), 
“Electrical Systems Design” ($6.50). 
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that means easier selling... bigger profits for you/ 


Sell your customers this complete line of electric heat 




















that is pre-sold for you through contractor-builder ater’ 

publications and national advertising. Baseboard heat ean eenennagytei 

ers gently circulate heat without a fan. Emerson ETT —— 

Electric in-the-wall recessed heaters silently pro eee | | 

vide safe, clean heat. Emerson Electric ceiling cable iif “Ih sisi — Baseboard Heater 
assures uniform comfort throughout rooms. Built Hit: aM ttl |) 

in-the-wall Northwind heat pumps cool when it’s hot iii HAHAH: Hint 

and heat when it’s cold. All are fully guaranteed by | [ie ennsiee = 

Emerson Electric 5 - 

Another of the Finishing Touches from Emerson @ ’ ™ 

Electric... pre-sold packages of quality electrical acces a ee 

sories that mean easier sellin more money for you ! In-the-wall Radiant Heat Infra-red and 

Heater Ceiling Cable Convection Heaters 


EMERSON ELECTRIC 


BUILDER PRODUCTS GROUP 
EMERSON ST.LOUIS, MO Pryume POMONA,CAL. KEYSER, W.VA. 
4mperial LATROBE, PENN Rittenhouse HONEOYE FALLS,.N.Y. 








Write Dept. B16, Emerson Electric + 8100 Florissant + St.Louis 36, Mo. 
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WEAVER 


... than any other 
water-pipe clamp 


HERE'S WHY: 


When your customers compare Weaver Bronze Clamps 
with others, they find Weaver Clamps are bigger, 


heavier and more rugged. Extra metal at pressure 


YOU GET MORE SALES... points gives maximum strength and increases conduct- 
BIGGER PROFITS 


; ivity. All-Bronze construction with heavily cadmium 
Only three types to stock to cover every grounding 


job. Sizes for %4” through 4” copper or galvan- plated screws prevents rust and corrosion... assures 
ized pipe .. . meet all contractor and utility spec- " — . 
a : fens permanent grounding. The swinging top cuts install- 
ifications. WEAVER is a complete quality line that's 

easy to sell. ation time and increases contractor's earnings. 


Advertised in leading electrical publications and 
direct mail to your customers and prospects. 


2110 Howard Street + St. lovis6,Mo. * GArfield 1.6336 





J.A. WEAVER 
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Accelerated testing of cable. This machine, designed by AS&W engineers, is testing mining machine cable to determine its resistance to reeling and pay 
off under tension, abrasion, flexing under tension, kinking under tension. Just one of the ways to determine the best insulating and jacketing compounds. 


From portable tools to the largest power shovels, Amerclad Cables offer safe dependable service > 


It's how you mix ingredients in just the right proportions that makes a big difference in cable performance 


<c Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


e Asbestos Wire and Cable e Varnished Cambric Cable 
e Mold-Cured Portable Cord e Interiocked Armor Cable 
e Shove! & Dredge Cable e Special Purpose Wire & Cable 


e Paper & Lead Cable e Aerial, Underground and 
Submarine Cable 
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In @ss) Tiger Brand Amerclad it’s better engineering 
and quality construction 


Engineered for the job. USS Tiger Brand Amerclad 
Cables are used in such a variety of applications that 
“engineering for the job’? becomes extremely impor 
tant. Special constructions are designed for electric 
shovels, dredges, mining machines, welders and port- 
able tools. Cable life depends on how well the engineers 
have anticipated all the destructive forces that a 
cable encounters in service. 


Quality construction. USS Amerclad’s highly flexible 
construction—rubber insulated conductors and Amer- 
prene jacket —is carefully designed to give you superior 
electrical performance and mechanical reliability. Dy 
namically balanced rope lay conductors, as opposed 
to loosely bunched groups of fine wires, give balanced 
performance and long, trouble-free service through 
elimination of unequal tension and elongation. 

Each conductor is separately insulated with Amerite, 
a tough heat-resisting, special rubber compound that 
exceeds the requirements of ASTM, and other industry 
standards. A rugged abrasion resisting Amerprene 
jacket protects the cable from mechanical abuse. 

Tiger Brand Amerclad Cables are as tough as they 
come. They soak up shock and vibration, withstand 
crushing impact, severe jerking and pulling for un- 
believably long periods. Used outdoors for mining, 
quarrying and excavating machines, Amerclad resists 
the constant wear and abuse from contact with rocky 
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ground. And installed on lighter indoor equipment 
electric welders, shop tools and motor leads— Amerclad 
gives top performance even when it’s dragged over 
rough floors, through oil, grease or water. 

Amerclad’s greater durability will pay for itself 

many times in unfailing service, and ability to handle 
rated loads. It’s the toughest electrical cord and 
cable money can buy. 
Send for catalog. The Tiger Brand Amerclad Cable 
story is told completely in our new book we've 
reserved for you. We'll send the book without cost or 
obligation. American Steel & Wire, Dept. 0240, 614 
Superior Avenue, N.W.. Cleveland 13, Ohio 


USS, Amerciad, Amerite, Amerprene « Tiger Bre are (egistered trademarks 


American Steel & Wire 
Division of 
United States Steel 





NOW |! 


MAXIMUM HOUSEPOWER 
FOR ALL-ELECTRIC HOMES 


with BullDog’s 200-Amp 
distribution service center 


Provide better electrical living with BullDog’s PLi2A Pushmatic 

Electri-Center®! This residential distribution service system sup- 

plies 34 circuits to feed electric heating, air conditioning, range, 

oven, water heater, dryer, plus lighting and general purpose circuits 
w @ ... all froma single compact 200-Amp 12-circuit panel! (See dia- 
gram at right.) For further information contact: 


SullDog Electric Products Division, I-T-E Circuit Breaker Company, Box 177, Detroit, Michigan. 
In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 


BULLDOG ELECTRIC PRODUCTS DIVISION 
1-T-E CIRCUIT BREAKER COMPANY 














Cat. No. PLI2A 
Service Center 


at. No- 


Sub-panel with 10— 
2-pole circuits for 
electric heat and air 
conditioning 

or a separate feeder 
for electric heat 


pump. 


Sub-panel for 20 
general purpose and 
lighting circuits. 


oa ¢ 
WATER 
HEATER 











This is a distributor. 


“Regular contact and alertness 
to the customer’s needs 
sold this installation: 


Meet James L. Warner, 
Sales Engineer for 
McCaffery Company 
of South Bend, Indi- 
ana, whose regular 
calls and reputation 
for service won a dou 
ble order for Fire Pro 
tection Systems at 
Notre Dame 


“I make regular visits to Notre Dame. I’ve been stopping by their Mainte- 
nance Department at 9:00 every Friday for the past four years. We do quite a 
bit of work with them. It was during one of these routine calls that I heard 
about the University’s interest in additional fire protection equipment. When 
I suggested Edwards systems they were definitely interested, because they 
already had other Edwards equipment on the campus and it had proven 
highly satisfactory.” 

“I called in the local Edwards Technical Representative and together with 
Les Hitchner, Notre Dame’s Electrical Shop Foreman, we went over the 
buildings and laid out zones and planned installations. Soon after submitting 
our proposal we got the order.” 

Bob Romberg, the Edwards Technical Representative, Jim Warner 


(center) and Les Hitchner, prepare plans for an Edwards AMVAD 
Fire Alarm System to protect Notre Dame’s Sacred Heart Church 
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Les Hitchner said, “Ease of installation 
means a lot to me. I really appreciate 
close contact with the distributor and, 
through him, with the manufacturer.” 
Les has found, as many others have, 
that the McCaffery and Edwards team 
can be depended upon for any help 
needed — during installation and later. 


Jim Warner, Les Hitchner, Brother 
Borromeo and Bob Romberg survey the 
Edwards-protected Notre Dame buildings 
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Brother Borromeo (left), Notre Dame's 
“Fire Chief” is in charge of fire pro- 
tection activities at the University. The 
fire protection system installation pro- 
gram was begun on his instigation and 
represents a continuing process 
Protection of all buildings is the ulti- 
mate goal. “Edwards signaling sys- 
tems have beer. in use at Notre Dame 
for many years. The simplicity of the 
AMVAD installation such as the one 
planned by Jim Warner and Mr. Rom 
berg is appealing to all prospect.ve 
customers. Any competent electrician 
can put it in and it doesn’t require in- 
volved wiring and extensive alteration 
of existing facilities—an important fac- 
tor in this application. Close contact 
with the distributor, such as McCaffery 
Company has provided Notre Dame, 
means a great deal. Everyone likes to 
have someone close to call upon. It’s 
good to know that the equipment and 
installation is backed up.” 


Dormitory installation of Edwards com 
bination fixed temperature and rate of 


rise detectors provide 24-hour protection 


Jim Warner credits service with land- 
ing this job more than any other con- 
sideration. “We get help from the man- 
ufacturer that means we can jump the 
moment the client says jump. Also, our 
clients know that we’re backed up on 
delivery, technical help, and on any 
maintenance requirements that might 
arise. Price was favorable...but regular 
contact and alertness to the customer's 


needs sold this installation.’ 


The Edwards Company believes that 
distributors have an important but 
sometimes under-rated job to do in the 
electrical industry. Often we run across 
men in distributing like Jim Warner of 
McCaffery Company who are doing 
their job very well indeed. We’re glad 


to be able to relay their ideas. 


Here’s the type installation 
Jim Warner sold Notre Dame 


EDWARDS AMVAD 
AUTOMATIC 

FIRE ALARM 
SYSTEM 


Completely automatic system combined with 
manual stations for 24-hour protection. Op- 
erates regardless of power failures. Sound§ 
evacuation signal, indicates location of firé 
at a central point, and may be used to signal 
municipal fire headquarters automatically. 
Fully supervised for complete safety 


= 
-- 


VD 


Automatic 


Control Panel Thermal Detectors 


Do a 


Alarm Bell Manual Station 


These popular systems round out 
the institutional line of Edwards 
Fire Alarm Systems. 


Edwards Type CCVA. Simplest supervised 
system, sounds an evacuation alarm only. 
Ideal for smaller buildings 


Edwards Type SSAMR. Common coded: 
sound four or six rounds of common code 
a distinctive alarm signal. Fully supervised. 


Edwards Type SSAM. City-connected system 
sounds a coded signal within the building 
and also at the municipal fire headquarters, 
entirely automatically 


Edwards Type SSA. For large buildings: 
coded signal sounds throughout the prem- 
ises, tells where alarm was activated, locat- 
ing fire while giving the evacuation signal. 


Edwards has the right fire protection system 
for every school or institutional require- 
ment. A complete range of simple, easy-to- 
install equipment backed up by all the tech- 
nical assistance you require and a reputation 
for reliability built through 80 years of 
specialized signaling experience. Call your 
local Edwards Technical Representative or 
write Edwards direct for complete details. 


EDWARDS 


Specialists in signaling since 1872 
CONTROL * COMMUNICATION « PROTECTION 
Edwards Company, inc., Norwalk, Connecticut 

(in Canada: Edwards of Canada, Ltd, 

Owen Sound, Ontario) 





THIS.. .| need never happen again! 


| 
| 


NEW SOLID-FILL JEFFERSON 
DRI-LOK BALLAST GIVES 
POSITIVE PROTECTION AGAINST 
COMPOUND DRIP! 


Why chance the danger of messy compound 
leakage? Jefferson has solved this unpredictable 
problem with an entirely new ballast—the 
DRI-LOK. Instead of being filled with conventional 
compound, the DRI-LOK contains a newly 
developed thermo-setting material. It fills the 
entire case and permanently bonds case, core and 
coil into one solid, voidless unit. This dry, 
solid-fill material is so chemically and physically 
stable, it cannot combine or react with any 
other material in the ballast. It cannot soften 
or liquefy under any operation conditions 

for the life of the ballast. Only the DRI-LOK 


‘ ballast offers this positive protection. 


it's NEW and it's BLUE 
We’ve enameled the new DRI-LOK ballast 


blue so you'll instantly recognize the finest 
performing ballast since the introduction of 
fluorescent lighting! Jefferson Blue has long been 
symbolic of excellence. The new, blue DRI-LOK 
ballast is the latest in many advancements 

that have strengthened the Jefferson tradition 
of sound research, excellent design and 

quality manufacture. 


Write today for complete details and specifications. 


Jefferson »); loss 
New Blue FLUORESCENT BALLASTS 


JEFFERSON ELECTRIC COMPANY ¢« BELLWOOD, ILLINOIS 
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BALANCED COMPOUNDING mea; BALANCED RESISTANCE 


... to all of the factors that attack portable cables and cords 


It is not enough that portable cables or cords have the ability to 
resist attacks by water or oil, or any other single factor. To provide 
truly dependable service over long periods of time, portable cables 
must have balanced resistance to all deteriorating factors 

Since there is no one ingredient that has inherent resistance to 
all of these factors, the insulation or jacket of the portable cabl 
or cord must be a combination of ingredients. 

Balanced Compounding refers to the scientific selection of these 
ingredients and the proportions in which they are mixed. Where the 
balance is upset by loading the compound with any one ingredient, 
resistance to one factor may increase, but resistance to other factors 
will be lessened. 

Proof of the worth of Simplex Balanced Compounding can be 
found in the fact that Tirex portable cables have been successfully 
performing under the most rugged operating conditions for periods 
ranging up to twenty years. 


WIRE & CABLE CO. 


Cambridge, Mass. «+ Newington, N. H 
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JOB-PROFIT TOOLING IDEAS FROM GREENLEE in powerful spread 
advertisements like this regularly reach your key customers and prospects . . . create extra tool sales oppor- 
tunities for you. Tie in your selling efforts with Greenlee Job-Profit Tooling . . . the complete line of timesaving 


tools, all from a single source! 
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no special 
attachments 
needed to bend 
ALUMINUM 
CONDUIT 


with Greenlee 


lightweight benders 


When your jobs call for bending aluminum conduit, 
you can streamline operations and make big savings 
in labor and materials with a standard Greenlee light- 
weight hydraulic bender. 


Designed to accommodate both steel and aluminum 
conduit and pipe without special attachments, Green- 
lee lightweight benders are extra rugged, fast, powerful 
- . . yet one man can easily transport, set up and 
quickly make uniform bends. 


Shown at right are two views of aluminum conduit 
installations on a large electrical job now in progress. 
Top illustration shows 16 parallel runs of aluminum 
conduit with offsets made by a Greenlee No. 888 
multipurpose hydraulic bender. Job is typical of 
accuracy and uniformity of duplicate bends easily 
made in one shot with Greenlee No. 888 benders. 


Lower picture shows complex duplicate offsets and 
concentric bends at intersection of several conduit 
runs. All conduit is aluminum and all offsets were 
made with a Greenlee No. 888 multipurpose hy- 
draulic bender . . . other bends were made with a 
Greenlee No. 884. 


Four Job-Profit Tooling Ideas using Greenlee hy- 
draulic benders are shown on the facing page. High- 
strength aluminum alloy construction of Greenlee 
benders holds weight to a minimum for easy 
portability and one-man operation. 





Idea for faster, more efficient 


bending — Cost for all your bending jobs 
can often be reduced by half or more with a 
Greenlee No. 880 lightweight hydraulic 
bender (above) for 14” - 2” aluminum or steel 
conduit. Available for hand or power pump 
operation, the No. 880 makes 90° bends in 2” 
conduit in approximately five minutes with 
hand pump ... less than a minute with a 
Greenlee power pump. Conduit is inserted 
and removed from the front . . . permits fast 
“in-place” bending. 


Idea for controlling costs, 


making better installations — 
Actual on-the-job figures show that with a 
Greenlee No. 883 bender, costs for making 
bends in aluminum or steel conduit run about 
one third of that for using manufactured 
bends and fittings. Complete portability of 
this lightweight unit makes transportation 
fast and easy. The No. 883 accommodates 
eight sizes of conduit from 44" -3” ... re 
quires only one size of pipe supports for 
complete range. Fast hand or power pump 
operation, plus mobility make this compact 
bender one of the most important tool in- 
vestments you can make today. 


Idea for streamlining 
bending operations 
on large-diameter 
conduit—Contractors across 
the country are finding big 
aluminum and steel conduit in 
stallation jobs are quickly com 
pleted with better results, more 
uniform quality when they put 
a Greenlee No. 884 lightweight 
hydraulic bender to work. Forty 
tons of ram pressure quickly 
make 90° bends in one shot in 
conduit ranging from ¥” - 4”. 
Operated with standard hand 
pump or Greenlee power pump. 


Idea for making offsets in seconds, with one 
setting, one shot— When job requirements call for offset bends, 
make them on the job—in seconds — with a Greenlee No. 888 multi 
purpose hydraulic bender. Offsets always correctly aligned — no doglegs! 
Easily operated by one man, this bender also makes 90° bends close to the 
end of the pipe in one shot. For 4” - 2” conduit, the No. 888 features 


hand or power operation . . . heavy-duty casters for easy transportation 


Greenlee Job-Profit Tooling offers a complete line of timesaving tools for 
electrical construction. Get the complete story on how they can help you 
to control costs, write for Bulletin E-240 today 


GREENLEE TOOL CO. 1918 Columbia Avenue, Rockford, Illinois 


TOOLS FOR CRAFTSMEN 


GREENLEE JOB-PROFIT TOOLING 
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ALL OF THESE EXTRA QUALITY FEATURES 
INCLUDED AT NO INCREASE IN PRICE! 


In addition to these BRAND NEW selling features, this top-quality 
VENTROLA unit is completely pre-wired, ready for ‘‘Easier-than- 
Ever”’ installation using either Vertical discharge, or Horizontal dis- 
charge with no loss of cabinet space. Equipped with 2-speed power- 
ful twin wheel blower, Push-button controls, Independently oper- 
ating light and blower, Permanent Aluminum foil filter and anti- 
back-draft shutter. 


Bottom view shows twin Write today for available catalogs on the complete line of VEN 
flush lights and huge per 


manent type aluminum TROLA'S distinguished Range Hoods and Fans, and VENAIRE 
foil filter ‘Builders’ Budget Line'’ of Fans 


WN 


THE NEW ascinale — BATHROOM VENTILATING FAN . 
THI N (ONLY 3%" 
DEEP) 
TRIM (TUCKS INTO 
WALLS OR 
CEILINGS) 
(QUALITY 
> TERRIFIC >carontally 


Proven Quality at a PRICE you 
can SELL for EXTRA profits! 





This brand new member of the Ventrola family is designed for 
extra-quiet performance and ease of installation in any type 
walls or ceilings where space is at a premium. Its slim (3% 
deep) housing fits into walls as thin as 4 inches. The efficient 
4-pole motor assures excellent air movement and QUIET per- 
formance . . . ideal for apartments, motels and prefabs. The 
beautiful modern designed chrome plated grille will blend 

Catalogs available on Ventrola’s complete line of dis- with any decor. Fully guaranteed for 5 years 

tinguished Fans and Range Hoods and the Venaire 

“Builders’ Budget Line” of Fans. Write today! Available in “Builders’ Budget Line’’ VENAIRE Mode! 806 

? with lifetime guaranteed anodized aluminum grille. 


A pa le) &.\ MANUFACTURING CO. owosso, MICHIGAN 
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NEW load centers 


a8 less space, 
give eal is flexibility! 
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'TWwoO BREAKERS 
IN SPACE OF ONE] 


Smaller— more compact— Frank Adam’s new line 
of circuit breaker load centers set the highest 
standards for safe, dependable lighting circuit 


protection 


Lugs on small main breaker can be used with 
either aluminum or copper conductors. Two capac- 
ities: 100-amps. for 12 or 20 branches—200-amps 


for 20, 30 or 42 branches. 


New duplex breakers permit future expansion, yet 

keep present space requirements to a minimum 

Load centers are also available with new magnetic 

wound, copper coil, Quicklag breakers 
New Duplex Circuit Breaker is Frank Adam's 

Sequence bussing . . . big gutters make wiring easy space-saving secret. Capacities of 15 or 20+ 

. competitively priced with fusible main equip- amperes —or a combination of both—use no 

ment. In stock now at your wholesaler. more space than single pole breakers. 
Color-coded handles give quick, easy and safe 
identification. Thermal magnetic. .. self- 
cleaning, contact wipe . . . tamper-proof cali- 


Fypew* ies , bration . . . “simul-tie” common tripping. . 


DAM ELECTRIC COMPANY Owe: 
P.O. BOX 357, MAIN P O.-+ ST. LOUIS 66,.MO pedir See our Catalog in SWEETS 


lety switches + load centers «+ ¢ 
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Slash profit-eating 





installation time on 





job after job with... 
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PROFIT ~~ PACER 


BUILDING WIRES AND>CABLE 


Time is your most costly commodity! That’s why 
Paranite concentrates on the production of quality wire 
products that stretch every man-hour to its utmost 
efficiency. The result is a more profitable operation for 
the contractor using Paranite products. From sheath to 
core—every possible time-cutting feature has been built- 
in to minimize loss of time. Paranite strips fast—slick 
finishes assure smooth pulling. Dead-soft conductors give 
superior flexibility to speed-up working through studs 
or in conduit. And finally, Paranite wire products are in 
labor-saving packages with color-coded labels for instant 
identification. Yet you pay no more for Paranite! 


A. Paranite Parasyn® Type TW 600 V small diameter building wire is 
thermoplastic insulated for use at temperatures up to 60°C. It is flame, 
moisture and oil resistant. Standard colors available from stock in both 
solid and stranded, sizes 14 AWG through 1000 MCM. UL listed 


B. Parasyn* Type THW Thermoplastic insulated 600 V building wire is 
UL listed 75°C for wet or dry application. Small diameter, slick silicone 
finish color availability and stripping ease assure reduced handling 
costs. Solid and stranded, 14 AWG through 500 MCM 
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Paranite wire products are readily available from 
leading distributors across the nation in a full range 


of sizes and conductors, both copper and aluminum. os 
oe 


PARANITE WIRE & CABLE DIVISION 


ESSEX WIRE CORPORATION, Marion, indiana 
MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Anaheim, Calif. 
Sales Offices and Redistribution Warehouses in all Principal Cities 
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We don’t distribute “against you’ 


Allis-Chalmers motor control distributors have a “wide-open” field 


When you distribute Allis-Chalmers motor control you 
aren’t asked to compete against a manufacturer’s own 
distributor organization. Allis-Chalmers sales policies, 
products and services are designed for you. 
Promotional programs are fresh, direct, and care- 
fully “aimed” to cover your selling situation. Training 
programs for your salesmen, profitable pricing and dis- 
count arrangements, engineering help, field warehouse 
stocks, as well as many other important services keep 











3 


your salesmen, your sales, your income “on the grow.” 

Allis-Chalmers full line of control is a result of new 
thinking . . . the kind of thinking that starts with cus- 
tomer need. That’s why they’re in demand. That’s 
why they’re easier to sell. 

Talk to your nearby Allis-Chalmers representative 
about an A-C franchise today. Or call, write or wire 
Allis-Chalmers, Industrial Equipment Division, Mil- 
waukee 1, Wisconsin. A-1315 
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CHANNEL MASTER 
ALUMINUM 


CHANNEL MASTER CORP. 
qitets Taborato;;.. ; 
poder ® ™ Ing 


ence ome 


INSPECTED 


ELECTRICAL METALLIC TUBING 
ISSUE NO. EN-7/ 


Channel Master Aluminum EMT provides the advantages you 
want. It costs less to buy... looks better longer...speeds up the job! 


For a price below that of steel, you can have Channel Master 
Aluminum EMT, the lightweight tubing that stays good looking 
...mirror bright, mirror smooth...inside and out. Aluminum EMT 
won’t ever show its age. 


Packaged in standard 10-foot lengths, chamfered at both ends, 
it is also easier to cut, bend, and put together. The hard-drawn, 
seamless raceway facilitates fishing and wire pulling. Standard inside 
and outside diameters match all U.L. approved EMT fittings. 


Corp. 


Profitable Channel Master Aluminum EMT franchises are still 
available. Write or wire immediately to find out if one is open in 
your area. 


Copyngent 1960 Channel Master 


CHANNEL MASTER CORP. ELLENVILLE. NEW YORK 





HERE’S HOW GENERAL ELECTRIC’S 
BUILDS YOUR VOLUME 


Here's what we say: 


“To keep your General Electric Large Lamp franchise your most valuable 


business asset, we will: 


@ Provide you with highest quality lamps at 


a fair price so you can build volume. 
@ Assure you of a reasonable profit margin. 


® Introduce new lamps—complete with 


marketing programs—that stimulate volume 


growth not only of the lamps but a// your 


allied product lines as well. 


@ Maintain up-to-date sales policies that 
enable you to Stay competitive in today’s 


changing markets.” 


Here’s what we do-to keep you profitably competitive: 


Here are the recent changes in General Electric’s 
Large Lamp sales plan. Each was designed to keep 
you competitive and tO help you increase your 
business. Each has successfully maintained a higher- 
than-average gross margin for G-E Lamp distributors 
and their success, in great measure, is due to the 


support of all G-E Lamp distributors. 


DATE BUSINESS AREAS AFFECTED 


May, 1958 Large Users 


November, 1958 Distributors 


January, 1959 Departm« nt Stores 


April, 1959 Hardware Stores 


June, 1959 Tax Supporte 1 Users 


July, 1959 Utilities 


February, 1960 Distributors and Users 
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LARGE LAMP MARKETING PLAN 
AND PROFITS 


Here’s what we do-—to insure continued profitable growth 
of your total sales volume: 


We are continuing to introduce new, improved lamps that build sales volume 
of lamps and allied product lines, because they encourage your accounts to 
upgrade their lighting systems. 


1959 Examples of General Electric Lamp Leadership 


New, improved G-E POWER GROOVE’ fluorescent to operate on either starter type 
LAMPS ... are building significant volume or Rapid Start circuits Simplifies sales, cuts 
and profit dollars by stimulating new and ordering, stocking, and handling problems 
modernized lighting at higher levels of light in half 


and sales) than ever before 


New G-E PREMIUM 3 . the first 40-watt 


New G-E OUTDOOR FLUORESCENT four foot lamp to deliver over 3000 lumens 
LAMPS will boost sales both to your Lets you offer customers a lower cost of 


outdoor and indoor customers, wherever light than with any other four foot lamps 


lamps must operate at low temperatures Also operates on either type of circuit 


New G-E QUARTZLINE INCANDESCENT New G-E BONUS LINE MERCURY LAMPS 
LAMPS ... are opening mew markets and enable you to give your customers more 


ight over a much longer useful life. The 
increasing potential sales to existing ones lig : uc onger user 


most important new contribution to the 


The new G-E F-40 the first standard lucrative mercury markets 


Now ask yourself this vital question: 


How much more total electrical sales volume and profit do | enjoy today because of 
General Electric's leadership in distributor-oriented marketing plans and programs? 


Or, to look at it the other way— 
How much /ess total volume and profit would I “enjoy” if General Electric did not 


originate and aggressively pursue such plans and lamp developments? 


Progress /s Our Most Important Product 


LARGE LAMP DEPARTMENT 


GENERAL @@ ELECTRIC 
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NEWS FOR THE 


INDUSTRY 





Case Against Manufacturers Pushed 


Federal government gains initial foothold in antitrust suits. 


PHILADELPHIA—EARLY MA- 
NEUVERING has placed the federal 
government in a strong position in the 
antitrust suits against major electrical 
equipment manufacturers in Philadel- 
phia. The government antitrusters have 
scored a significant point in winning a 
court ruling which required ten of the 
either 
to charges of 


indicted 
guilty” or “not guilty” 
price fixing and bid rigging on a wide 


companies to plead 


range of electrical products 
e Refuses “Nolo Contendere” Pleas 
On March 24th, the United States 
District Court, in Philadelphia, refused 
to accept pleas of “nolo contendere” 
(no contest) from defendants charged 
with fixing prices in the sale of $1 
billion in heavy electrical equipment. 
“Nolo contendere” can be pleaded only 
with the judge’s permission, which is 
almost always given. According to the 
Justice Department, the refusal by 
Chief Judge J. Cullen Ganey was the 


first such action in many 

If allowed the 
plea, the companies would have had 
some measure of protection trom los- 
ing damage suits brought by private 
plaintiffs injured by alleged monopoly 
practices. Millions of dollars could 
have been involved in such suits. 

As a result of Judge Ganey’s ruling, 
the Allis-Chalmers Mfg. Co. pleaded 
guilty to two indictments—involving 
power switchgears and oil and air cir- 
cuit breakers—and the I-IT-E Circuit 
Breaker Co. also pleaded guilty in the 
power switch gear case 

All other companies indicted en 
tered not guilty pleas in the total of 
seven criminal and six civil suits, in- 
cluding the General Electric Co. and 
the Westinghouse Electric Corp., the 
two biggest manufacturers involved. 
e Summer Trial—Trial of the charges 
most likely will begin this summer, 
barring a still possible change in pleas 


years 


“nolo contendere” 


by some of the companies in order to 
avoid the 
trial. The government's case is essen- 
tially set up as government 
lawyers hope to press their early ad- 
vantage, build a solid trial record, and 
hang up a strong number of “guilty” 
verdicts. 

e Outcome Will Determine Suits 
The outcome of the government's case 
against the electrical manufacturers 
will involve more than just the fines 
imposed for violating the antitrust laws 
if the government wins. Huge poten- 
tial damage suits by federal, state and 
local governments, as well as by some 
private companies, will follow any 
convictions in Philadelphia. In addi- 
tion, the Justice Dept. is conducting 
further grand jury investigations of 
other possible violations by the manu- 
facturers in the sale of other types of 
equipment, such as transformers and 
turbines. 


expense and publicity of a 


follows: 





Commends Wholesaling Industry: 





Mass-distribution Essential 


sep OO MANY PEOPLE seem to feel 
| brow wholesalers or distributors, 
so-called ‘middlemen,’ are somehow 
responsible for high prices. Obviously, 
nothing could be further from the 
truth,” said W. D. Jenkins, president, 
National Association of Wholesalers, 
in a recent statement concerned with 
a nationwide wholesale industry com- 
parative performance analysis. 

The survey, conducted among 
twenty-two national wholesale com- 
modity lines, shows earnings of 81,- 
842 wholesale corporations. The aver- 
age cost of goods sold by the twenty- 
two wholesale commodity-lines was 
81.1% of sales; gross margins were 
only 18.9% and total operating ex- 
penses averaged 16.7% of 
Other income and expenses, mostly 
financial operations, added 0.07% of 
sales to net earnings before taxes, 
bringing total average net earnings 
before federal income taxes to 2.27% 
of sales for the reporting commodity 
groups. 

e Mass-distribution System Vital—In 
releasing the figures, Jenkins stated, 
“we Americans are justly proud of 


sales. 


102 


the tremendous improvement in the 
efficiency of our national industrial 
establishment. We read almost daily 
of the increased productivity of our 
nation’s manufacturing plants. The 
facts are, however, that the most ef- 
ficient, highly automated mass-pro- 
duction system in the world would 
be useless to the nation’s consumers 
without its being backed up by an 
equally efficient, highly productive 
mass-distribution system. The in- 
creased efficiencies developed in our 
national distribution system in the 
past few decades have more than 
kept pace with our constantly in- 
creasing manufacturer-productive ca- 
pacity.” 

To prove his point that distribu- 
tion, and_ particularly wholesale 
distribution, has greatly improved its 
operating efficiency, Jenkins cited the 
latest Census figures. “In 1939 the 
Bureau of Census listed 100,000 
‘merchant’ wholesalers as doing $22.5 
billion of business with one mill- 
ion employees. Fifteen years later, 
1954 Census figures showed 165,000 
‘merchant’ wholesalers, doing $101 


to Economy 


BILLION of business with 
lion employees.” 
we see the 
tablishments in 
by 65% while 
merchandise handled 
over 400% and the 
ployees increased by only 71%.” 
e Cites GNP Growth—Pointing to 
the nation’s growth in gross national 
product, the NAW president added, 
“the past twenty years have seen a 
phenomenal growth in gross national 
product of 48% in the U.S. During 
the twenty years, merchant 
wholesalers have their vol- 
ume by a whopping 55%.” 
Jenkins continued, “the nation’s 
wholesalers are proud of the record 
of accomplishment revealed by this 
performance analysis. There are over 
185,000 merchant wholesalers in 
America today and they will handle 
close to $125 billion in goods this 
year. They extend a continuing line 
of credit to their customers of over 
$13 billion and warehouse’ over 
$14 billion of the output of the 
Continued on page 116 


1.75 mil- 
Jenkins added, “thus 
number of wholesale es- 
the U.S. increasing 
the dollar volume of 
increased by 
number of em- 


Same 


increased 
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Contractors agree... 


You can't beat Phelps Dodge 
Dependable PD-X Cable 
for fast, easy stripping! 
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Habirshaw type NM nonmetallic-sheathed cable 


saves vital on-the-job time and money! 


Phelps Dodge Copper Products Corporation's PD-X cable is 
the fastest-stripping, cleanest-working nonmetallic-sheathed 
cable on the market today. Here’s why: 


4 Copper conductors are soft drawn. Connections are 
easily and quickly made. 


Habirdure Thermoplastic Insulation is clean and smooth 
—makes stripping simple, easy, fast. 


Paper armor is resin-treated to resist moisture, is clean 
and dry—no oil, grease or wax is used. 


Paper armor is applied with a long twist and can be 
removed by an easy flick of the fingers. No time-wasting 
unwinding, no sticking to underlying insulation. 


Barrier tape keeps finishing compounds out of the cable 
—leaves inside clean and free of gum. Strips off cleanly as 
a unit with outer braid covering. 


Clean, grey finish eliminates sticking, assures easy pulling, 
clean walls and hands. 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: Atlanta, Birmingham, Ala., Cambridge, M 

leveland, Dallas, Dayton, Denver, Detroit, Fort Wayne, Greenst 

Jacksonville, Kansas City, Mo., Los Angeles, Memphis, Milwoukee, Minneos 
York, Philadelphia, Pittsburgh, Portland, Ore., Richmond, Rochester, N.Y 


puis, Seattle, Washington, C 





BUSINESS INDEX for February 1960* 
NATIONAL SALES PICTURE. 


1954100 1954*100 





1958 | 


REGIONAL PICTURE: Fal vg mor 


1959 
From From from From From 


Feb. ‘59 Jan. ‘60 1960** Feb. ‘59 Jan. ‘60 


NEW ENGLAND ...... L415 
MIDDLE ATLANTIC 

EAST NORTH CENTRAL 

WEST NORTH CENTRAL .... 

SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN . 


PACIFIC t : +-21 5 


"For electrical apparatus, supplies distributors: Source: Bureau of Census **2 months 1960 from 2 months 1959 
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Red Throat 
BM-21B8 
Y." Connector 
BM-228 
%," Connector 
BM-23B 
1” Connector 


<n 
ss — 


~ 
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ALL BRIEGEL FITTINGS ARE U.L. 
APPROVED AS CONCRETE-TIGHT 


When setting E.M.T. in concrete you can 
make each job easier and more profit- 
able by using Briegel All Steel indenter 
Fittings that have UL approval as 
Concrete-Tight. Contractors everywhere 
recognize their cost cutting qualities 
and the fact that they make each wiring 
job a better job. It is only natural that 
Briegel Fittings are the most widely 
used E.M.T. connectors and couplings. 


USED THE 
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BM-41 
Ya" Coupling 
BM-42 
%" Coupling 
BM-43 
1” Coupling 


BM-51 

VY." Offset Connector 
BM-52 

%," Offset Connector 


BM Offset 

Connectors 
showing how 

wires are 
guided over 

box edge. 


AVE IN SIXTY 


ORIGINAL 
INDENTER 
FITTINGS 


Here is the combination that is unbeatable when it 

comes to easier E.M.T. installation at less cost. New 

lightweight plier size indenters make setting up 

thin wall conduit a breeze. B-M fittings are neater 
too! No unsightly nuts or projecting set screws. 


A few more of the plus features of B-M fittings are 
Concrete tight—Vibration resistant—Extra heavy 
bright zinc plate, salt spray and acid drip tested 
for corrosion resistance—Extra heavy 
positive bonding locknuts— smooth 
rounded edges or bushed throat type 
connectors that prevent insulation 

damage—All steel construction with 
extra heavy gauge wall thickness, 


All B-M indenter type 
fittings far exceed the 
requirements of U. L. 
file cord E 10863 and 
Federal Specifications 


METHOD 


EL i 


CO. 
GALVA * ILLINO'TS 


BM PLIER SIZE 
INDENTERS 
BM—No. 607 1/2" 
BM—No. 608 %" 
BM—No. 609 1” 


FROM COAST TO COAST 








POWER CIRCUIT 
} 


CURRENT 


SMAWMUT 


Ani trop 


The higher the short-circuit, the quicker 
ad Amp-trap clears the fault and limits the 
current to safe levels, Remember . . . interrupting 
capacity is not protection without 
current limitation. Interrupts up to 
200,000 Amps. symmetrical over the entire 
Ampere range. Stops short circuits short. 


Anticipates and prevents destruction 


before it can occur. Faster than any ordinary fuse. 


Use Amp-trap on all general power circuits, DC circuits, Networks, 
Entrance Switches, Busways, etc. Be safe, not sorry 
ask for, get and install Amp-trap. 


There is one for every purpose. Write today. 
Ampirsp® - Leake A The Surleh 
Ss THE CHASE-SHAWMUT co. 


374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
Subsidiary of I-T-E CIRCUIT BREAKER CO. 


© The Chase Shawmut Co. 1960 


Win far flan I~ 
re ee, Ro GS Gy 


P Tri-onic® on $3 ~~ c-9-T TRIOWET” one QT rine 
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Business Report: 


Things Are 
Looking Up 





Here is the latest monthly report on 
business, as prepared by the McGraw- 
Hill Department of Economics. 


HE ECONOMIC OUTLOOK con- 

tinues to be very good. In fact if 
the prospective view from the summit 
were anywhere near as alluring, there 
would be occasion for dancing in the 
streets. This is the cheerful vein in 
which we have been reporting on the 
outlook right along. And it is also, we 
are confident, the emotional state in 
which it will generally be viewed as 
spring materializes climatically as well 
as on the calendar. 

In the meantime, a considerable 
part of the business community has in 
recent weeks been sorrowfully wend- 
ing its way through a strange little 
valley of despair about business pros- 
pects which, naturally enough, gets 
steeper in the canyons at the lower 
end of Manhattan Island. This mirage- 
like formation appears to have been 
compounded in large part of: 

e Disappointment that — business, 
while very good, has not en- 
tered the ‘60s with the upward 
rush that anything that’s been so 
extensively advertised as sizz- 
ling, soaring, scintillating, etc. is 
supposed to do 
A seizure of financial temper- 
ance in the stock market. 

e A streak of superlatively de- 
pressing weather, both econom- 
ically and emotionally 

It seems a bit bizarre that the poise 
and perspective of any business leader 
of consequence could be upset by the 
weather. But it has become a well 
established fact that come the drab 
and dreary days of late winter with 
their more persistent headcolds and 
with the income tax collector just over 
the horizon, business sentiment, so 
called , usually hits the skids. And 
when the blizzards blow, as they did 
this year in much of the land, sales of 
many things drop with the tempera- 
ture. 

This year, we made what we found 
a particularly interesting and perhaps 
significant test of what can be the 
spread between late winter business 
sentiment and late winter realities 
about the business outlook. When bus- 
iness optimism seemed at its nadir for 
this late winter season we brought to- 
gether more than a dozen of the na- 
tion’s leading students and diagnosti- 
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cians of business conditions and pros- 
pects. And for a long day we assessed 
the outlook against the substantial 
background of business’ blues about it. 
The business outlook remains very 
good, and the feelings about it will be 
getting that way again soon. 

e General Business—In their ap- 
praisals of business prospects for the 
remainder of 1960 our colleagues 
were split about evenly between cau- 
tious optimists—those who thought 
that overall business, as measured by 
the gross national product, would fall 
just short of the $510 billion mark en- 
visioned by the President in his eco- 
nomic report—and a bolder breed of 
optimists—those who thought that 
business would have little difficulty in 
surpassing the $510 billion figure. The 
spread between the lowest and the 
highest forecast of GNP was less than 
the usual statistical error in estimat- 
ing the national product. 

None of them thought that total 
business would turn down during the 
course of 1960. In fact, most of them 
felt that our national product would 
go on rising well into 1961. 

But they were less optimistic about 
the curve of industrial production, as 
measured by the Federal Reserve 
Board’s index. Most of the experts fig- 
ured the January index of 169 (1947- 
1949—100) would be the high point 
for the first half of the year with 
February and March off because of 
cuts in steel and autos. There is a 
good chance, however, that the index 
will soon level off and perhaps even 
begin to climb before summer ar- 
rives. 

Most of the participants in our out- 

look conference expect their own par- 
ticular industries to make substantial 
gains this year over last year. It is im- 
possible to add up their opinions and 
come up with anything but the con- 
clusion that the business outlook is 
good. 
e How Much Steel?—The steel in- 
dustry continues to occupy an impor- 
tant role in the business outlook. But 
in contrast to 1959 when all eyes were 
on developments in steel, the industry 
this year is watching developments in 
key steel consuming industries and at- 
tempting to keep its operations in step 
with the needs of its customers. 

One thing seems clear at this time: 
the steel industry will not have the 130 
million ton year it had expected just a 
few months ago. Steel orders—from 
the auto industry and from other steel 
consuming industries—simply are not 
coming in at anywhere near the rate 
necessary to assure a 130 million ton 
vear. Based on the flow of current 
new orders to steel producers and on 
their backlogs, we can expect steel 
mills, currently operating at just about 
85% of capacity, to cut production 
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CONDUIT and PIPE 


WRENCHES - CUTTERS - THREADERS 





6" to 48" DIE HEADS 
SIZES %"' te 2” 


RATCHET TYPE 


Y"' tel” 
3-WAY TYPE 


CONVERT HAND TOOLS TO POWER 


PORTABLE 
POWER DRIVES 


NEW, Advanced Features 
Here are a few of many Toledo Quality Checked Pipe Tools 


with extra values built-in, yet they sell at popular prices. 
When you see and buy Toledo Pipe Tools you get advanced 

design and Toledo engineered mechanical features that 
give you better job performance and long service life. 


Don’t settle for anything less than the best— 
INSIST ON TOLEDO! 


(SOLD THRU AUTHORIZED “TOLEDO” DISTRIBUTORS) 


Write For New Catalog 


EDO Sahih l Atchta 
PIPE THREADERS e WRENCHES ¢ MACHINES e TUBING TOOLS 


THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO 
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Ravemare 


a complete new line 

of exceptionally | 
rugged wiring devices | 
that withstand 


adverse conditions 


IRESUSUS COLROSLOIN 


This new super line of “Chem Marine” 
devices are engineered from corrosion re- 
sistant materials capable of withstanding 
effects of 


many 


moisture, brine, 


They are 


the harmful 
grease, oils and 
designed for industrial applications such as 


acids 


plating rooms, shipping platforms, yards, 
shops, warehouses, or wherever corrosion 
or chemical action is a problem. 


52CM62 


3-wire, 15 amp , 125 volt 
“Melamine” Duplex 
Grounding Receptacie 


Special Materials: 
“INSULPRENE?’?’—s 01 Pont neoprene compound. 
““MONEL® METAL?’ —t0c. tracemars ot inco 
‘‘MELAMINE” 


“CYMEL®" —Reg. Trademark of Am. Cyanamid 


HEAVY NICKEL-PLATED 
CURRENT CARRYING PARTS. 


74CM20 


Metal Weatherproof Lift Cover Plate 
with heavy vinyl coating for single 
receptacles. Shown with 73CM10 
“Twist-Lock” Receptacle and 


mounted to standard FS box. 


52CM11 


Weatherproof Lift Cover Pilate 
for duplex receptacles used 
with FS boxes. 


17CM51 

Weatherproof ‘‘Insulprene”™ 
Plate and A.C. 
“Presswitch” Combination. 


Listed by: 
Underwriters’ Laboratories, inc 


, 


99CM60 
Shown with 
“Insulprene” 
“Seal-Tite” 
Cover 75CM31 


99CM66 
3-wire, 20 amp. 
“Insulprene” 
“Twist-Lock” 
Connector Body 


“Chem Marine” devices are identified by their bright yellow color and a few 
representative items are illustrated above. For complete information contact 


the “‘Chem Marine’”’ Department, — 


HARVEY HUBBELL, incorroratep 


BRIDGEPORT 2, CONNECTICUT, 
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In Canada: Scarborough, Ontario 








schedules down to 80% of capacity In 
the next few cut even 
further 65% in the nor- 
mally slack summer months. Despite 
these projected cut-backs, mill output 
for the year total 120 million 

28° above the 


1959, and even a 


weeks and to 


Say, to 


should 
tons of ingot steel 
tonnage output for! 
notch above the all-time peak output 
of 1957. And by our reckoning that 
amounts to a whopping year for the 
steel industry 
e How Many Cars?—By this time it 
is also fairly apparent that auto sales 
for 1960 will not come up to the 
boom proportions expected by indus- 
1959 
auto 
still 


will 


close of 


that the 


try forecasters at the 
But this 
industry is in There is 
an excellent that 1960 
turn out to be the best vear auto man- 
ufacturers had 1955, nu- 
merically speaking 

We are all pretty much 
that American auto makers this year 
will not sell the 6.8 million units they 
had counted upon. But we are just as 
certain that they will dispose of more 
than the 5.4 thev were 


able to. sell possibly 


doesn't mean 
a slump 
chance 


have since 


convinced 


units 
1959 


million 
during 
close to a million more 

We that 
sales will bounce back strongly with 
the coming of weather. And 


we are bolstered in this prediction by 


can safely predict auto 


spring 


the results of two independent surveys 
intentions. Both 
the Survey Research Center of the 
University of Michigan Na- 
tional Industrial Conference Board re 
that plans for buying 
homes, autos and appliances remain 


of consumer buying 


and the 


port consumer 
strong. Consumers are optimistic about 
the business outlook and they feel se 
cure in their jobs. By their own meas 
ures, they are in a better position to 
buy durable goods than at any time in 
recent look to the 
consumer to step up his spending in 
the months ahead—for well 
as appliances and other durable goods 
e What About Machinery?—The 
McGraw-Hill index for 
February dropped below the January 
level—definitely not a cheering devel- 
opment in the outlook. But 
we aren't permitting one month’s new 
orders to sway our judgments about 
the machinery 
ord clearly indicates that the 
of new considerably 
from month to month. We expect the 
index for March to show an 
over February. And 
if we take new orders to date for 1960 
we find that machinery producers are 
getting just about the volume of busi- 
ness they had anticipated at the begin- 
ning of the year. And it’s fairly 
tain that they'll get the 10% increase 
in new business indicated for the sec- 
ond quarter of 1960 by our new or- 


years. So we can 


autos as 


new orders 


business 


business. since the rec- 
volume 


orders varies 


increase 


more important 


cer- 
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Flexible wiring system for Jacksonville City Hall with SPANG 


Underfloor Duct and Headerduct. Three-duct runs of Underfloor Duct in concrete 
slab construction carry electrical, phone and intercom wiring on first floor. Upper 
15 floors are served by Headerduct in cellular-floor construction. Simplicity of 
Spang Raceway Systems provided a time-saving, trouble-free installation. Future 
wiring changes can be made quickly, easily without costly reconstruction, making 
City Hall modern for years to come. For full information, write to Spang. 


Architect: Reynolds, Smith & Hills, Jacksonville 
General Contractor: The Auchter Company, Jacksonville THE NATIONAL SUPPLY COMPANY 


Pennsylvania 


Mechanical Contractor: Henley and Beckwith, Jacksonville Two Gateway Center, Pittsburg 
alC yr 2sie > 1 ( Jacks 
Electrical Contract Wesiey Paxsor ) 4 onville Subsidiary of Armco Steel Corporation 


Coa= >) 
44 
Spang Distributor: Ace Electric Supply, Jacksonville j 








WHAT IT MEANS T0 YOU 


Selective Distribution works two ways. To be effec- 
tive, it must be advantageous to both distributor 
and manufacturer. If this is true, the entire market- 
ing effort is coordinated, and a feeling of coopera- 


tion exists that means more and better business 


for everyone. 


Furnas Electric limits the number of distributor 
appointments in a given trading area, dependent 
upon adequate coverage of the market to produce 
the most favorable results. 


Magnetic 
Storters 


Furnas Electric now offers a complete line of motor 
control, with many exclusive features. This reduces 
service and traffic problems, and enables the dis- 
tributor to carry a reduced inventory without the 
usual overlapping of products. 


Manual 
Starters 


ra. Furnas Electric gives extensive engineering help to 
its distributors. Field men and factory sales engi- 
neers, testing and research facilities are available 
for immediate service. 


Drum 
Switches 


Furnas Electric provides a broad program of na- 
tional advertising to all leading markets of its 
distributors, maintaining a continual contact be- 
tween distributor, manufacturer and customer. 
Pressure 


Switches 


Write today for full information on how you benefit by Furnas Electric 
Selective Distribution—ask for Distributor Portfolio 5412—1069 McKee 


Street, Batavia, Illinois. 
A8l 








ders forecast. We can look for a ris- 
ing volume of orders and shipments 
in construction machinery, mining ma- 
chinery, pumps and compressors and 
engines and turbines in connection 
with the indicated stepup in plant and 
equipment expenditures 

e Business Dark Horse—One area 
of the economy that is performing 
better than had been expected is con- 
struction. We noted in our full report 
on construction earlier this year that 
scarcities of funds to finance building 
threatened to cut into construction 
particularly home construction—vol- 
ume this year. In recent weeks, how- 
ever, money, generally, has become 
more plentiful than it was at the end 
of 1959. And lenders are again look- 
ing with favor on mortgages. 

So construction forecasts, which a 
few months ago indicated a substan- 
tial drop in the overall value of con- 
struction put in place during 1960, 
now point to actual building equal to 
or even surpassing the level for 1959 
And forecasts of private housing starts 
specifically, which were set as low as 
1.1 million units early this year, have 
been revised upward. Based on the 
greater availability of mortgage money 
in recent weeks, a total of 1.2 million 
private housing starts now seems likely 
for 1960. That volume represents a 
decline from last year’s near-record 
level of home construction, but it is a 
far smaller drop than had been antici- 
pated. 


Elsewhere 


e Other Industries—And on through 
our roster of major industries we see 
important gains in business ahead for 
1960. The petroleum industry, for ex- 
ample, should find its sales increased 
by a higher level of industrial produc- 
tion, an increased number of cars on 
the highways, and by growing air 
travel. Domestic demand for petrol- 
eum products is now expected to in- 
crease by as much as 4% over last 
year. An increase of that size in pe- 
troleum business won't solve all the 
problems of the oil business, currently 
plagued by oversupply and overcapac- 
ity, but it will help. 

The chemical industry may gain 
some brief respite from its bout with 
Congressional investigators while Sen- 
ator Kefauver is campaigning for re- 
nomination. That in itself will come 
as a Cheering development to this rap- 
idly growing industry. More important 
however, the overall sales gain for 
the chemical industry this year is ex- 
pected to run well ahead of the 5.5% 
average yearly increase for the post- 
war years. Substantial increases in 
sales of drugs and chemical exports 
are counted upon to send total chemi- 
cal sales to another record-high this 
year. 
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YOU GET THE 
ORIGINAL 
WHEN YOU /- 
SPECIFY... — 





THE CLASSIC / 


/ 





® DISTINCTIVE 
STREAM-LINED STYLING 


@® CREATES UNBROKEN 
LINES OF ILLUMINATION 


@SLIM SILHOUETTE FOR SURFACE 
OR SUSPENSION MOUNTING 


@ SHADOW-FREE ILLUMINATION 


@®LENS OR LOUVER BOTTOM 


The Catalina lighting fixture developed by Benjamin 
has become a classic in commercial lighting. Its beauty of 
design, unique simplicity and universal adaptability has 
made it the first preference of architects and illuminating 
engineers. Leading the field with thousands in use, it is 
today’s most-copied commercial fixture. Only 3% inches 
from top to bottom, available in 4’ and 8’ lengths, it is 
easily coupled for uninterrupted flowing lines of light. 
Your Benjamin distributor has the Catalina in stock, 
for immediate delivery. 


4 SPARKLING PLASTIC LOUVERS 
Benjamin's own one-piece 
polystyrene 45° x 45° louver 
with \% inch cube. 

GLISTENING L-120 LENS 
Benjamin's exclusive poly- 
styrene L-120 lens combin- 
ing low-brightness with 
prismatic light diffusion 


itvateui nh 


DIVISION Des Plaines, Ill 


THOMAS INDUSTRIES INC. 


BENJAMIN «+ MOE LIGHT + STAR LIGHT +» ENCHANTE + SAN MARINO 


” =, 
——_*> 


— =] ~ , plete information—ask for 


WRITE TODAY for com- 


Bulletin C: Benjamin Div 
sion, Thomas Industries 


j / 
, f 207 E. Broadway, Louisville 
/ > £ Ew-58 
> fang. ows 
| 
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For “off-the-shelf” 
delivery service... 


You can always figure on 


KEYSTONE 


Wherever you are, whatever you want—Keystone has a complete 
line of quality wiring installation equipment ready for immediate 
delivery! Coast-to-coast warehouses stock all sizes, shapes and types 
of U.L. listed wireways and auxiliary fittings, cabinets, boxes and 
enclosures—J.1I.C. equipment, too. So, for prompt service all ways— 
you'll find it always . . . pays to figure on Keystone. 


KEYSTONE MANUFACTURING CO. 


23329 Sherwood Avenve . Warren, Michigan 


CALENDAR OF EVENTS 





MAY 


National Association of 
Electrical Distributors 
52nd Annual Convention 
Dallas Memorial Auditorium 
Dallas, Texas 
May 1-4 


Edison Electric Institute 
Purch. and Stores Meeting 
Hotel Warwick 
Philadelphia, Pa. 

May 2-4 


Eastern Electrical 
Wholesalers Assn. 
Annual] Dinner Dance 
Waldorf-Astoria 
New York, N. Y. 
May 7 


Pacific Coast 
Electrical Association 
Annual Convention 
Stardust Hotel 
Las Vegas, Nev 
Mav 16-18 


National Fire 

Protection Association 
Annual Convention 
Queen Elizabeth Hotel 
Montreal, Canada 
May 16-20 


Electrical Equipment 
Representatives Association 
Statler-Hilton Hotel 
Dallas, Texas 
May 18-21 


Canadian Electrical 

Distributors Assn. 
1960 Convention 
Honey Harbour, Ont 
May 29-June | 


JUNE 


Edison Electric Institute 
Annual Convention 
Atlantic City, N. J. 
June 6-8 


15th Annual Los 
Angeles Home Show 
Sports Arena 
Los Angeles, Calif. 
June 16-26 


ELECTRICAL WHOLESALING—May, 1960 








PRO FIT in desk lighting is the boldest achievement of America’s best designed 


incandescent-fluorescent lamp...Amplex Trombolite! This 
lamp with its ingenious tilting, swinging, spinning, swiveling, extending lamp core puts the right 
light where it’s needed most. You profit in sales to homes, offices, plants, work rooms with 
Trombolite’s four different models in five different colors. Read about the profitable story, today, 
in our newest brochure. Desk models—$34.25 less lamps 


unique 


amplex 


Write for new brochure 
Amplex Corporation 
214 Glen Cove Rd 


Carle Place, L. 1, N. Y 
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Latrobe 
Electrical 


Products 


2 Part TIN LID 
Permits Pouring 
CONCRETE TO 
VERY TOP 


This No. 130 Series cast iron, adjustable floor 
box with 3 or 4!/4' 


suitable for power or telephone service—and 


brass cover plate is 


is equipped with ground wire 


A 2 part tin lid is provided so that concrete 
can be poured to very top of box in one 
operation. Formerly pouring was done in two 


concreting operations 


After concrete has hardened, the top part of 
the 2 part tin lid can then be removed along 
with the top adjusting section, providing 
unlimited access to wiring 
Listed under re-examination services 
f Underwriters Laboratories, In 


LATROBE PRODUCTS 


NON-ADJUSTABLE FLOOR BOXES 
ADJUSTABLE FLOOR BOXES 
GANG BOXES—COVER PLATES 
JUNCTION BOXES—NOZZLES 
PIPE OR CONDUIT HANGARS 
INSULATION SUPPORTS 
CABLE SUPPORTS—FISH WIRE 
STAPLE AND CABLE CLIPS 


Sales Representatives in all principal Cities 


SOLD ONLY THROUGH 
WHOLESALERS 


\ x Ps oY 


Fullma 


MANUFACTURING 
COMPANY 
1209-1215 JEFFERSON ST. 
LATROBE, PENNSYLVANIA 








Manpower: 


Challenge of the Sixties 


Wei” ALI THE CLAIMS §$ and 
boasts about what to expect in the 
sensational Sixties, 


Depart 


interpreted in 


soaring Sixties 
or what have you, the U.S 
ment of Labor has 
an informative research study the one 
essential element that is necessary 
tor whatever the Sixties hold in store 
manpower. In 


page study 


for each one of us 
a twenty-four issued by 
the federal agency, it determines the 
changes in our population and labor 
which are expected to take 
place between 1960 and 1970 
These changes, the study 
major shifts 
in our industrial 
structure and have important impli- 
cations for the education and train- 


force 


reveals, 
will be accompanied by 


occupational and 


ing of young people, as well as the 
and utilization of our 
supply 

The outlook for the 


based on 


management 
overall labor 
e Assumptions 
Sixties, as presented, is 
three assumptions 

@ a continuation of the relatively 
high levels of economic activity and 
employment which have prevailed in 
the United States for the past fifteen 
years, consistent with the goals ex- 
pressed in the Full Employment Act 
of 1946. 

e a continuation of scientific and 
technological advance, affecting our 
industrial methods of production, our 
medical, health and educational sery 
patterns 


absence of war or any 


ices, and our consumption 

e the 
other cataclysmic event which would 
substantially alter the rate of our 
economic growth 

One outstanding point brought out 
by the study is the fact that the 
United States has the manpower re- 
sources for a much higher standard 
of living during the 1960s. The man- 
power potential is great enough with 
an improving technology, to increase 
the production of goods and services 
by about 50% from 1960 to 1970. 
Beginning the Sixties with a Gross 
National Product of $500 billion, it 
is estimated that we can reach a level 
of $750 billion by 1970. Generally 
speaking, this means that by 1970 
we can provide our expanding popu- 
lation with a 25° increase in its 
standard of living. 

With an expanding increase in the 
population growth in the next decade, 
the number of workers will grow 
faster, by nearly 20% up 13.5 million 
to 87 million in 1970. Along with 


this large increase in the total num- 
workers, major changes will 
in the composition of the 
and in the kinds of jobs 


ber of 
tuke place 
labor forces 
which the 
e Changes In Industry 
are expected to 
makeup 

widely in 
Employment 
faster in the 
service industries than in the produc- 
tion industries, the Labor Department 
study reveals. Within the next decade, 


economy will demand 

As the econ- 
omy grows, changes 
take place in its industrial 
and industries will) vary 
their rate of growth 


will continue to grow 


total employment is expected to rise 
by about 20% 
The kinds of jobs 


need workers for are 


industry will 
also changing 
and the biggest increases will occur 
requiring the most 
education and training. The fastest 
growth will occur among professional 
and technical occupations, especially 
technicians. 
Among the manual occupations, 
the need for skilled craftsmen will 
increase, but the number of unskilled 
about the same, con- 
relative de- 


In occupations 


engineers, scientists and 


jobs will stay 
tinuing their long-term 
cline 

e Challenges To 
the many changes expected in our 
labor force the nation will have to 


Face—Because of 


face major challenges if it is to make 
the best use of its manpower. The 
following are some of the groups re- 
quiring special attention: 

e New young workers 

e Middle aged and older workers 

e Part-time workers, many of 
them working mothers 

e Farm workers 

The number of new young workers 
will increase sharply during the 1960s. 
By the late 1960s, it is estimated, three 
million new young workers will enter 
year, aS com- 
pared with two million a year now 
Starting their work Seventy 
per cent of new young entrants to the 
labor force in the Sixties will be high 
school graduates or better, as com- 
pared with 10% in the 1950s. 

Middle aged and older workers will 
play an important role in the nation’s 
economy in the next decade. During 
the 1960s, two out of every five work- 
ers will be 45 years or older. By 1970, 
over 33 million men and women 45 
years or older will belong to the labor 
force, 5.5 million more than in 1960 
Older workers have the skill and work 


the labor force each 


Careers 


Continued on page 116 
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TUBES ARE MORE ECONOMICAL 
THAN BULBS BUT — 


For lighting systems in general, incan 
descent lamps have a relatively low ini 
tial cost and a relatively high operating 
cost. Just the reverse is generally true 
for fluorescent lamps. In the long run, 
fluorescent lamps prove the most eco 
nomical. In the average school building, 
for instance, fluorescents begin to be 
more economical in from 3-4 years 
However, incandescents would provide 
the most light for an initial expenditure. 





tHE 7500 nour” ratING 
OF A LAMP DEPENDS ON HOW 
OFTEN YOU FLICK THE SWITCH 





When a fluorescent lamp is rated at 7500 
hours, the manufacturer bases this life 
expectancy on the assumption that the 
lamp will burn three hours for every 
time it is started. If you burn it ten 
hours per start you will increase its life 
roughly 50% to about 11,250 hours. On 
the other hand, one-hour per-start op 
eration will shorten its life to about 
5,250 hours. 


MANY COST-SAVING HINTS IN THE 
CHAMPION LIGHTING MAINTENANCE MANUAL 


This manual explains the principles and 
advantages of good lighting practice in 
48 pages. Included are sections on 


LIGHT BULBS ARE A BARGAIN! ha — group replacement of lamps, cleaning 


50 years ago a 100 watt bulb cost $1.45. programs and a guide to trouble shoot 


In fact, if 1910 production methods at- 
tempted to supply today’s demand, a 
100 watt bulb would cost about $4.10. 
Today, you can buy a much better 100 
watt bulb for 25 cents list. 


ing fluorescent installations. This is the 
latest edition of a guide that has proved 
to be of great practical value to lighting 
men everywhere. Write for a free copy. 





CHAMPION LAMP WORKS, Lynn, Massachusetts 
CHAMPION INCANDESCENT-FLUORESCENT « yOur BEST BUY IN LAMPS 
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Challenge of Sixties 
Continued from page 114 


experience needed for our growing 
economy. They now account for a 


RAWLINSON ENDORSES TORK’s ee. ee See seen Hee 
SELECTIVE DISTRIBUTION yin garam Rialmaaaa 


2art-time workers will be more pre 
POLICY dominant during the next ten years 
Sixteen million persons will be part 
time workers in 1970, a 30% increase 
from 1960 

Many manpower resources’ will 
come from the farm population. The 
number of persons living on farms has 
decreased substantially over the years 
The movement of farm people to ur 
ban areas has been one of the major 
trends of this century, reflecting in 
part the continuing reduction in farm 
manpower requirements 

The facts as presented describe our 
expected manpower resources and re 
quirements for the 1960s. Undoubt 
edly the facts as they develop will 
liffer in detail from what we now 


inticipate 


Mass Distribution 


Continued from page 102 





Percy Rawlinson (right) likes the inquiries and sales leads given him by TORK nations tactories and tarms within 





Sales Representative Paul Matthews. Providing local leads and national pro easy reach of the nation’s consumers 
motion are all part of TORK's backing for its selective distributors When you stop to consider the 
myriad services rendered to both pro 
“I’m all for selective distribution” said Mr tawlinson, leading Dallas, ducers or manufacturers, on the one 
Texas, electrical distributor. “And”, he continued, “I’m all for TORK’s hand, and industrial users—retailers 
policy of selective distribution. It pays off for me.” and consumers—on the other hand 
= . , , 
“TORK and I feel that honest and correct relationships with legitimate by the nation’s wholesalers and real 
distributors are the only way for a manufacturer to do business. It’s ize that as a group they operate on 
made for a closer relationship, in both investment and promotion, be a margin of less than 19% of sales 
ree iyself, the distributor, « TORK » manuf: "e 2 (- — 
tween myself, the di ributor, and I RK, the man fact irer. For ex and manage to earn only a low 
ample, when my salesmen promote the line, I know they’re not wasting . 
: tet : amount, approximately 2 on sales 
their time for we're protected by TORK 
the high rate of efficiency of their 
ve ] | > ." z { ( cor 4 1 Ss , 4 mS LEC ( 1 { \ *{ ‘ t ju . ° 
Paul Matthews ad led gir : n't intere oa in es 1 distribution operation becomes obvious 
, we work closely with and for on listributors n-stocking dis- ‘ ; 
And . -—" ches ote ‘ aaa tesa on-stocking dl It is no wonder, concluded Jen 


f 


tributors, who must bid on TORK specs, are referred to Rawlinson 
] 


ie >” kins, “that many of the nation’s lead 
Leads and inquiries, developed by TORK’s national advertising and 


ing national manufacturers are clos 








promotion, are turned over to Rawlinson Electric Supply as with ; , 
all our distributor } ing their ‘factory outlets’ and turning 
; 
nm m™ , , , , . to wholesalers for efficient, low-cost 
“The TORK line and selective distribution is truly a ‘profit package’ ‘ - ms “ sail in 
’ r 1 y " > t 5 ) ne ) 
Mr. Rawlinson concluded. The true completene of the TORK line ee a Pe 
makes for better customer service. We get the benefit of TORK’s good ae a eat 
profit line ... plus protection by the manufacturer . plus support 
by the manufacturer — and we at Rawlinson wind up with an unbeat- S . 
; pth ‘ — unbeam Corp. Acquires 
able combination as TORK tocking distributors P- q 
John Oster Mfg. Co. 


CHICAGO—Sunbeam Corp. stock 
holders have approved the acquisition 
John Oster Mtg. Co and related 

@ SELECTIVE DISTRIBUTION John Oster companies to become 

@ BETTER CUSTOMER SERVICE wholly-owned subsidiaries, according 

@ WIDELY SPECIFIED to a Sunbeam Corp. announcement 
en @ TRUE COMPLETENESS OF LINE The action, which marks Sunbeam’s 


) ‘ diversification into the electronics in 

dustry, authorized charter amend 

ments enabling an exchange of 230, 
TIME CONTROLS, Inc. ° it 

000 shares of Sunbeam stock for the 

MOONT VERNON, NEW YORK assets of the parent John Oster Co 


a Mexico subsidiary, and three domes 





tic subsidiaries 


in Canada: Dominion Electric Manufacturing Co. Ltd., Toronto 
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Goodyear uses 


NATIONAL ELECTRIC 
NEPCO-LOK in plants 


around the world 


’ 


ere t ‘ 
\\\\8 











I 


Thousands upon thousands of feet of Nepco-Lok Interlocked Nepco-Lok Inrerlocked Armored Cable ts the ideal material 
Armored Cable are installed in Goodyear plants from the to use where there is danger of mechanical damage. It 
Philippines to Scotland Typical installation is found in th easy to install and gives complete flexibility. If a line has to 
Goodyear Venezuela plant where more than 20,000 feet of be replaced, Nepco-Lok is 100 percent salvageable 
various sizes has been installed for the primary and secondary For information, write: Nat Klectric Diviston, H. K 
power distribution systems. Porter Company, Inc., Porter Blde., Pittsburgh 19, Pennsylvania 
H. K. PORTER COMPANY, INC. 


able. wiring 
wire rope and strand 


NATIONAL ELECTRIC DIVISION 
117 


forgings and pipe fitting 





n products 
refractories 


PORTER SERVES INDUSTRY with steel, rubber and frict 
notors, fans, blowers, specialty alloys, paints 


t 





systems 
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INNER REFLECTOR 20 


PHOSPHOR COATING 
aud 


HARD GLASS 











R80 
1000W & 700W 


R60 
400W & 250W 








RADIANT Merco-White High Beam features 


Protected inner reflector; highest reflection factor. 
Phosphor coating provides good color improvement. 
Highest percentage of delivered lumens to work area. 
Higher initial and maintained illumination. 
Eliminates expensive, heavy fixtures. Reduces installation costs. 
Hard glass (Pyrex) withstands thermal shocks. 
Combines two light patterns, narrow and wide, 
for complete coverage. 


+ + + + HH 





INDOOR OUTDOOR 
Extra High Bay Installation 
National distribution Cmtrah (guint = 
Lighting layout service £0) pho @ 
Favorable discounts 7 W 
Can use porcelair Con use lightweight 


ocket by itself ir nexpensive lamp 


most locatior holder 


ae Send for Bulletin 89 


R WZ be 9. elo) tte) 7vile). 
BOO Industrial Lamp Specialists Since 1938 













300 Jelliff Avenue Newark 8, N. J 


CHICAGO DETROIT LOS ANGELES SAN FRANCISCO PORTLAND, Ore 


Originators of Reflector Type Hard Glass R40, R60 & R80 Incandescent Lamps — 





NEWS 





Record Turnout For 
Distributor Sales Clinics 
JERSEY CITY, N.J A series of 


regional sales training workshops re- 
cently held by Lightolier, Inc., Jersey 
City, N.J. for distributor sales person- 
nel received a record turnout, accord 
ing to a company announcement 

Conducted by two of the firm's 
merchandise managers, the 1960 ses- 
sions brought out an increased attend- 
ance of 80° over the previous year 
The turnout was attributed to the spe- 
cific problems covered in the agenda, 
plus the more professional approach 
to salesmanship necessitated by to 
day's sharp competitive picture 

The two-day workshops were held 
in the company’s showrooms in New 
York, Chicago and Dallas. Emphasis 
was placed on specific sales ideas to 
overcome resistance and close more 
profitable sales; technical assistance in 
selling commercial and architectural 
lines; new applications and scope in 


decorative merchandise 


Industrial Prices Up 
But Trend Will Halt 


NEW YORK—Wholesale industrial 
prices are edging upwards, but slack- 
ening production will create enough 
further 
rises by late spring, Purchasing Week, 
McGraw-Hill publication, reports. 

American industry as a whole is 
ambling along at less than 85% of 
capacity and even lower capacity 
rates are in prospect, the magazine 
says. Though enough to halt any fur 
ther price increases, the production 
slowdown is occurring near record 


excess capacity to dampen 


levels and in no way implies that a 
business slump is in the offing, the 
publication states 


Westinghouse Sales 
Top First Quarter Of ‘59 


SAN FRANCISCO—Westinghouse 
Electric Corp. sales, at latest report, 
were running 5% to 10% ahead of the 
1959 rate, Mark W. Cresap, Jr., presi 
dent, said in a recent statement. The 
company earned $14,409,000 on sales 
of $440,072.000 in the first quarter 
last year. Cresap, however, declined to 
estimate earnings for all of 1960. 

The Westinghouse executive dis- 
closed plans for construction of a re- 
search center at Pittsburgh, where the 
company will bring together about 
1,750 of its top scientists and re 
searchers. Increasing use of atomic 
energy will result in new bookings for 
Westinghouse this year and beyond, 
Cresap added 
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how good should 
power cable be 


...for dielectric strength ? 


At CIRCLE, the point is not how well specifications are met- 
but rather how far they can be exceeded! Take, for example, the 
well-known “double voltage test” as required by IPCEA-NEMA. 


IPCEA-NEMA Performance Requirements 


“6.5.3 After the sample has been immersed for at least one hour, it 
shall withstand for 5 minutes a test voltage which is twice the test 
voltage given in Table 12.” 

“6.5.4... starting with the voltage at which the test described in 
6.5.3 was made, the voltage shall be raised in steps of approximately 
20 per cent of the immediately preceding voltage until failure occurs, 
the voltage to be kept constant at each step for 5 mintues.” 


“Circlesheath® Type RR Power Cable Performance”’ 


The following table describes the performance of three samples of 
Circle butyl-insulated Type RR power cable. 























CABLE RATED DOUBLE AC | CIRCLE B'KON | MAXIMUM STRESS 
Size VOLTAGE | TEST VOLTAGE] VOLTAGE IN VOLTS PER MIL 
2 AWG 5KV 28KV 48.3KV 454 
| 1/0AWG | 5KV | 28KV. |  403KV 356 1 
500 MCM 5KV 31KV 44 6KV 307 








A frequent sight at Circle is the checking of ex- 
truder operation by laboratory technicians. They 
are concerned with seeing that the quality they 
build into a cable in the lab is realized on the 
production line. 
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A Circle power cable, subjected for over two years to a 250% overload 
of rated voltage in a test still in process, continues to meet all 


specified requirements. 


Turning out high-reliability power cable requires expert knowl- 
and men who 
you specify 


edge of compounds, absolute quality control 
know enough to produce the very best. Next time 
power cable, ask for Circle—there’s no finer made 


@CIRCL 


VARNISHED CAMBRIC 
SHEATHED CABLE - 


WIRE & CABLE 


a subsid ary o} 


Cerro ve Pasco Corporation 


CABLE - 
CIRTUBE* 


RUBBER COVERED WIRE & CABLE - 


PLASTIC INSULATED CABLE + NEOPRENE EMT 
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*« "MARKETS UNLIMITED” * 


FLOAT 





































LOW WATER 





440 SUBMERSIBLE 


1 OPERATION HERE | 


I from Single Phase Lines ! 


es gees ee ee ee es oe ee ee oo F 
Now, get all the benefits of dependable 3-phase 
submersible pump operation and be assured of 
trouble-free, continuous full power output with 
the ADD-A-PHASE Power Converter. Absolutely 
no expensive 3-phase wiring necessary. The 
Add-A-Phase is easily installed by any qualified 
electrician 
UNIT BALANCES OUT 

PERFECTLY FOR ANY LOAD 


Gdd-A-Phase POWER CONVERTER 


e@ 100% Rated Load 
e@ High Power Factor 
e@ Balanced Currents 


@ No Loss of Work 
, Power 








| ADD-A-PHASE Ew 
| Div. System Analyzer Corp., Nokomis, Illinois 
Gentlemen: Please send, without obligation, | 
| complete details on your ADD-A-PHASE Power | 
| Converter | 
] Name Title | 
| Company ] 
Address 
| City Zone | 
I state. | 
I SEE FOR YOURSELF... package | 
| includes many case histories of the | 
| success of the Add-A-Phase | 
years of trouble free use. IF YOU 
| HAVE A SPECIFIC ELECTRIC POWER [| 
| PROBLEM GIVE US THE DETAILS | 
L* FOR RECOMMENDATION, H 
120 


NEW quarters for Raybro’s Lakeland branch is this one-story sheet metal structure, 
the company’s 


which has an adjoining parking lot for 


Raybro Lakeland Expands 


Branch which opened 2!/2 years ago moves to larger area. 


X-P-A-N-S-I-O-N is the word most 
appropriate for the growth of the 
Lakeland, Florida, branch of Ray 

bro Electric Supplies. Inc. Since its 
opening two and one-half years ago 
business has been increasing so rapid 
ly, the company found it necessary to 
move into a new and greatly enlarged 
building at 520 N. Ingraham St., in 
Lakeland 

The newly 


constructed one-story 







customers 


sheet metal building is on an adjacent 
corner lot and same side of the street 
as the firm's original building formerly 
occupied at 5O8 N. Ingraham St. It is 
located in Lakeland’s wholesale dis 
trict, only short distance from the 
main business section of the city. The 
building is staffed by R. Q. Coram, 
branch manager; L. M. Huggan, sales 
man; (¢ D. Johnson 
J. W. Belisle, salesman 


salesman; and 





NECA Backs Procedure 


For Handling Sub-Bids 


WASHINGTON, D< The rec 
ommended handling 


sub-bids for the building construction 


procedure for 


industry is in Keeping with the objec 
tives of the standing policies of the 
National Electrical Contractors As 
sociation, the association headquarters 
has stated 
tion is recommending to its chapters 
and members that the plan be fol 
lowed in all areas where the coopera- 


Accordingly the associa- 


tion necessary to make it effective is 
available 

The recommended procedure re 
portedly was developed on the basis 
of many years of study and industry 
efforts to deal with the unfair trade 
practices of bid shopping by prime 
contractors and bid peddling by sub- 
contractors. The outline was prepared 
by the National Joint Cooperative of 
the Associated General Contractors- 
Council of Mechanical Specialty 
Contracting Industries. NECA is af- 
filiated with the council along with 
other specialty contracting groups in 
the mechanical field 





The association’s study of the plan 
showed that it was entirely consistent 
NECA 

4-Contract 


with basic 
which (No 
contains a 


policies, one of 
Procedures) 
condemnation of 
bid shopping and bid peddling and di- 
rects that NECA headquarters and ap 
propriate standing committees make 
every effort to curb these unfair trade 


strong 


practices and promote awarding meth 
ods that would diminish or eliminate 
the opportunity for these acts. 

Ihe procedure, which is intended 
to apply when the single contract 
method of procuring construction 
services is used by the owner or 
awarding authority, provides for a list 
ing of the mechanical specialty sub- 
contractors by the general contractor 
at the time he submits his prime bid 
Those so named would be used in 
event the general contractor won the 
award. It also provides for specific 
time limits on submission of sub-bids 
so as to provide a definite finality 
point in the competition. The NECA 
policy states that prudent owners 
should require general contractors to 
specify their mechanical specialty sub 
contractors in all general bids 
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OP Ta aren 








when YOU choose 
iW: - ee) ke) eS Cada 
CONNECTORS... 





# 








YOU CHOOSE THE ONLY COMPLETE LINE TERMINATE 
THAT COVERS THE COMPLETE RANGE ad ‘ 
FROM #8AWG to 1,000MCM — [ 
AND THE LOWEST INSTALLED COST! — as 
Plus... o% 
THE NEW TBM8 HAND TOOL PIGTAIL ; 


The only hand tool that installs connectors 


from #8AWG to SOOMCM. 





WITH THE MOST 
EFFICIENT HAND TOOL 


Designed for Code Copper Conductors. There's a complete line for ver... TBM8 h 
All-Aluminum too! The COLOR-KEYED connector line is T&B Engineered / 
for superior performance at Lowest Installed Cost. It is the only con- 
nector system with a full range of Tooling from pocket size hand tools 
to 40 Ton Hydraulic heads. T&B's 65 years experience has proven that 


the correct tooling is as important as the correct connector | 


*C-TAPS —the newest addition to the i 


COLOR-KEYED Line 





WRITE FOR COMPLETE LITERATURE 
SOLD COAST TO COAST EXCLUSIVELY BY YOUR LOCAL T&B DISTRIBUTOR 
THE THOMAS & BETTS CO. incorporated 
iss ELIZABETH NEW JERSEY IN CANADA THOMAS & BETTS LID. MONTREAL 
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KRALOY PVC CONDUIT before encasement in concrete slab for large plant in Santa Ana, Calif 


CONTRACTORS REPORT INSTALLATION COSTS 
CUT 20% USING KRALOY PVC RIGID CONDUIT 
... lst PVC Conduit with U/L Listing * 


Because of its extreme light weight and ease of handling, cutting and 
joining, the use of KRALOY Pvc CONDUIT allows appreciable savings over 
use of other types of conduit. Only 4% the weight of steel, 4% that of 
aluminum, KRALOY’s many advantages make it the ideal conduit 
KRALOY’S mirror-smooth interior walls make fishing easier, and it can 


be cut and joined with simple tools and solvent cement. For your 





‘~ | 
customer’s complete satisfaction, remember that KRALOy is rust-proof, 


pit-proof, non-magnetic, non-sparking, and won’t support combustion 
Consider the dollars to be saved using U/L listed* KRALOY—its trouble- 
free characteristics—and you'll insist on KRALOY PVC CONDUIT for your 
next job. Send the coupon today for the full story on KRALoy—the only 
Pvc conduit with u/t listing*! 


NOTE THESE WEIGHT COMPARISONS (LBS.) 











Trade Size | yn | ~ | ¢ 7 | 4 | 5 L 6” 








ee ‘ ee | >; | Ss - 
KRALOY PVC 15.0 29.0 | 63.0 131.0 | 187.0 | 253.0; 326.0 
ALUMINUM 27.4 53.( 115.7 238.9 | 3400 |] 465.4 612.9 
st ard dl ce | (REE cast) TEP be kel PS 
STEEL | 79.0 | 153.0 334.0 690.0 | 982.0 | 1334. 1771.0 





x er | 


KRALOY PVC CON- 


— i DUIT is sold only 

) CONDUIT REPLACES KRA Oy throughwholesale 
ae” ; : ered electrical supply 
ri : y mS houses 

. ---—- ee eee ee 

Kraloy Plastic Pipe Co., Inc., Dept. EW-5 

402 West Central Avenue, Santa Ana, Calif 





| *ALoy 
Gentlemen: Please send me your new Brochure on | 
Kratoy PVC Conpuit which gives complete information | 
and installation directions | 


Address ee. ee 
| *For direct under- 
i . Zone ___ State ____ | ground burial or 
OS eS ae ea ae ae eS eS 


| 

| 

| 

| 

| 

| 

| Name — ‘ — 
| 

| 

| 

| 


‘ 








FTC Moves To End 
“Deceptive” Pricing 


NEW YORK~—-The Federal Trade 
Commission is reportedly considering 
expansion of an experiment to get 
groups of business competitors to 
agree voluntarily to give up pricing 
practices challenged as deceptive 

The commission’s chairman, Earl 
W. Kintner, in a recent address, said a 
District of Columbia experiment 
showed the group approach “possesses 
great potentialities for more effective 
and complete law observance.’ 

However, Kintner avoided declaring 
outright the commission will employ 
the group approach on a large scale 
But, other officials hinted the D. ¢ 
experiment was successful enough to 
justify trying the plan in other areas, 
though perhaps not immediately 


Sunbeam Extends 
Consignment Test Program 


CHICAGO—Sunbeam Corp... elec 
tric appliance manufacturer, has an 
nounced extension of the distributor 
agent Consignment Test Program 
from a three-state Pacific Coast area 
to five additional states 

The market testing program unde! 
which dealers are contracted for ap 
pliance sales has been in operation in 
California, Oregon and Washington 
since early 1959. The provisions of 
the contract arrangement will be ex- 
tended to Arizona, Idaho, Montana, 
Nevada and Utah, C. Clifford Mend 
ler, vice president, announced 

The Sunbeam official said that the 
time period elapsed had not provided 
sufficient evidence to warrant extend- 
ing the test program across the entire 
country, but “we expect to = gain 
broader Knowledge of distribution 
through this contract arrangement by 
the increased experience possible in 


the broader territory,” he said. 


US Citizens Launch Health 
Project for World Citizens 


WASHINGTON—A former Navy 
hospital ship, the S. S. Hope, is being 
turned into a floating medical center 
to be launched this summer with the 
purpose of bringing American medi- 
cal knowledge to less fortunate peo- 
ple of the world. Under the motto 
“Health Opportunities for People Ev- 
erywhere,” the project will bring 
health, help and hope to the disease- 
ridden, the poverty-stricken, the un- 
derfed. Not a government program, 
HOPE is a citizen project which will 
teach medical and health personnel 
of host countries, while providing 800 
beds, a surgical section and several 
laboratories 
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Many orders to different manufacturers ONE ORDER TO REVERE 


Cut your paperwork and overhead by 
ordering all outdoor lighting from Revere 


Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan- 
descent, mercury and fluorescent lighting fixtures, cluster 
lights, hinged and rigid poles, transformers, and acces- 
sories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business. 


Simplified ordering, pricing, billing 


You can save time and money by ordering all your out- 
door lighting equipment from one reliable source. With 
Revere, you can select all components from one catalog, 
place one order, have one price source, receive one 
invoice. Sales costs and clerical detail are kept to a 
minimum, and your overhead is reduced accordingly. 


Lighting layout service helps you sell 

Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts fast 
and at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience you're 
sure the lighting is engineered for peak efficiency. Send 
us specifications for your next outdoor lighting job 


Matched units for trouble-free installation 


You can cut contractor call-backs by ordering all com 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer no wasted time co-ordinating 


and expediting deliveries from several suppliers. 


Write for Revere Outdoor Lighting Catalog 


OUTDOOR LIGHTING 


Revere Electric Mfg. Co. © 7420 Lehigh Avenue ¢ Chicago 48, Illinois (In suburban Niles 
Long Distance Phone: Niles 7-6060 © Chicago Phone: SPring 4-1200 © Telegrams: WUX Niles 


In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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Ground 
the destructive force 
of lightning with 


CFs«I Galvanized Steel Strand 


For grounding of power transmission lines, CF&I Galvanized 
Steel Strand has been proved by years of experience. Weldless 
Overhead Ground Wire Strand is made of special analysis steel to 
ASTM specification A-363, in three- and seven-wire construc- 
tions. It is carefully galvanized for extra weather resistance. 

For guy, messenger and other applications, CF&I Strand is 
made to ASTM specification A-122. CF&l can also manufacture 
strand to your individual specifications. For prompt delivery, get 
in touch with a CF&l sales office. 


7635 


HY GALVANIZED STEEL STRAND 


} 
(STEEL THE COLORADO FUEL AND IRON CORPORATION 


in the West: THE COLORADO FUEL AND IRON CORPORATION Albuquerque * Amarillo 
Billings * Boise * Butte * Denver * El Paso * Farmington (N. M.) © Ft. Worth * Houston 
Kansas City * Lincoln * Los Angeles * Oakland * Oklahoma City * Phoenix * Portland 
Pueblo « Salt Lake City * San Francisco * San Leandro ¢ Seattle * Spokane * Wichita 
In the East: WICKWIRE SPENCER STEEL DIVISION Atlanta * Boston * Buffalo * Chicago 
Detroit * New Orleans * New York * Philadelphia * CF&l OFFICE IN CANADA: Montreal 
CANADIAN REPRESENTATIVES AT: Caigary * Edmonton * Vancouver * Winnipeg 


New Housepower 
Profit Clinic Announced 


NEW YORK—A new Housepower 
Profit Clinic has been launched by the 
Live Better Electrically Program of 
the Edison Electric Institute. Designed 
to increase electrical sales by local 
contractors, the clinic represents the 
outgrowth of the Housepower Forum 
started three years ago. The program 
is a refresher course for electrical con- 
tractors who participated in earlier 
Housepower Forums 

The Profit Clinic consists of five 
packaged meetings, with an optional 
sixth session to suit local needs and 
plans. There is an integrated kit of 
audio-visual aids that includes slide- 
flim, flipchart, and a variety of printed 
material for distribution; a new step- 
by-step approach to selling electrical 
extras; selling up the new home mar 
ket: and review of selling basic wiring 


Arkansas Distributor 
Opens New Branch 


CROSSETT, Ark Tri-State Mill 
Supply Co., electrical wholesale distri 
butor, has reportedly opened a new 
branch in Camden, Arkansas 

W. H. Holbrook, vice president and 
general manager of the firm, said that 
the branch, to be located at 322 
Adams Ave., S. W., will be open for 
business by about May 2nd. According 
to Holbrook, J. B. Dooley, who has 
been manager of Tri-State’s opera 
tions in Fordyce, Arkansas, will move 
to Camden as local manager. W. J 
Ripling, the firm’s sales representative 
now serving the Camden area, will be 
in charge of sales for the new outlet 


GE Sales Decline 2% 
From ‘59 First Quarter 


NEW YORK—General Electric Co 
sales in the first quarter dropped about 
2% trom those of the 1959 period, 
according to a company announce 
ment 

However, first quarter net income 
stayed about the same as last year’s 
Volume declines came in capital goods 
and defense products, as chairman 
Ralph J. Cordiner had previously pre- 
dicted. In addition, major appliance 
sales were affected by extreme winter 
weather. 

According to the GE announcement, 
sales totaled $957,433.000, down from 
$976,568,000 in last year’s initial pe- 
riod, and below the $964,966,000 of 
1958's first quarter 

Cordiner said the outlook for the 
remainder of the year is “potentially 
favorable” and that orders for all 
products received in the first three 
months this year gained 9% over last 
year’s first quarter 


ELECTRICAL WHOLESALING—May, 1960 





first choice of industry... 








iS ANAL UT 





America’s biggest and fastest 
growing localized 


lighting line 


Your customers don’t want just any lights. 
Most of them want Localites— preferred choice 
of industry for lighting machine tools, benches 
and assembly lines for over 25 years. 


Each Localite is designed to meet the needs of 
the specific application . . . in styles and 

sizes best suited for machine shops, assembly 
operations, offices, laboratories, schools, 
hospitals, hobby and home use 


No other lights match Localite quality. They’re 
sturdy yet flexible . . . can be positioned where 
desired in seconds . . . stay put even under 
severe vibration. Easy to mount. . . cool to the 
touch . . . most models U/L approved. 


Localites are competitively priced to sell every 
market . . . cost no more than many ordinary lights 
Make your choice industry’s choice . Localite 


Write for Catalog L-9, Fostoria Corporation, 
Fostoria, Ohio. 


€F FOSTORIA 
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The Best Way To Install 
Boxes & Fixtures In 
Dropped Ceiling Work... 


Arrow Conduit 


CHANNEL 
SUPPORT 


MORE ECONOMICAL! 


MORE EFFICIENT! 


No more makeshift arrange- 
ments! These features are ‘‘sell- 
ing” contractors, everywhere! 


ARROW CONDUIT 
& FITTINGS CORP. 





Research and Development: 





Expenditures Forecast For Next Decade 


gee MUCH WILL EXPENDI 

TURES for research and develop- 
ment increase during the next ten 
years? This report, prepared by the 
McGraw Hill 
nomics, presents a detailed forecast of 
R and D expenditures over the next 
de ( ade 


are working to brine about this in 


De partment of kco- 


an analy sis Of the forces that 
crease part ularly in (the area of 
private business expenditures for R 
and D; and a few summary comments 
on the implications of these trends in 
the growth of R and D expenditures 
for business and public policies 

All of the forecasts of R 
and D expenditures must be given in 
terms of data that are admittedly 
shaky 


nition. Nevertheless, we shall proceed 


e Forecast 


both as to coverage and defi 


to forecast in terms of quite specific 
numbers for 1959 and 1960, in order 
to give some quantitative significance 
to the trends we shall describe 

Our forecast of R and D expendi 
tures shows expenditures on R= and 
D (1) by major sources of tunds, (2) 
by agencies performing the work and 
(3) by type of research project 
basic research, applied research or 
product development. Even if the fore 
casts should by some mischance prove 
to be grossly misguided, the historical 
segment of the tables would still con- 
stitute a net addition to our knowledge 
of R and D expenditures. Indeed, it 
may be safely said that they constitute 
the best set of estimates of R and D 
expenditures running back to the year 
1945 which is extant, because it is, as 
far as we know, the only set of such 
estimates. The estimates take into ac 
count data compiled by the Founda 
tion, by the Defense Department, the 
Bureau of Labor Statistics, the Census 
Bureau, and our own Department of 
Economics. 

In summary we expect the total ex- 
penditure for R and D to increase 
from about $12 billion in 1959 to 
about $22 billion in 1969. This fore- 
cast 1s in terms of current dollars. 
which we estimate—conservatively 
will reflect an increase of about % in 
costs of research manpower and equip 
ment. For the past decade . . . and 
presumably for the next decade 
these costs have tended to increase 
considerably faster than the general 
The corresponding 1969 
figure in constant 1959 dollars would 
be about $17.5 billion 


Also indicated are prospective shift 


price level 


in the character of R and D spending 
The prospect is that in 1969 a smaller 
share of the total will be devoted to 
government research (particularly de- 
fense-type) and larger shares rela- 
tively will be devoted to industrial re- 
search and to basic research generally 
than is the case now. Also, a decade 
hence the proportion of basic and 
applied research, as opposed to prod 
uct development, promises to be in 
creased. We would regard the rea- 
sons, now to be arrayed, as of much 
more abiding significance than any 
precise dimensions of the conclusions 
to be drawn at this juncture 
e Expenditures and Sources of Funds 
In addition to the availability of 
money and the incentives to apply it 
to R and D, there are numerous other 
factors which could have a key bear 
ing on the future course of expendi 
tures for this range of activity. While 
t is our impression that it will not 
prove a seriously limiting factor, one 
of them is the availability of enough 
competent scientists and engineers to 
staff the R and D establishment ade 
quately. Here, however, we limit our 
analysis primarily to the prospective 
availability of funds and the incentives 
to increase the flow of funds to R and 
D. In so doing, we lead off with the 
establishment which now provides the 
larger part of the grand total of funds 
for R and D 
At the present time, the federal gov- 
ernment is the main provider of funds: 
$7 billion in 1959, of which $6 bil 


the federal government 


lion is connected, in one way or an 
other, with the defense program. (This 
includes expenditures by the Dept. of 
Defense and several other 
most notably the Atomic Energy Com- 
mission). Most of the increase in R 
and D spending during the past two 
decades has resulted from the willing 
if you like—the compulsion 
of Congress to appropriate funds for 
R and D connected with national 


agencies, 


ness, or 


defense 

It does not seem irresponsible to 
suggest that in 1959, and looking for 
ward to the 1960s pressures of this 
sort have begun to slacken just a bit 
The federal budget for fiscal 1961 in- 
cludes a very small increase in defense 
spending. And there is reason to be- 
lieve that future increases will also 
be of limited proportions. This is not 
only because of the changing climate 
of international relations, which may 


Continued on page 128 
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NATIONAL ELECTRIC ONE SOURCE FOR 
ALL BASIC BUILDING WIRES AND CABLES 


THW Thermo-Plastic 
Covered 75° Wire 


X | =~ TW Thermo-Plastic 
‘cS » Covered 60° Wire 
RR Underground 


Py Service Entrance Cable 
. RHW Rubber Covered 


LOOMWIRE Non-Metallic 15° Wire 


Sheathed Cable 


——<$<A~__ 
NATIONAL ELECTRIC 


ine 


National] Electric is a single source for high quality For complete information on the building wires 
building wires and cables of all types and sizes. On and cable available from National Electric, write 
large jobs or small, you get everything that you National Electric Division, H. K. Porter Company, 
need in one stop with guaranteed high quality. Inc., Porter Building, Pittsburgh 19, Pa 


Pong swncee 
é is F ¢ @ ; : 


NATIONAL ELECTRIC DIVISION | J 1)’ 200°, H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel. rubber and! 


ystems. motors, fans, blowers, specialty alloys 
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CONTRACTORS, ENGINEERS BECOME 
GENUINE ELECTRICAL EAGLE-EYES! 


Now the famous Wiremold screwdrivers become 
devices for a stepped-up effort for putting 
across the Plugmold story to more con- 

tractors and engineers than ever before 
in publications most favored by these 
important groups — the ones who move 
your stock. Advertising to them 
has been doubled! 


Every distributor knows how profitable the Wiremold line 
has always been, thanks to our steadfast distributor sup- 
port policies ... and every Wiremold distributor will in- 
creasingly feel the impact of our efforts to achieve greater 
stock turnover. 


IN ADDITION TO STIMULATING THESE impor- 
tant groups, our 1960 program calls for: consumer adver- 
tising reaching more customers than ever before .. . new, 
easy-to-use specification literature . . . new application 
literature . . . all intended to help sell more jobs. Your 
Wiremold man will show you how to gain full ad- 
vantage of the Wiremold Turnover Program. 


THE WIREMOLD COMPANY e DEPT. WO-5 e HARTFORD 10, CONN. 
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Expenditures .. . 
Continued from page 126 


permit a slowing down in the arms 
race, but also—and perhaps more im- 
portant because the Department 
of Defense has developed, in recent 
years, an increasingly effective set of 
budgetary controls—so that any future 
step-up in defense requirements will 
be accompanied by a better selection 
of projects and a less wasteful expan- 
sion of expenditures than occurred in 
the 1950s. 

What then is likely to be the course 
of R and D expenditures in the de- 
fense sector? Even if spending on 
production of weapons is reduced or 
held relatively constant, spending for 
R and D is likely to go on increasing 
because (1) whatever armaments we 
do produce will be more complex, in 
a scientific sense, and (2) any reduc 
tion in key armaments programs 
would probably mean a shift of some 
resources to semi-civilian projects, 
such as those of the National Aero 
nautics and Space Agency, that have 
some longer-range utility from a de 
fense standpoint. In fact, a good 
theoretical case can be made that such 
a shift would accelerate R and D 
spending. Some of the detection and 
warning devices required to police an 
effective disarmament scheme would 
require more extensive R and D than 
the weapons they are supposed to 
detect 

However, as a practical matter, 
civilian administrators—in research, or 
anything else—are always less waste- 
ful than the military. And in fact, the 
very nature of military problems com- 
pels some duplicating programs that 
would not be undertaken in a more 
rational world. Consequently, we ex- 
pect the defense-type R and D ex 
penditures will increase at a slower 
rate during the next decade than they 
have in recent years 

A specific forecast can be no more 
than an intelligent guess, but our 
guess is an increase of $4 billion from 
1959 to 1969, or less than a half- 
billion per year. Considering the fact 
that in the past five years the total 
defense budget has only increased 
about $1 billion per year (and the 
entire federal budget less than $3 bil- 
lion per year), we might reasonably 
conclude that $400 million a year 
would not be regarded as a niggardly 
increase in R and D spending for de- 
fense projects. The amount would 
undoubtedly be raised during any re- 
newal of near-hostilities, but improved 
budgetary controls would limit the 
rise better than was the case after 
Korea. 

Turning to other types of R and D 
financed by the government, we find 
that these include research in such 


Continued on page 130 
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THIS 1S ELIMINATED WITH NEAT, SIMPLIFIED COPE WIREWAY SYSTEMS 


SOUTHWEST SHOPPING CENTER—“tThe architect's 
problem was to eliminate utility poles and cables outside a beautiful, 
new shopping center,” reports Henry Rowe, Sales Manager for Cummins 
Supply Company, authorized Cope electrical wholesalers in Fort Worth. 
“With the close cooperation and technical assistance of Bernhard Engi- 
neering Sales Company, Cope representatives in Dallas, we were able 
to prove the advantages of Cope Aluminum Wireway for this unusual 
application.”’ The Wireway system, laid out in detail for installation by 
the local electric utility company, provides an attractive and completely 
weatherproof cable supporting system that eliminates the maze of wiring 
and low voltage connections usually associated with an installation of 
this size and type. 





COPE PRODUCTS ARE SOLD ONLY THROUGH AUTHORIZED COPE ELECTRICAL WHOLESALERS 


The only completely integrated line of cable support- 
ing systems for every installation requirement 

2 sold exclusively through authorized distributors 
backed by a company that really protects and pro- 
motes your selling effort. Cope distributors are sold 
on Cope—and they're se//ing Cope! 


WIREWAY LADDER CHANNEL 





SERVING THE ELECTRICAL INDUSTRY SINCE 1885 


Division of ROME CABLE CORPORATION © COLLEGEVILLE, PENNSYLVANIA 
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fields as medicine, agriculture, and the 
support of educational institutions 
engaged in pure science. The Con- 
gress seems to have a more consis 
tently generous attitude toward such 
expenditures than it does toward the 
defense program. Non-defense_ re- 
search expenditures, financed by the 
federal government, have doubled in 
; “fT f nS the past two years, and there is no 
wuaeee Sanerecene 5 ti e vey it | reason why this trend should not con- 
AL tinue. In fact, certain new develop- 
7 ments may reinforce the trend: (1) 
Mili “Research” has become a_ popular 
label for civilian expenditure pro- 
grams. It no longer connotes long- 


haired professors doing useless ex- 





























periments, but products of real value 





to business, agriculture, community 
health and education It is a label 
that helps to pass appropriations. (2) 
The National Science Foundation has 
lately become an effective (almost 
cabinet-level) spokesman on the need 
for such expenditures and has col- 
lected data that give Congress a clear 
picture of the total R and D spending 
included in the federal budget. In 
view of the widely advertised com- 
petition with Soviet Russia, it seems 
likely that Congress will want to keep 
() ‘ I] r 26 | the total U.S. effort moving ahead at 
lla | \ You Call a fair clip, and any decline in defense- 
7 sponsored R and D will encourage 
increases in  non-defense projects, 

measure by which do not lack for sponsors. 
) ) In this sector, as in the defense 
% sector, our forecast must be highly 
6 2 conjectural, because it depends on 
‘al OrMmMance i political considerations. But a doubl 
ing of the (much smaller) total of 
non-defense federal research spending 























Sparkling new Libbey-Owens- sancajeon i ieee : 
in ten years seems like a conservative 

Ford Building in Toledo, Ohio ' bet. 
rises 15 floors above street level. After considering government-fi 
nanced R and D expenditures, we find 
that the remaining expenditures are 
financed almost entirely by private 
used in all office areas. industry, which this year is spending 
P&S Rocker-Glo can be used ' $4.5 billion, with only a very small 
part—$300 million—financed by uni 
ment loads at full current rating. an versities, research foundations and 
2251 other non-profit institutions. Indus- 
Quiet in operation, it is smoothly trial research and development is a 
activated by pressing, pushing, field we know considerably more 


rocking or rolling. [) about, as to motivations and prospects, 


Note: P&S Super AC Switches than we do about the future of gov- 
(20AC1) ee ; ; ; de ernment R and D. Surveys conducted 
20AC1) were also used in this 


by the National Science Foundation. 
building in all hallways and lab- se “a the McGraw-Hill Department of 
oratories. aaa Economics and investigators at a 
PERFORMANCE number of universities give consider- 
For information, write Dept. EW-56A SPECIFIED able depth to our knowledge of private 
R and D expenditures during the past 

ten years. 
PASS & SEYMOUR, INC. The latest McGraw-Hill survey re- 


i a — at a ports industry’s plans ahead to 1962 
SYRACUSE 9, NEW YORK On the basis of this trend we can 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Il. In Canada: Renfrew Electric Co., Ltd., Toronto, Ontario forecast, with some confidence, that 


i, 


New, modern, 20-ampere, Rock- 
er-Glo switches control the lights 








on fluorescent and tungsten fila- 
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private industry’s expenditures will | 
continue to increase rapidly, at least | 
doubling by 1969 and perhaps in- 
creasing even more. The expenditures | 
financed by non-profit institutions will | 
show an even more rapid rate of 


growth percentage-wise (although re- 
maining small in absolute terms) be- 
cause (1) they are starting up from a 


relatively low level and (2) the in- | e 
creasing public awareness of the need 
for scientific research has speeded up lll 
the flow of contributions (including 


business contributions) to these non- 
profit institutions so that spending 


can now rise sharply. 
If we summarize the effects of these 


shifts in financing, we can see that 


they produce a shift in the purpose 
of research programs. We find that 
expenditures on defense-connected R h| ( 
and D will show less than average 


growth over the next decade. R and 
D aimed at making a profit, research 
simply to advance knowledge, and 
research to attain social and cultural P&S TURNLOK wiring de- 
objectives will surely be growing rela- vices are designed to give 
tively fast trouble-free service no matter 
Whereas government has been and how tough the going gets. 
will continue to be the biggest pro- TURNLOK devices are avail- 
vider of R and D money, industry able in 10 and 20 Amperes, 2-, 
has been and will continue to be the : 
8-, and 4-wire types: recep- 


main performer of R and D. It is d 
noteworthy, however, that colleges tacles, connectors and caps. 


and other institutions will increase 
their share of R and D performance All P&S TURNLOK devices 
over the next decade have extra large head binding 
We also find a shift in the types screws and ample wireways 
of individual research projects to be 
undertaken. At the present time, “re- 
search and development” is _ over- ' te : 
ee eee ae a securely. Cap blades. are 
whelmingly “development,” i.e., the aa , 
design and development of specific positioned accurately. Con- 
new products from the results of pre tacts are anchored securely. 
vious research. This kind of activity Fastening screws in connec- 
accounts for most of the military re tors are secured in body . 
search and development program, and cannot fall out in wiring. Rat- 
most of the private expenditures as ings are plainly visible. 
well. Only $3.6 billion, out of the $12 
billion spent on research and develop- 
ment in 1959, is for research in the 
laboratory sense—basic and applied coi) 
research. And this is concentrated in TURNLOK Line, write Dept. 
a relatively few industries (aircraft, EW-56B. 
electronics, machinery and electrical 
equipment) and, so far as basic re- 
search is concerned, in government 


and university laboratories. [) 
By 1969, we may expect a rather 

substantial shift. Product development 

will still be the predominant type of 

project, but basic and applied re- x, 

search will increase to 41% of the 

average research dollar, compared PERFORMANCE 

with 30% in 1959. The shift will re- SPECIFIED 

sult mainly from less emphasis on 

defense work (more on basic science) 

in the government sector, and partly 

from a trend toward complex R and PASS & SEYMOUR, INC. 

D (as opposed to mere gadgetry) = = — ° , - 

e Purpose of Research in Industry SYRACUSE 9, NEW YORK 

We now turn to a discussion of the 


for quick, easy wiring. Ar- 
mored sections are anchored 


For information about P&S 
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GO AHEAD... 


explain nuisance tripping to him 


Heat’s on, conditioner’s out. How come? 

Some annoying power interruptions are due to inade- 
quate wiring. A vast number are due to nuisance tripping 
of circuit breakers or nuisance fuse blowouts. 

Fuses and many circuit breakers operate on the basis 
of heat. They are sensitive to heat from within the circuit 
and without. Thus, on hot days thermal protectors are 
often near the tripping point even though the circuit is not 
fully loaded. As heat builds up, nuisance tripping results. 

Heinemann hydraulic-magnetic circuit breakers ignore 
heat—respond only to current (amperage) which is the 
true determinant of electrical load. These circuit breakers 
will carry the full, safe capacity on the hottest days. 
Nuisance tripping just doesn’t occur. 

In Heinemann circuit breakers, actuation is entirely 
magnetic; inverse time delay is provided by hydraulic 
means. When protection is needed, interruption is fast. 
When the circuit is safe, power stays ON. 


For consulting engineers, the full story is given in an 
informative booklet, Manual 101: "What You Should 
Know About Circuit Breakers."” Write for your copy. 


roo a 


HEINEMANN ELECTRIC COMPANY 
152 Plum Street, Trenton 2, N. J. 


factors that have a special importance 
in the continuing rapid growth of 
private industry’s expenditures on re 
search and development. Clearly this 
has been a growing activity—we might 
almost say a “growth industry”—over 
the past decade. Private expenditures 
on R and D have increased from $1.4 
billion in 1949 to $4.5 billion in 1959, 
or by 220% in 10 years 

The forces behind the research 
boom are still strong. But are they 
strong enough to bring about another 
tripling of research expenditures in 
the decade ahead? In our judgement 
they are not; we think it ts reasonable 
to expect a doubling in R and D 
spending by industry in the next 
decade 

Industrial research is still a “growth 
industry,” but as in other such cases, 
the rate of growth is likely to slow 
down somewhat as this industry ma- 
tures. During the last ten years—with 
the stimulus of high returns—indus- 
trial research has at least half-way 
grown up to its near-term potential 
There is still a fairly large amount of 
fundamental scientific knowledge that 
has not been exploited commercially, 
but this backlog has been reduced 
considerably since the end of 
World War II. Much of the older 
applied research has been carried 
through to product development, and 
much of our store of basic science 
is being utilized, by one firm or an- 
other, in current applied research 
projects. This is especially so in the 
industries—like chemicals and _ elec- 
trical equipment—where the science 
base was established prewar. Other 
industries are further behind in ex- 
ploiting their science base, or in doing 
the basic research needed to create 
such a base. But it is hard to think of 
an industry today where at least a start 
has not been made on exploiting the 
immediate research potential. 

From now on increases in the ex- 
penditures for product development 
will require more proportionate in- 
creases in applied research than was 
the case some years ago. And inevit- 
ably, the growth of applied research 
will require—sooner or later—an ex- 
pansion of our base in fundamental 
science. All this can be done. Indus- 
try is already shifting more toward 
a heavier proportion of applied and 
basic research, and we have included 
these shifts in our forecast for 1969, 
as previously given. However, such 
shifts are bound to slow down the 
overall growth of R and D expendi- 
tures for two reasons: (1) the more 
laborious types of research do not pay 
off as quickly, and funds for such 
projects will be harder to get (2) 
basic and applied research require 
highly trained scientists and engineers 

not merely technicians—and the 

Continued on page 134 
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Extra Thin...Extra Quiet...Low Cost 
Model 5406 Bathroom Ventilating Fan 


@ Simple ceiling or wall installation 
e Fits any wall as thin as 4” or ceilings where space is at a minimum 
© Horizontal or vertical discharge 


THREE BATHROOM LUXURIES IN ONE ideal for apartments, motels, hotels, prefabricated homes 
COMPACT UNIT... AT ONE LOW PRICE! 


MODEL 5412 COMBINATION HEATER, LIGHT, FAN = \ . P i 
The new, low cost, Leigh Model 5406 ‘‘thinwall 
It heats forced air circulating heater fills 


the tative wlth wiltene heat team Geer te Bathroom Ventilating Fan features an extra thin 
eiling. It lights soft, abundant light is (only 3°4” deep), extra trim housing. The efficient, 
filtered through two Carrara drop lens for glare powerful, 4-pole, 110-120 volt motor operates a 
free illuminat juie ” 

ee illumination. It ventilates quiet op 4%4" centrifugal blower . . . especially 
erating exhaust blower removes just the right : 

amount of moisture and lingering odors without 
causing chilly drafts. Beautiful contemporary 
design blends into any bathroom decor. Gleam styled grille, with a large free area, has an 

ng. chrome-plated erille features larg pe 9 ° ° > 

. Denes ane TONES TGS CPE exceptionally attractive anodized aluminum finish 
to permit free flow of air and heat held in ‘ 4 . 

for lasting beauty . . . blends into any bathroom 


place by sculptured center knob. Easy to clean 
and oil. Easily installed in any home, between scheme. Grille, motor and blower easily removed for 


Standard joists cleaning and oiling. Exhaust pipe fits 
standard 3” duct. 


effective where long duct runs are required 
Removes odors and moisture instantly. The decorator 


nit includes a 3-we witch Plate 
° completely prewired and har 
nessed 3 separate switches to 
actuate the blower no ane Neate Roof Jacks, Roof Ventilators, Wall Caps, Backdraft Dampers, and 
and a ret light tied - : 
series eg pot ‘an ~ : aoe a complete line of other fan accessories are also available 
added money, time saving extra 


ASK FOR CATALOG 268-1 


BUILDING 
PRODUCTS 


LEIGH BUILDING PRO DUCTS, Coopersville, Mich., Division of Air Control Products, Inc., 2260 Lee Street. 
West Coast Warehouse: Leigh Industries (California), Inc.,649 South Anderson, Los Angeles, California. Made in Canada by: Leigh Metal Products Ltd., 72 York 
Street, London, Ontario. Prairie Provinces Affiliate: Leigh-Tornel Distributors Ltd., 549 Archibald Street, St. Boniface, Manitoba—Copyright 1960 LBP-ACP., Inc. 
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PRETESTED 
HOLDING POWER 


USE DIAMOND 


(OL). 


HAMMER 
DRIVE 
ANCHORS 


Where holding 
power counts... 
use this expansive 
anchor . . . for all 
kinds of masonry 
a @ Nail Type 
to V/2' @ Vibration Proof 
@ Rust Proof 


ninum An- 








TRIAL OFFER: Write for catalog sheet and trial samples. 


New low Voltage 
LARGE VIBRATING 
BELLS (GONGS) 


8 to 10 Volts AC ( Transtormer 
to 6 Volts DC «Batteries 


——_— 


No. 176 6 


No. 178 8 
No. 180 10 


low voltage 


BELLS & BUZZERS 


6 to 10 Volts AC ( Transtormer 
3 to 6 Volts DC ‘Batteries 


New Underdome 
Vibrating Bells 
(Gongs) U.t. Approved 


the Trine line 


of electric 
BELLS Bell “LBsze J 
BUZZERS : ge 
GONGS 4 120V AC 


24V AC 
120¥ AC 


Write for brochure and price list 
Trine Manufacturing Corporation, e 0 24 AC 
1430 Ferris Place. New York 61, NY rea 200 








Expenditures 
Continued from page 132 


supply of such people is relatively 
limited. So research and development 
expenditures will continue to increase, 
but not as fast as when there was a 
large backlog of research to be quick 
ly converted into new products. 

Finally, there is the matter of profit- 
ability. The average rate of return 
on research and development has been 
well above the return on investment 
in plant and equipment during the 
past decade. It seems likely to remain 
higher for at least the next five years, 
but as competition in research and in 
new products increases, the differential 
is bound to narrow. By 1965, new 
equipment may be almost as good a 
bet in many cases. Furthermore, the 
whole economy will be changing by 
1965 because we shall be entering a 
period of very rapid growth in the 
number of new families and rapid 
growth in most consumer markets—a 
period, therefore, that is likely to 
offer increasingly good returns on the 
expansion of plant capacity. In_ this 
new atmosphere, the incentives to In- 
crease R and D programs will still be 
strong for most companies, because 
labor and materials will still be cost- 
ly and research points out ways to 
save them. 
e Implications For Policy—If indus- 
trial research expenditures double in 
the next ten years, there would ap- 
pear little need for public concern 
about the quantity of research we get. 
Incentives for applied research and 
product development are very strong, 
and likely to remain so without further 
changes in public policy. We will get 
a large enough quantity of new prod- 
ucts and processes. There may, how- 
ever, be reason to worry about the 
quality of our research effort, in the 
sense that there are insufficient incen- 
tives for basic research. Our own 
surveys indicate that most industrial 
companies do not do that kind of 
research because it takes too long to 
pay off. Other studies have indicated 
that too much of the government's 
research effort (and too many of its 
grants to universities) 1s concentrated 
on applied research, and too little on 
basic research, if the latter is to re- 
ceive the impetus it needs from gov- 
ernment sources 

It is possible that industry could 
be persuaded to undertake more basic 
research by specific tax incentives- 
say a doubling of the normal deduc- 
tion. It might also be persuaded (al- 
though this seems less effective) by a 
simple reduction in corporate tax 
rates—which would shorten payout 
periods on all types of investment. 
Some companies engaged in defense 


Continued on page 136 
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firs with the fest 


NW brings you the greatest advance in 


Philite Radiant, Inc. 1960 


ALPHA ~— close to ceiling unit...decorator-styled...enhances any installation 
ALPHA ~ pleated fan polystyrene diffuser assures illumination 


in all directions 
ALPHA - engineered for eye-ease, features mini 
mum contrast, with soft spill of light on center lock-up 
plate 

3 popular sizes — ALL RAPID START! 
816 — 16’ dia 31 deep 2 lights 54 watts (32-2: 
817 — 20 dia 314," deep — 2 lights 72 watts (40-32) 
818 — 20° dia 41/4," deep 3 lights 94 watts (22-32-40 
ALPHA series will compliment any hom play 
room, den, kitchen, bath-room, nursery excellent 
choice for public corridors and many other commer 
cial locations 
ALPHA series follows the recently introduced OMEGA series 


... an immediate, dramatic success! Send for free brochure 
AO-1 about these two $ellabie lines. 








32-02 QUEENS BLVD., LONG ISLAND CITY, N.Y. 


~~ 
iN 
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Expenditures .. . 


S Ht E R M A N TERMINAL LUGS Continued from page 134 
k Sz hi he ould do re 
AND CRIMPING ppele)] S— tore vo mn & ie ae presen 


a bigger profit on defense contracts 
And presumably straight subsidies 
could be employed to encourage com- 
panies with large applied research 
programs to do more basic work 
INDENTED CRIMP However, it seems to us that there 
FOR GREATER RESISTANCE , are serious limitations on any incen- 


tive scheme designed to get more basic 


TO PULL-OUT 
research done in industry. The trouble 


ee eres is that most industrial companies can- 
CONNECTION not use the results of such research. 
Very few companies have such broad 
production or marketing facilities that 
they can use whatever is discovered, 
and very few have the capital to wait 
out the long periods of basic research 


MONEY SAVER ' plus applied research before they get 


SAVE UP TO 15% to product development. The burden 


WITH SHERMAN falls back on a few large companies 


(most of them defense contractors) 
Write for FREE Sample . the universities and the government 
This is true in spite of the fact that, 
in companies which actually do basic 
research, the association with basic 


to improve the work 


a scientists seems 
UN RIMP . SHERMAN SHERMAN HAND CRIMPING TOOLS 
,*= Lu $T" LUG of the applied research staff and lead 
Ne t | enepearing ‘Stawmen 4 Aree to a higher percentage of success in 


applied research projects. This educa- 
onal ; d é y al - ay lead 
H. B. SHERMAN MANUFACTURING CO., BATTLE CREEK, MICHIGAN eden a amaaha emai te 


industry during the next decade, but 
we must assume that the number of 


SAFETY SWITCHES SERVICE EQUIPMENT companies involved will continue to 
That Meet the New NEMA Standards A Fusible Device for Every Need Se ee 


Therefore, an indiscriminate pro 
KNIFE BLADE INDUSTIAL DRYER —- RANGE — WATER HEATER eram to encourage basic research 
FUSIBLE AND NOT FUSIBLE HEATING PANELS — AIR CONDITIONERS : ; 








would probably not succeed. It would 


30 30 

TO TO 
1200 200 cribed above, on the efforts of some 
AMPERES AMPERES | government 
larly on the universities, which have 
the ideal climate for basic research 
When we look at the important dis- 
coveries in basic science that have 


: seem more practical to concentrate 


any incentive or subsidy program on 
the limited group of companies des- 


agencies—and particu 











come from our universities, and then 
look at the small size of the expendi- 
A ood te } tures in their sector, it is difficult to 
24%." x 2%" AND - avoid the conclusion that the nation 
ae, ee ae A M3, would derive enormous long-run bene- 
” ” . 
6 x 6 a fits from an increase—proportionately 
8” x 8” 15 to 50 Amps. ’ 
THERMAL ; a very large increase in this area of 


oe MAGNETIC research 
1 to 5S FOOT 


QUICK 
LENGTHS MAKE & BREAK 


WIRING TROUGHS “E.7-RED”’ New York—General Precision Equip- 


ment Corp. is scheduled to move 


With Knockouts and Without CIRCUIT BREAKERS its corporate headquarters from 
A COMPLETE LINE OF FITTINGS INTERCHANGEABLE New York City to a_ seven-acre 
NON-INTERCHANGEABLE estate in Tarrytown, N. Y. The new 

location will be headquarters both for 

the corporation and for General Pre- 

V/A, \W/ADSW 2) cision, Inc., a new operating subsidi- 

Videmiels ary formed through a _ consolidation 

COVINGT ENTUC of four electronics subsidiaries that 





























became divisions 
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PEOPLE IN THE NEWS 





Leo E. Mayer 


Leo E. Mayer, vice president, Hyland 
Electrical Supply Co., Chicago, IIL, 
has retired at the age of 75 from ac- 
tive participation in the company 
Mayer continues in an advisory ca- 
pacity with the company. From 1929 
to 1935 Maver was three times elected 
president of the National Electrical 
Contractors Association. He was a re- 
cipient of the James H. McGraw 
Award Contractor's Medal in 1934 


Ben F. Huckins, manager of the Wash- 
ington branch of Westinghouse Elec- 
tric Supply Co., has been elected a 
director of the Electric Institute of 
Washington, D.C. Huckins succeeds 
H. L. Robinson, who resigned recently 
from the board 


Gordon O. Richards, operating man 
ager for the Salt Lake branch of 
Graybar Electric Co., has been ap- 
pointed electrical construction sales 
manager of the San Francisco district 
of the firm. A. Jamison Jr., Akron 
Ohio, has been named operating man- 
ager at Salt Lake City 


Howard Dale Langley has been ap 
pointed marketing manager-motor 
control, Federal Pacific Electric Co. 
Langley will be responsible for estab 
lishing and supervising marketing polli- 
cies and promoting sales for that part 
of the company’s line 


George S. Trotter has been appointed 
manager of the western sales region 
of the large lamp department of Gen- 
eral Electric Co. He will headquarter 
in Oakland, Calif. Trotter succeeds 
Don D. Scarff, who has been appoint- 
ed general manager of the division 
with headquarters in Cleveland, Ohio 


Louis F. Weyand has been elected vice 
chairman of the executive committee 
of the Minnesota Mining & Manufac- 
turing Co., St. Paul, Minn 


D. D. Scarff has been appointed 
general manager of the Large Lamp 
Dept., General Electric Co., Cleve- 
land, Ohio. 
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ALL FIVE 
NEMA 
TYPES 


REAR LAMPED a oko} ih ict Be 
WITH IMPORTANT EXCLUSIVE FEATURES 


New Steber Series 5000—Rear Lamped Floodlights—are de- 
signed to meet NEMA Specifications FL6-210, Group B, Types 
I, Il, Ill, IV and V. They accommodate G-48, 1500 watt, 
PS-52, 750-1000-1500 watt incandescent and 400-700 watt 
Mercury Vapor lamps. 





In addition to “rear-lamping,” 

Series 5000 floodlights include 

these exclusive Steber features: 
Genuine Silicone gasketing at all 
critical points 


Finned, cast aluminum neck and cap 
for maximum heat dissipation 


Shielded condensate drain 





Removable thermal shock and 
impact-resistant lens 


Rear section clips to trunion bracket, 
leaving both hands free for faster, 
safer servicing 


Positive grounding—both during 
operation and servicing 


DELIVERIES 


The well-known Steber "shipment within 16 work- 
ing hours” policy applies to Series 5000 Flood- 
lights, as well as to all other Steber lighting 
equipment. No need to wait 6 to 8 weeks or 
longer for “rush” jobs—specify Steber ond 








| 
=r | your delivery problem is solved 





Write for NEW BULLETIN 1097 today! 


Lighting Units KGCAIAA for Every Need 


STEBER MANUFACTURING CO., DEPT. 71-E, BROADVIEW, ILL. 
Steber Manufacturing Co. of California, 242 $. Anderson St., Los Angeles 33, Col. 
Divisions of The Pyle-Netional Compony 

















JHIEL 


FASTENERS 


EASY-DRIVE 


STAPLES 


PAT. 2632356 


WILL NOT 
BREAK OR 


SNAPS PULL OUT 


T. 2885169 


NEW GRIP TYPE 


EASY-ON EASY -DRIVE 
STRAPS NAIL-IT 


WRITE FOR FREE SAMPLES NOW! 


Essential For Electrical Men! 


SOLD ONLY THRU LEADING ELECTRICAL WHOLESALERS 


THIEL TOOL & ENGINEERING CO.,INC. 


1417 N. MARKET ST. LOUIS 6. MO 


PORTABLE POWER 
CUTS YOUR COSTS 





WATT 


Other Sizes 600 Watt to 
100KW—Al! Voltages. Phases 


USE POWER TOOLS WITH DEPENDABLE 
WIN PO WEI ELECTRIC 
——FOQWER pants 
You save 4 big ways with a 
WINPOWER electric plant: 
(1) automatically idles plant when load 
is off cuts fuel cost 
lowers noise extends engine 
life; 
(2) costs less to buy 
beat all competition; 
(3) speeds up production by supplying 
low cost, instant power on the job; 
(4) gives you long and dependable 
service backed by 35 years of 
manufacturing experience. Portable 
cradle units of two wheel dolly 
types. 
FREE BROCHURE AND COMPLETE INFOR 
MATION SENT BY RETURN MAIL. 


WINPOWER MFG. CO. 
Vries EW | 


priced to 





NEWTON, IOWA 


Marshall K. Evans and P. T. Lagrone 
have been elected vice presidents of 
the Westinghouse’ Electric Corp. 
Evans will director of 
Management services, a he has 
held since 1958. Lagrone will be vice 
president in charge of the Southeast 
ern region, with headquarters in At 
lanta, Ga. He became 
gional manager last December. He 
succeeds Otis O. Rae, who is sched- 
uled to retire on May | after more 
than forty years with Westinghouse 


continue as 
post 


assistant re 


Graybar Electric Co. Inc. has an 
nounced the appointment of J. L. 
Bevers as manager of the Omaha lo- 
cation. Bevers has been with Graybar 
since 1940, starting as supply salesman 
in Wichita. In 1954 he became branch 
manager in Wichita 


E. H. Williamson has been appointed 
Tulsa manager of Graybar Electric 
Co. He formerly worked in the firm’s 
Topeka and Kansas City offices. D. J. 
Karr will be operating manager 


Walter J. Michelsen, 
and general sales manager of General 
Appliance Co., Salt Lake City, Utah, 
has been elected president of the In- 
termountain Electrical Association. He 
succeeds Carlos W. Stone, president 
of Carlos W. Stone Co., manufacturers 


agents 


vice president 


F. C. Maughan 


F. C. (Cal) Maughan has been ap- 
pointed manager of the electrical de- 
partment of the Mine And Smelter 
Supply Co., Salt Lake City, Utah. He 
succeeds S. O. Bringhurst, who has 


been named assistant manager 


R. E. Ebersole, marketing manager 
of Westinghouse’s Ken-Rad lamp 
dept., and former general sales man- 
ager and marketing manager of the 
company’s lamp division, has retired 
after 38 years with the firm. 


William Berken, vice president, Cen 

tral Queens Electric Supply Corp., Ja- 

maica, L.I., N.Y. has been elected 
| president of the National Foundation 
| for Muscular Dystrophy for the cur- 
| rent year 











= 
Bp Ai 3 7G 


i, 
/ 


\ <a 
Only Y-ER EAS has all these features 


@ Creamy, non-corrosive lu- é 
bricant. Never greasy or 
messy. 

Prevents sticking or set- 
ting. Specially helpful on 
saddies and turns 

Does not run back on 
cables. 

Never harmful to hands 
or clothing. 
Permanently 
to cables or conduit < 


Write for 
descriptive 
booklet 


non-harmfuyl 





id oF 
Lead, Rubber, Brai 
Synthetic Covered Cables 


ELECTRO COMPOUND CO. 


4153 W. 150th Street © Cleveland 35 Ohio 


SIZES OF SPECIAL 
LARGE RADIUS 
=> 90° ELBOW 
UL) 











i) 


i) 
+ 


3 
A 


v1" 
42” 4'6" 7'6" 
48" 610" =12" —-B’4" 
Also available 45 30° an 
All ore UL 


CONDUIT PIPE PRODUCTS CO., 


COLUMBUS, OHIO 


SCAKCKUWM eB WWD 


2 
a 


approved 


SOLD ONLY THROUGH WHOLESALERS 


ELECTRICAL WHOLESALING—May, 1960 








NEW LITERATURE 





Lighting—The Edison Electric Insti- 
tute has issued a revised edition of e Help Mdeliiat hi 

“A Catalogue of Lighting Demon- 

stration and Exhibit Materials.” The to Greater Sales 
illustrations and accompanying di- 

mensional information are  supple- 

mented by detailed drawings. Price 

of the catalog to EEI member | 

companies is $2.00, to non-members Contains These 
$3.00. Available from Edison Elec- 7 Specialty Tools! 


tric Institute, Sales Div., 750 Third | Ps 
Ave., New York 17, N. Y \\ ; 
~ V/A 


Lamp Ballasts An “Exclusive Serv- HK-17--Hex Key Wrench Set 


ice Program” for fluorescent lamp — 

ballasts is explained in a new bro it’s today's hottest tool pr 

, . 1 SP-18 Electric Tester & Probe motion! Your salesman sells 

chure published by the Universal 4 - from unique specialty tool dis 

Mfg. Corp . Paterson, N. J. The =iiinilineaiintiidaid play and gets this beautiful 
. ‘ ‘ attaché case FREE. Case comes 

booklet also describes the company’s A-06 Slimline Pocket Type Screwdriver with assortment of popular 

, . . es N tools ilustrated here. “Pack 

24-ho 2 - -nginee °rv- ——E 

4-hour Technical Engineering Serv — = monn Pan necse athens % 


ice which is available at no charge 9-40—-Entre Long Stimline Driver tor tho ehastriost 


for design consultation, installation | Comes com 
assistance and troubleshooting. Avail- —— Le plete with 
+" display card 


able from Dept. T-.E.S.. Universal stock 0 
: ND-141 Combination Screw & Nut Driver stock of mer 


Mfg ( orp.. 29-51 East Sixth St... coe ’ 
] , catalogs 

Paterson 4, N.J. 7 ° ~_—— I y: 

DE-810 Double End Nut Driver , 


Dore Re ant Niiee . VRP tee PATIOS ' —— 











Fittings—Condensed version of gen 
eral catalog of aluminum fittings is 
now available from Killark Electric 
Mfg. Co., St. Louis, Mo. The com- VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, Ilinois 
plete line of fittings are illustrated Timer tar ter em Sir) Me loll-Met-la-Mme-la-l.lt- Mee Pe labs tale! 

and described 


P-12 -Pocket Type Phillips Driver Write, Wire or Phone for Complete Detai/s, TODAY! 


Standards Guide—The 1960 guide to 
NEMA Standards Publications ha 

been published saath now is scaliitide eey4 ii: ee) 20) a8 feele)h3:; CASES! 
from the National Electrical Manu- 
facturers Association, 155 East 44th 


St., New York 17, N.Y 
Thermostats—A new four-page bul TPO em & 


letin, RSS5100, illustrates and des- 
cribes a complete line of thermostats ’ 
for controlling electric heaters in res- HITS A DOUBLE BULL'S-EYE: 
idential, commercial and industrial 
comfort heating applications. Avail- For dealers, because it’s too hot NOT to handle! 
able from Edwin L. Wiegand Co., : ‘ 
7500 Thomas B'lvd., Pittsburgh 8, © Greater Heating Capacity from 
Pa. Smaller Unit Lengths 
© Cooler Heater Surface Temperature 
re c — es a yet © Wider Selection of Standard Sizes 
older on Type “RA (Right Angle) : : . 

re , oo . © Most Effective Combination 
design starters and contactors is now d Radiati d Send coupon 
available from Arrow-Hart & Hege- of Infra-re adiation an today for more 
man Electric Co., Hartford, Conn Convection Heat socom ead 
New folder, titled “'2 the size of con @ Easier, More Economical Installation ae 
ventional controls,” defines the prin eautinaed 
ciple of the “RA” design and explains | , : Heating 
details of magnetic motor controls of 


this type. 





For customers, because it’s NOT too hot to handle . 








Switches—New, 48-page switch cata- | Warehousing 
log, completely describes lines of and Service 
enclosed safety switches, service en- Outlets = econ Contractor 


ance >adui > anc —— throughout the 
trance equipment, branch _ circuit Maitad Statin 


panels and meter sockets. Available id Beinn idre hone pee ee 
from General Switch Co., 45 Roeb 
ling St., Brooklyn 11, N.Y 


Dealer 
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MINERALLAC 


Mounts Mineralloc hangers No. 0 to No. 6 on |-Beams 
safely without necessity of drilling holus. Made of 
heavy gauge zinc ploted steel with deep drawn 
ribs to give needed strength, these durable, light 
weight beam clamps have 4-20 tapped holes— 
will fit beam flanges up to % inch thick. Furnished 
with case-hardened set screw. Low cost. 


Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 


MINERALLAC ELECTRIC COMPANY 
25 Nerth Peoria St. Chicage 7, Ill. 


MINERALLAC 


Standard Radius 


ELBOWS 


IN STOCK 
Ya" to 6” sizes * 45° and 90 
ALUMINUM * BLACK ENAMELED 
HOT DIP GALVANIZED 


Also available in wrought iron 


Conouit Nipece Mec. co. 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 





MARKETING AIDS 





EERSEREEEREREEGEESSERE 


PUGTESES TORRE EERTIIE: 
; pepeeeceecesc esc 
au TTY 








ROTECTED-PROFITS INVEN 

TORY CONTROL PLAN” is a 

new plan introduced by the Carol 
Cable Co. Div. of the Crescent Com- 
pany, Inc., Pawtucket, R.1 
to aid the electrical wholesaler in 
controlling inventory The plan, as 
outlined by the company is 
to maximize turnover, 
obsolescence; insure adequate inven 


designed 


directed 
eliminate 


MANUFACTURERS APPOINTMENTS 


tory 
balanced 
profits. 

e How The Plan Works—Initially. 
the manufacturer's representative 
takes a physical inventory of the dis 
tributor’s stock and lists it on a com- 
pany inventory form. Once 
the inventory has been listed, a run- 
ning record is kept which allows for 


to fill orders promptly; insure 
inventories and _ protect 


control 


control of inventory through the fol 
lowing inventory: 
items ordered calls; current 
inventory; movement by 
type of product; continuing record of 
turnover; report of slow 
moving stock which is automatically 
returned to warehouse (at no penalty 
or handling charge) 


factors: previous 
between 


record of 


detailed 


Eagle Electric Mfg. Co., Inc., Long 
Island City 1, N. Y New sales aid 
manufacturers Lock-On 
Connector No mounted on 
an individual counter The card 
is adaptable for peg or counter mer- 
chandising, 
catching design when mass displayed 


display of 
SO is now 
card. 
eye 


and provides an 


says the manufacturer 





Thomas & Betts Co., Elizabeth, N.J 
has announced the appointment of | 
W. “Woody” Strong as manufacturers 
representative for Colorado, Wyoming 
and eastern Montana 

Duray Fluorescent Mfg. Co., Chicago, 
lil. has appointed Norman Davis of 
Sales Co., St. Paul, Minn. as 
representative for Minnesota 
North and South Dakota 


Davis 
sales 
and 


John Hayes, formerly sales manager, 
national accounts for Cribben and 
Sexton, Waste King Corp. subsidiary, 
has established a new manufacturers 
representative agency. Called John 
Hayes & Company, it is located at 
7OOL N. Clark St., Chicago 26, IIL. 


Harvey Reese, formerly general sales 
Cordomatic Co., Phila- 
delphia, Pa. has established a new 
manufacturers representative agency 
at 7500 Fourth Ave., Philadelphia, Pa. 


Wheatland Electric Products Co., 
Pittsburgh, Pa. has appointed Becker 
and Cane, Long Island City, N.Y. as 
sales representative in the New York 
and New Jersey metropolitan area. 
Che firm has also been appointed sales 
representative for Frank R. Cunning 


manager of 


ham & Co., Tampa, Fla. in the same 
area. Wheatland has appointed Ed 
B. Schack & Co., Seattle, Wash., as 
sales agent for the states of Washing 
ton, Oregon, Idaho, Montana, and 
Alaska. In addition, the firm will rep 
resent the manufacturer in British 
Columbia, Canada 


Co., St. Louis, Mo 
has appointed Chassaing Brothers 
Lighting, St. Louis, as lighting sales 
agents for eastern Missouri, including 
greater St. Louis, Southern Illinois 
and Paducah, Ky 


Edwin F. Guth 


Dan M. Moenich has been appointed 
director of purchases for Virden 
Lighting, division of John C. Virden 
Co., Cleveland, Ohio 


W. J. Clark has been named 
manager for Jasper Blackburn Corp., 
St. Louis, Mo. Clark joined Blackburn 
in 1953 


sales 


as assistant sales manager. 


R. E. Smith has been named manager 
of construction products sales for 
General Electric Co’s. wiring device 
department. Smith replaces Robert D. 
Graham who has been appointed gen- 
eral manager for the department's 
newly formed electric resistance com- 
fort heating section 
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Small Business—New 48-page book- 
let, “How to Build Profit by Con- 
trolling Costs,” has been issued by 
Dun & Bradstreet, Inc. Designed for 
the small businessman, it deals with 
one of the most difficult problems 
facing businessmen today . . . cost 
control. Copies may be obtained by 
writing to P. O. Box 803, Church 
St. Station, New York 8, N.Y. Price 
$1.00. 


Contractors and = Starters—-Twenty- 
page bulletin, GEA-7020, contains 
information about manufacturer's 
line of magnetic contactors and start 
ers including combination, reversing 
and two-speed forms, and modifica- 
tion kits available. Available from 
General Electric Co., Schenectady 5, 


fh # 


Cable Revised edition of Safety 
Mineral Insulated cable catalog is 
available from General Cable Corp., 
New York 17, N.Y. 


Purchasing—A 22-page booklet ti 
tled, Productive Purchasing, an ap 
proach to the systematic appraisal ot 
total value, is available from the 
General Electric Co. Booklet covers 
value analysis; analyzing added val 
ues, and organizing for productive 
purchasing. Available from Section 
666, Apparatus Sales Div., General 
Electric Co., Schenectady 5, N.Y 


Buying and Selling—New, 36-page 
publication, titled Some Economic 
Considerations in Buying and Selling 
in an Industrial Market, points out 
that “a sale and a purchase are just 
two aspects of the same transaction.” 
The publication (GET-3029) suggests 
several ways in which buyers and 
sellers can work more closely to their 
mutual advantage. Available from 
General Electric Co., Schenectady 


eo 


Electric Heat—-Complete line of 
electric heating equipment is de- 
scribed in a new six-page brochure 
issued by Hunter Div., Robbins & 
Myers, Inc., P. O. Box 3775, Mem- 
phis 14, Tenn. Illustrated in full 
color, brochure includes — specifica- 
tions, installation and operating data 
on products covered. 


Small Panel Meters—Bulletin GEA- 
7034, 12 pages, four colors, offers 
complete descriptive and buying in- 
formation on line of 2'2, 34%, and 
the 4-in “Big Look” panel meters. In- 
cludes a detailed description of fea- 
tures and specifications, plus dimen- 
sions, prices, and ordering instruc- 
tions for all available instruments 
Available from General Electric Co., 
Schenectady 5, N.Y 
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Slater First with the Dimswitch 


...and the only COMPLETE line of Dimswitches! 





3. Way 
500 Watt 


RICA at RE 
NTERCHANGEABLE 





a 


: 


Remote 
for 3 lame \ ngte 
outlet tor a 





All fit standard switch boxes 
no additional wiring 


Indoors and outdoors, the 
Slater HI-LO Dimswitch provides 
increasingly popular two stage 
lighting for every room, den, 
TV, garden, patio, porch, 
pool and post lights! 


High power Diode, plus Slater qual- THE SLATER HI-LO DIMSWITCH* 
ity design, engineering and produc- INCREASES LAMP LIFE OVER 20 


tion make this the only real dim- , > TSELF I 
switch on the market today. Engraved TIMES ...PAYS FOR ITSELF IN 


STA-KLEEN Wallplates (or Stain. LESS THAN A YEAR IN ELEC- 
less Steel) available for any con- TRICITY SAVINGS WHEN OPER 


figuration ATED IN LO POSITION 
WRITE OR CALL FOR WIRING DIAGRAMS, BROCHURE, PRICES 


PATS. PEND. UL LISTING APPLIED FOR For incandescent lamps only 


SLATER ELECTRIC & MFG. CO., INC. 


GLEN COVE, N. Y. ORIOLE 6-1100 


141 





LIFT Big Reels 
Easier, SAFER 


with the 
HYKON 
REELIFT 


One man 

easily lifts 

1,000 ib. reel 
Two men can set up a heavy reel of 1,000 ft. 500.000 
CMC in less than 5 minutes—ready to pull cable fast 
Reel revolves freely, yet is safe, solidly mounted 
Compare costs—reel handling with a Reelift costs 
less than any other method. Raises any size reel up 
to 48” in diameter 


NEW FREE CATALOG. Write for copy today 


HYKON MFG. (CO. 
Box 923, Mt. Union 
Alliance, Ohio 


Nipples 


for convenient, 
money-saving connections 


Conduit hot-dipped galvanized nip- 
ples are carefully threaded and 
chamfered, rigidly inspected and U.L. 
approved. Available in all sizes for 
prompt shipment from factory or 
ten strategically located warehouses. 
Sizes: 12" x close to 2” x 6” are all 
attractively packaged. Larger sizes 
21.” to 6”, in various lengths, also 
available. 


CONDUIT PIPE PRODUCTS CO., 
COLUMBUS, OHIO 


SOLD ONLY THROUGH WHOLESALERS 


MANUFACTURERS’ EXPANSIONS 





Milwaukee, Wis. Cutler-Hamme! 
Inc. has announced plans for the con- 
struction of a new plant at Belmont, 
Calif., to house the company’s man- 
ufacturing, office and ware- 
house activities. The new plant will 
replace the San Francisco office and 
a warehouse in San Jose. It will con 
35,000-sq tt of floor space 


sales 


tain Over 
and will produce motor control lines 


and distribution equipment 


Canada—-Line & Cua 
ble Accessories Ltd., has purchased 
a plant in Newmarket, Ont., form- 
erly occupied by A.P.V. (Canada) 
Equipment Ltd. On completion of 
alterations and additions, Line & 
Cable reportedly plans to merge the 
operations of its two Toronto plants 
at the Newmarket plant. 


loronto, Ont., 


Waltham, Mass.— Sylvania Elec 
tronic Systems, a division of Sylvania 
Electric Products Inc., has an- 
nounced plans for a new Applied 
Research Laboratory facility and a 
new headquarters building, each total- 
ling about 45,000-sq ft, on a 55-acre 
site adjacent to present Waltham fa- 
cilities. 

St. Paul, Minn.—Minnesota Mining 
und Manufacturing Co. has an- 
nounced it will double the size of its 
branch office and warehouse at 330 
Greene St., Buffalo, N. Y. Construc- 
tion will include about 2,700-sq ft of 
office 13,500-sq ft of 
warehouse space, The project is ex- 
about Octo- 


Space, and 


pected to be completed 


ber 1. 


Elizabeth, N.J.—N. J. MacDonald, 
president of The Thomas & Betts Co., 
Elizabeth, N.J. has announced the for- 
mation of the POS-E-KON Division. 
One of the first lines the new division 
will produce consists of the connectors, 
splices, taps and mounting hardware 
needed for flat conductor cable. 


Baltimore WESCO 
Holds Open House 


BAL TIMORE—Westinghouse Elec- 
tric Supply Co. recently held an open 
house here for area dealers in its new 
sales and distribution location at 1710 
Edison Highway. 

The company’s new building encom- 
passes 30,000-sq ft. Until recently the 
company shared a 60,000-sq ft build- 
ing at 2415 West Franklin St. with 
Westinghouse Appliance Sales. WAS 
has moved to a new distribution and 
sales center at Laurel, Md. 





THEY STAY ON 
All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 
feature 


Contractors everywhere are oo ™ ¥ 

switching to VICTOR. Cash in 

on this heavy demand. Add 

these fast selling, profitable 

Clamps and Straps to your 

line 
VICTOR products are 
neatly packed, clearly 
and attractively labelled 
Orders for stock items 
shipped within 24 hours 


Write for the new 
Victor Strap Catalog 
Lists over 600 items 
to fasten Wire, Cable 
Tubing and Conduit 


SS. 


Wictor SPECIALTIES, INC. 


775 MAIN ST, NEW ROCHELLE, N 





GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


* Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illus- 
trated. 

Made of indestructible spring steel 
wire. Nothing to break, get out of 
order or replace. Will last indefinitely. 


Once installed. GETS-A-LITE GUARD 
AND GUIDE is NEVER removed. 
Nothing to unlock, fuss with or lock, 
when changing lamps. 


GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into secket, en- 
abling maintenance man to change 
lamp in 10 seconds! 


Available for 40 watt and 100 watt 
fluorescent lamps. 


GETS-A-LITE Company, Dept. EW-50 
3865 N. Milweukee Ave., Chicago 41, ill. 
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tor right—tight connections 

Accurate tapping, careful chamfering 
and rigid inspection combine to give 
users completely satisfactory installa- 
tions. Conduit Couplings are hot-dipped 
galvanized or black enameled .. . are 
available in all sizes from '2” to 6 
Sizes 42” to 2” are conveniently pack- 
aged at no extra cost. Shipped promptly 
from factory or from one of ten stra- 
tegically located warehouses. 


CONDUIT PIPE PRODUCTS CO., 
COLUMBUS, OHIO 
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Our 16th Year 


Serving the Electrical 
Industry—STRINGER 
Safety Equipment 


Offering the most complete line and the 
finest quality safety equipment obtainable 
STRINGER at the same time offers a very 
attractive discount plan to the electrical 
wholesaler. Let us explain this plan, write 
today for NEW free catalog of this COM- 
PLETE line 


UTILITIES SAFETY 
SUPPLY CO., INC. 


Lee's Summit, Mo. 


NEW PRODUCTS YOU CAN USE 





Power Tools 


Tools Div., The 
Lake St., New 


Stanley Electric 
Stanley Works, 195 
Britain, Conn 


New line of 16 portable power tools 
available. Line includes 10 
heavy-duty drills, in a range of 42, %4, 
1, and 1'4-in sizes; three heavy-duty 
disc sanders in 7 and 9-in sizes; a 
7-in polisher; and two portable grind 
ers in 5 and 6-in sizes 


is now 


Elevating Trucks 


Pulley Co., Phila 


The American 


delphia, Pa. 


“Safeway” portable elevating trucks, 
both manual-lift and battery-powered 
models are available. Top corners of 
forks that carry outrigger wheels are 
rounded to avoid damage from sharp 
corners and possibility of jamming 
against skids or pallets, maker says 
Steel fork-carriage rollers equipped 
with sealed roller bearings 


Tape 


The Connecticut Hard Rubber Co 


407 East St., New Haven 9, Conn. 


New extreme 
sensitive 


temperature, pressure 

available in ten 
accordance with 
Applicable temper- 
ature range from 100 deg F. to 
400 deg I with high dielectric 
strength, low power factor and negli- 
gible moisture absorption, according 
to manufacturer. Specifically designed 
tor color-coding in electrical applica- 
tions. 


SCHILLER PARK, ILL.—Square 
D Co. announces full operations have 
been reached at its new midwestern 
assembly plant and distribution center 
here. The new 56,000-sq. ft. building 
serves a 14-state marketing area 


tapes are 
colors designed in 


NEMA standards 


L. B. ALLEN CO. inc 














q 9301 W. BERENICE, SCHILLER PARK, ILL. y, 
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CLASSIFIED ADVERTISING 


SELLING OPPORTUNITIES 


AGENTS WANTED LINES WANTED 


POSITIONS WANTED BUSINESS OPPORTUNITIES 





ELECTRICAL MFG. REP. WANTED 
vf Western and Southern States open. We 
largest & complete line { 
all sizes and finishes plus 

ional i(ivertised 
R H GUARANTEE PRODUCTS COMPANY 
5440 W. Cermak Rd., Cicero 50, Ilinois 


recessed 
custom work 








AVAILABLE 


RA-4276 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill 











POSITION VACANT 


Regional Sales Manager—Major eastern moanu- 
tacturer of complete line of specification grade 
fluorescent equipment needs competent, aggres 
sive management and sales personnel. Plenty of 
room at the top’’ for the right people. Become 
a part of our growth program. Send full details 
in confidence to: P-3383, Electrical Wholesaling 


SELLING OPPORTUNITIES AVAILABLE 


Representatives wanted: Outlet and Switchboxes, 
complete line. Inquiries from interested agent 
invited. RW-9470, Electrical Wholesaling 
Louisville, Kentucky and P 
areas to contact electrical wholesalers on our 
U.L Sealfiex” Underwriters Approved Liquid- 
Tite Synthetic Covered Conduit and othe 
flexible conduit products. Commission 


Address RW-4224 





y : “a 
1 lis, | 


specialty 
basis. In reply list allied lines 
Electrical Wholesaling 


Supervisory Sales Representative Wanted by a 

larve iccessful established manufacturer of 
electrical roughing-in materials. This is a per 
manent position with a future. Some traveling 
Salary commensurate with experience 
and ability. Letter of reply must contain resume 
of experience, education and personal detail 
RW-4170, Electrical Wholesaling 


involved 


Wire salesman wanted area open Philadelphia, 

Baltimore, Washington, D.C., Pittsburgh to 
call on electrical wholesalers. SW-4168, Ele 
trical Wholesaling 


Monufacturers Reps wonted for growing short- 

line fittings company Protected Areas. Exclude 
Illinois, New Jersey. Reply to Quicktime Ele« 
trical Producta Co., 3648 W. 115th Pl. Cheo. 4 
Il 


POSITION WANTED 


Experienced Application Engineer wants to man- 

age Commercial and Industrial Lighting De 
partment for Electrical Wholesaler in New Eng 
land. Resume available. PW-3700, Electrical 
Wholesaling 


SELLING OPPORTUNITIES WANTED 


Established manufacturers representative organi- 

zation wishes additional lines to be sold to 
electrica] wholesalers in Ohio and Indiana. RA- 
i145, Electrical Wholesaling 


Manufacturers Representative covering Northern 

New Jersey desires additional quality lines for 
Electrical Wholesalers RA-3286 Flectrica! 
Wholesaling 


Aggressive Agents, over 10 years experience, 

with 6 Salesmen and Warehousing Facilities, 
need a quality building wire and/or conduit line 
for Southwestern States RA-4181 Flectrica! 
Wholesaling 


Wisconsin-Monufacturer’s representative desires 
lines calling on Distributors, Utilities, Indus- 
trials, etc. Top References. RA-4288, Electrica! 
Wholesaling 











; 


MEASURE, CUT 


AND REWIND 
your own 


wire and cable 


FOOTAGE METER 





* New Advanced Design Measures 
Wire from %" to 1%," O.0 


REWIND MACHINE 





* Hydraulic Jack permits safe, easy 
lifting of reel, 


My, %, 1, 1 & 5-h.p. drives. 





* Both Coiling & Reeling with only 
one rewinding machine. 


ALSO AVAILABLE: 
* Variable Speed 10-70 RPM 


* Collapsible Coiling Reel 
* Shaftless Rewind Machine 











Write to 


COLUMBIA PRODUCTS, INC. 


WRIGHTSVILLE 3, PENNSYLVANIA 
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AS SEEN IN - ELECTRICAL CONSTRUCTION & MAINTENANCE - ELECTRICAL WORLD 
* N. E. ELECTRICAL NEWS - CHICAGO ELECTRICAL NEWS 
* ELECTRICAL SOUTH - SOUTHWEST ELECTRICAL 


RUGGED YEARS AHEAD... 


that’s why the job demands SLIPKNOT 


Whether you're splicing transmission lines or 
residential outlets, every splice you make 
must be final, safe and permanent. You can't 
afford any tape but the best and the best 
costs no more. SLIPKNOT PLASTIC ELECTRICAL 
Tare is the choice of the country’s most expe 
rienced electricians, because it handles easily 


onforms readily, and snugs and stays down 


With adhesive permanently anchored to 
vinyl base, with controlled tension for proper 
stretch without dangerous thinning with 
absolute conformity, roll after perfect roll 
no wonder SLIPKNOT is the specified tape. The 
patented cutter, packed free with every 66-foot 
roll, speeds the job and saves you money 


Find out why SLIPKNOT is found in all the 


a he 
CANTON maSSAcHY® best splices. Try a roll today 


SOLD ONLY 
THRU 
RECOGNIZED 
DISTRIBUTORS | 





PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 Makers of SLIPKNOT FRICTION TAPE most widely used in the world CANTON, MASSACHUSETTS 

















Short-Circuit 
Limiting Element 


Another 


outstanding development 





by the makers ol 


BUSS FUSES 
Time-Lag 
Element 


Buss LOW-PEAK Fuses 


high interrupting capacity « current-limiting * dual-element 
Hold 500% load for minimum of ten seconds — Safely interrupt faults 
on circuits set to deliver 200,000 amperes —Limit fault currents to low values. 


[he tremendous increase in the capacity of distri to sately handle heavy tault currents and limit their 


ners has tollowed the in effect. But to get satisfactory protection the protective 
or power—and has meant a sul evice should also be able to handle motor starting 
¢ in available short-circuit currents rrents or other harmless cverloads without openin 


evident that the protective device must be able dlessly 


BUSS LOW-PEAK FUSES ARE MADE TO FIT MODERN PROTECTION NEEDS 





Talk to the BUSS Representative in your 
territory. He can give you full information 
on how to turn Buse LOW-PEAK Fuses into 
new sales and profits for yourself and your 
house. 


BUSSMANN MFG. DIVISION, McGraw-Edison Co., St. Louis 7, Mo. 





Electrical Protection Goes 


MODERN with BUSS FUSES 











